Read: ‘Boosting Your Sporting Goods Sales” 
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~ 
No. 150. Drop 
forged through- 
out. Blade 2% 
in. long. . Over- 
all length 8% in. 
No. 250 is the 
same except that 
it is half polished. 








No. 153. Drop 


: ‘ % forged through- 
Disston Display Case Yee | out. Full pol- 


It keeps Disston Hand 9 ished. B!ade 1% 
Pruning Shears where — 3 in. long. Over- 
they will sell on sight. bie ’ all length 8 in. 
Free with each half-dozen. | ; No. 253 is the 


DISSTON Hand Pruning Shears | 
in the DISSTON Display Case 


New ...and needed! Disston Hand Pruning Shears. 
Three styles only—a simplified line that takes care 
of all your trade. Does away with slow items. Gives 
you quick turnover. 
Disston quality throughout. Drop forged from Disston 
Steel—blade and handle in one piece. No cast or mal- 
leable iron, but real edge tools. 
All have Disston Patent Tension Device, adjusted 
instantly by user, with Disston Lock Nut to keep it 
always right. Disston patent spring catch and safety 
band to keep shears closed. 
Disston name insures their quick, easy sale. Display | 
case (free with half-dozen) speeds up your profits. i moe 
Order from your jobber. It will pay you to be prompt out. Full pol- 
° ° ° 15 . ade 2% 
in showing the latest Disston product, ready today. in. long. Over 
all lengt 4 in. 


Henry Disston & Sons, Inc. aims i 


Makers of “The Saw Most Carpenters Use’’ it is half polished. 
Philadelphia, U. S. A. 


DISSTON | 
f 


SAWS TOOLS FILES KNIVES STEEL — 
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Twelve was too many! 


This planning a family din- 
ner wasn’t so simple, after all. 
Betty was blessed with relations 
—six of them within inviting 
distance. Jack’s father and 
mother and four aunts and 
uncles must surely come. 
Twelve—whew! ‘Twelve was 
too many. They hadn't silver- 
ware enough. There wasn't 
even enough of it to entertain 
their own family. 


Is your home adequately supplied with silverware? 


ERHAPS you, too, have been 

surprised when planning a family 
gathering to find that your silverware 
would not go round. But it is quite 
unnecessary to try to get along without 
enough silver for this and the other enter- 
taining you like to do. 

Certainly expense need not deter you 
from its purchase, for 1847 Rogers Bros. 
Silverplate is most reasonable in price. 
And ‘1847 Rogers Bros.’’ comes in 
every kind of piece you could desire — 
oyster forks, salad forks, bouillon 
spoons, ice cream forks, orange spoons 


HARDWARE AGE 


isfy you with its beauty. Each is famous 
for its durability. 

Purchase to-day, in half-dozens or 
dozens, the pieces you need most. When 
you have need for more, you can get them 
easily. Your dealer always has the newer 
1847 Rogers Bros. patterns in’ his stock. 

May we send you a copy of our booklet 

,. Etiquette, Entertaining and Good 
Sense,”’ with authoritative table settings 
made in the Good Housekeeping Studio 
of Furnishings and Decorations? You 
will find it full of suggestions for success- 
ful entertaining. Write for it to-day. 
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and many serving pieces. Each will sat- INTERNATIONAL SILVER Co., MERIDEN, CONN. 


1847 ROGERS BROS. 


SS INTERNATIONAL SUNER CO; 





Silverware sales should result if you tie up to the above advertisement when it appears in colors in the October 18th issue 


of the Saturday Evening Post. This advertisement also occupies a page in the December issues of Harper’s Bazar, Sunset 


SILVERPLATE 


and Good Housekeeping. 
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No. 410 Center Punch 
Retails at 15c 


oS 


No. 405 Countersink 
Retails at 15c 


———tie) 


No. 465 Reamer 
Retails at 25c 





No. 445 “Crow Bill” 
Pli 


er 
Retails at 50c 





No. 420 Template 
Retails at 50c 





“4 Gi 
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Retails at 25c Retails at 50c 





RADIO-LECTRIC TOOLS 


Sell Rapidly—Provide Good Profits 


al. 
— 





A line of fifteen dependable tools designed by prac- 
tical radio men who knew exactly what was required 
for radio work. 


Radio-Lectric Tools are just what the enthusiasts want 
and are priced right for their pocketbooks. 


They are all packed with attractive cards or stands 


and sell “on sight.” 


Send for booklet showing all numbers. 





No. 490 Combination Wrench 
Set 
Retails at $1.00 


etein Nas wt 
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Retails at 15c 


Retails at 50c 


The Bridgeport Hdwe. Mfg. Corp. 
— Conn. 








on 


No. 455 Screw Adjuster 
Retails at 15c 





No. 442 Nut Forcep 
Retails at 60c 


—— a 


No. 45 Screw Driver 
Retails at 15c 


= 


No. 116 Nipper 
Retails at 60c 





290 
99 


No. 485 Wrench Set 
Retails at 75c 
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Atkins SilverSteel Saws 


7 ToMy Fellow Hardware Dealers” 


















a 


SEND US A LETTER 





3 c 
F A FOR THIS CONTEST 
There are still plenty of opportunities for winning a 
re prize in this contest. Each week, until the end of the 
=) year, we will give $10.00 to the person for sending in a 
letter which we accept for publication on the above subject. 
Our only requirements are that the letter be written on 
the stationery of the dealer witht whom you are connected, 
and that this dealer handles Atkins Saws. Send in your 
letter today. 
F. COLLINS 
C/o COLLINS HDWE. CO. 7 
BURBANK, CALIF. | 
E. C. Atkins & Co., 
Indianapolis, Ind. 
Gentlemen: | 
Fellow Hardware. Dealers: 
Here’s Why I Recommend Atkins Silver Steel Saws to My Fellow Hardware Dealers. 
The exquisite finish and beauty. 
‘ The perfectly balanced handle. 
4 A guarantee maintained by a company noted for its straightforward policies. 
‘ An Atkins Silver Steel Saw once in the hands of a customer is readily sold, and you have made a sat- 


; isfied customer for life. 
A universal demand created by their system of advertising. 


They help sell your stock of saws by instructing your clerks on how the saw is made and how it 
works, helping him to thoroughly understand the article he is selling. 





Yours, 
COLLINS HARDWARE CoO. 
Per F. Collins. | 
: A FEW POINTERS ON ATKINS | 
: No. 11 PRUNING SAW | 
: Fall pruning time is just about here. How is your stock of pruning saws? If not complete, send for our Pruning Saw Book, 


which describes our complete line. 


We illustrate here our No. 11 Pruner, which is a very popular one. It is a high grade crucible Steel frame, is fitted with a 


blued 8 points to the inch blade which may be used at any angle. The handle is our new “easy-grip’”’ pattern, varnished on the 
ges. Fastened to the frame with three brass screws. 


E. C. ATKINS & COMPANY 
Established 1857 





Machine Knife Factory: Home Office and Factory: “The Silver Steel Saw People” 
Lancaster, N. Y. Indianapolis, Ind. Canadian Factory, Hamilton, Ont. 
BRANCHES: 
Atlanta Memphis New Orleans Portland Seattle Paris, France ; 
Chicago Minneapolis New York San Francisco Vancouver, B. C. Sydney, N. S. W. . 


“’TKINS ALWAYS MBBAD" AAA 111. 11.11.11. 


Sin hl RON Fes 
SED Prone Bears: 
0 | Aa ie eed Cast 
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Dollar for dollar, we claim 
that Royal is the best value 
on the market 


‘ 





We Invite Comparison 
WITH THE 













ELECTRIC CLEANER 


















ON’T confuse price and value. Price will 3 
always win a certain amount of busi- : 
ness, but value develops permanent demand. | 


The steady, year-round demand for Royal 
Cleaners which our dealers enjoy is based 
upon the value of the Royal machine. 


People who have purchased Royals are complete- 
ly satisfied. Their good-will, their verbal adver- 
tising, their actual assistance in making Royal 
sales, gives our dealers a very considerable volume 
of business which continues independent of sea- 
son, trade conditions or retail sales eftort. 

This summer, in spite of the “slump”, Royal con- 
_ tinued “business as usual’’. The reason, we claim, 
is because the Royal Cleaner is the best value on 
the market. Make us prove this statement. 


The P. A. Geier Company 
540 East 105th St., Cleveland, O. 


Manufactured in Canada by 
Continental Electric Co., Ltd., Toronto, Ont. 
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Gets All the Dirt 
by Air Alone 





During July and August, 31 retail salesmen located in various parts of the . 
country sold 1358 Royal Cleaners, an average of a cleaner per man every ‘ 
working day during the hardest two months of the year. Compare these ‘ 
results with the sales your own men made and you will agree that there is ’ 






something in the Royal proposition. 
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| lHlow Two Dozen Grew to Millions 


of 


KIDDIE-KARS 


— 





buyer of one of New York City’s largest distributors of 

juvenile vehicles. No store.in all the world had ever 
seen, much less sold a KIDDIE-KAR, for they were then non- 
existent—as perpetual motion is today. In 1915 the H. C. White | 
Company brought from North Bennington, Vermont, to New | 
: York City, the first KIDDIE-KAR ever made that they might | 
| 
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1G HE first buyer ever to see a KIDDIE-KAR, was the 


2; Soe es 2 ee * 
eae Stet ge 


get an expert and authoritative merchandising opinion on it. H 


Big buyers are men of big vision—the first order ever given for 


ized the most extensive and valuabie distributing system ever 
known to the juvenile vehicle industry. These distributing 
centres, conveniently located to meet instantly the needs of all 
dealers, cover every section of the United States. 


4 | KIDDIE-KARS was placed then—two dozen KIDDIE-KARS. | 
: Within a very few days after these first KIDDIE-KARS were | 
: put on display, they were making 24 youngsters happy in New | 
ys | York City and its suburbs. What took place in 1915, has since | 
" been repeated in thousands of other stores and towns through- 
é out the country. 
4 | The nation-wide call for KIDDIE-KARS necessitated a chain of h 
# | distributing centres which would adequately and promptly meet | 
Ee the heavy demands of dealer and consumer. To meet this | 
| merchandising problem the H. C. White Company have organ- t 


SS 








The originators of the KIDDIE LINE are pioneers in modern 
merchandising co-operation with dealers of juvenile vehicles— 
| a co-operation which successful merchants everywhere are to- 
| day finding most helpful and profitable. 
| 





“KIDDIE KAR” and “KIDDIE”’ Vehicles 
Trade Mark Trade Mark 


| 
H.C.White Company, North Bennington, Vt. 


New York Sales Office —Fifth Avenue Building 
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20 Tools 
List Price $25.00 


12 Tools 
$15.00 


No. 904 
List Price 


No. 862 
List Price 

















7 Tools 
List Price $6.50 








‘An Ideal Gift’’ 


SENSIBLE, practical collection 

of good carpenters’ tools will be 
a lasting Christmas gift for any man 
or boy. 


Order your selection from this line 
of 


Stanley 
Tool Chests 


and display them for Christmas trade. 
List price range from $6.50 to $95.00. 


STANLEY 


NEW BRITAIN, CONN.,U.S.A. 


THE STANLEY WORKS — TAE STANLEY RULE & LEVEL PLANT 
NEW YORK + CHICAGO. SAN FRANCISCO: LOS ANGELES - SEATTLE 








cH 


No. 903 17 Tools 
List Price $20.00 





No. 851 
List Price $65.00 


34 Tools 
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{STANLEY \ 


==" HOUSEHOLD § 
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There is a decided advantage in arranging Stanley Four-Square 
Tools in concentrated displays inside your store. They focus the 
attention of your customer and capitalize on the continuous Four- 
Square national advertising. It is good business to have 


To help you get the best results, Stanley supplies an excellent 
line of Four-Square counter cards and show case trims. These 
and other merchandising helps are described in Sales Aid Book 
5206. 









Inside 
Displays 





he tee we cine 





~ 


—a permanent grouping on your shelves of the 
attractive Four-Square boxes, 


—frequent displays on your counters of Four- 
Square Tools, 


—inside show case displays of Four-Square 
Tool assortments. 


STANLEY 


NEW BRITAIN, CONN.,U.S.A. 


THE STANLEY WORKS THE STANLEY RULE & LEVEL PLANT 
NEW YORK CHICAGO SAN FRANCISCO LOS ANGELES SEATTLE 
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Hardware and 


Sell paint on a jobbing basis: liberal 
high quality line. Get the facts on 


he will not find equalled anywhere — no matter how closely he combs the paint 
business. This paint line combines high quality with a good margin and a moderate 
selling price— lower than is usual for the same quality. 


\OY paints offer the hardware and implement jobber and dealer an opportunity that 


This is no business miracle — but simply the result of a policy of careful, efficient manu- 
facture, unusually low overhead expense, and purchasing in volumes that will earn the 
best price. The Foy plant in Cincinnati is very fortunately situated with relation to labor 
and transportation costs. The Foy plan for thirty years has been good quality and low 
costs — due to the elimination of all wasted expenditure. 


30 years of growth 


The record of those thirty years shows a steady, uninterrupted growth that has been due 
almost wholly to a good product, sold on a right basis, with the fullest consideration at 
every point of the interests of the merchants and jobbers who handle the line. 


Therefore the distributing organization shows a remarkable number of long time con- 
nections extending over many years of successful relations with the manufacturer. It 
shows a steady increase year by year in the volume of paint handled by the real business 
men who have sold the Foy line. 


Now a most liberal jobber policy! 


Foy has formulated a jobber policy as liberal as any ever written. It’s a real chance to 
make money. Every jobber can handle it without additional sales and traveling expense; 


THE FOY PAINT COMPANY 
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Implement Men 


terms; strong sales cooperation; a 
this unusual opportunity. 


the line will automatically increase in volume in the hands of good men, as it has in 
hundreds of instances to which we are proud to point. 
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The line is complete. It includes all exterior, interior and industrial paints and varnishes 
for which there is any demand. Special paints are made to specifications on large orders. 


Each item contains the best obtainable materials; mixed according to formulas scien- 
tifically worked out in a competent laboratory. The work is done accurately under 
strict control. We Have strong sales cooperation to offer. We have an ample line of the 
finest literature and advertising used in the paint business. 


Even if you never considered handling paint, or haven’t thought of changing your line, 
you should get the facts on this proposition. 
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CINCINNATI, OHIO, U. S. A. 
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THis three wing window dis- 

play is 41 inches long by 27 
inches high, printed in colors. For 
sales promotion it has a big value. 


SIMONDS SAWAND STEEL Co. 


FITCH BURG, MASS., CHICAGO, ILL. 


It is offered free to 
dealers. Use it and 
observe how it attracts 
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SIMONDS HOME AND FARM SAW No. 44 


It provides a good margin of profit for dealers. This is a new saw which meets 
the requirements of the occasional saw user. Made of fine spring tempered steel, 
nicely polished with seasoned beech handle. Order a supply now. 
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(HARDWARE COMPANY ) 
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HARDWARE COMPANY 


/ 


TORRINGTON, CONN., U. S. A. 
New York Office: 151 Chambers Street 
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185 


Mr. Punch 
Automatic Drill 
List Price $2.50 














GOODELL- PRATT 


STANDING 





ATTENTION 





Ready to Help You Put Over 
“Gifts of Utility” for Christmas 


Last year we put up Mr. Punch and No. 111 
Automatic Screw-Driver in special Christmas 
wrappers, and hundreds of our good friends in the 
trade availed themselves of this opportunity to in- 


crease their Christmas sales. 


This year we offer you the following tools 


Christmas wrapped: 


Mr. Punch No. 
No. 487 Hand Drill No. 


No. 655 Hand Drill 


No. 514% Hand Drill No. 
No. 677 Breast Drill No. 
No. 6 Breast Drill No. 
No. 111 Screw-Driver No. 
No. 161 Bench Vise No. 


231 Screw-Driver 

470 Chisel and Punch 
Set 

747 Valve Grinder 

596 Valve Lifter 

247 Hack Saw Frame 

673 Socket Wrench Set 

674 Socket Wrench Set 


Understand, please, that the special wrapper is over 
the regular stock carton, so that should you carry any 
of this packing over the holidays it can go into your 
regular stock by simply removing the wrapper. 


Orders for these specially wrapped goods should be 
sent early and shipping dates specified. 


GOODELL-PRATT 


Fount 


COMPANY 





. 


GREENFIELD MASSACHUSETTS, U. S. A. 


Eo} @] OF 61 016) bis 00] 6) Oe 


111 


Screw Driver 
List Price $2.50 
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Big New Features OR 

Create New Sales Opportunities 





Model 1670— White enamel with 
nickel trim and brass reservoir. The 
same style in blue enamel is Model 1630. 









Model 1665 — 
A new design in rich 


brown and white ena- Model 1560— Lustrous black finish 
pore BOS ahenn Sie with nickel trim and brass reservoir. 
The same style with lead coated reser- 


voir is Model 1530. 


3 
a, 
ks 
oa 
See 
by 
, ¥ 
Se) 
iD 
ae 
ay 
rs 
¢ 
aS 
*e 
a 
sue 
a 
bf 
be , 
ras 
4 
& 
te 
aS 
as 
Rags 
* 
« i 


These improved Heaters give Perfection dealers 
the greatest opportunity in years to inject newlife, 
with resulting profits, into the Heater business. 
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With their automatic safety catch and double 
lock; with the exclusive Perfection floor tray; 
with lock-seamed and soldered inner wick tube 
joint; riveted legs and hinges; new oil gauge and 
filler cap construction, they are the most con- 
venient and dependable oil heaters ever made. 


{lane le SAA | 
Vo 


eos 
% 4 
A 


- 7 A, . ™ ee 
TE Sal 
a > 


a 

- fe. 

a oT 

i Sud 
€ 





Model 1550—Lustrous black finish 





: Widespread national advertising to begin this et ake en mn ellmg pet 
. month will announce the introduction of this reservoir. The same style with lead 
: improved line. Write now for complete infor- sa i eileen hana 

mation and prices. Model 525 standard size and Model 
510 junior size will be continued at 
THE CLEVELAND METAL PRODUCTS CO., 7100 Platt Ave., Cleveland, Ohio Sel? Sagumar tee griee. 


In Canada write the Perfection Stove Co., Ltd., Sarnia, Ont. 


ERFECTION 


Oil Heaters 
























16 HARDWARE AGE October 9, 1924 





1 The 100% Complete Oil Stove Line. Long chimney and 
short chimney stoves in all sizes and prices—also cabinets, 
ovens, broilers and toasters—all made by one big square- 


dealing manufacturer—satisfy every demand. 


9 The Line That Sells the Year Around. Because of their 

bigger, faster burners, ample size and modern conveniences, 
these “grown up” Perfections—which satisfy every cooking 
need—are in demand throughout the year. 


The Best Advertised Oil Stove Line. Perfection advertising 
reaches millions of readers every month in the year. It equals : 
the combined advertising effort on all other oil stoves. re 












% 
The Universally Accepted Line. Years of leadership, years of ° 
advertising dominance and millions of present satisfied users e 
have led to Perfection’s acceptance as the oil stove stand- Ss 
ard of the world. 4 


Every Oil Stove Dealer in America Should 
Have the Perfection and Puritan Dealer 
Catalog. Write for your Copy Today. 





“*30 line’’— The 
World’s Fastest 
Selling Oil Stoves 
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The Extra-Fast Blue Chimney ‘‘130’’ Line 





Superfex Models — The Finest Made 





THE CLEVELAND METAL PRODUCTS CoO., 7100 Platt Ave., Cleveland, Ohio 


PERFECTION 


Oil Cook Stoves and Ovens 
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bs The Line of Fastest Turnover Dealers can “turn” Perfec- 
c tion stocks from 4 to 12 times a year. 24 hour shipping 
Fs service from convenient warehouses enables them to do 

a large business with small stocks. 

6 The Line of Greatest Yearly Profit. Rapid turnover of 

2 small stocks; the low cost of selling a universally accepted il 
3 line; and Perfection’s complete freedom from The Perfection 
j service expense, unite to give big profits. Toaster 
< 7 The Line That Satisfies Consumers.Because of : | 
‘ their quick lighting, fast cooking, cleanliness, ap- 

pearance, reliability and long life, more than half of 


all the oil stoves in use are Perfections or Puritans. 


s The Line of Complete Dealer Cooperation. Our 
salesmen help you coments. Special service 
3 men are at your command. All parts are replace- 

a. able—complete repair stocks The Perfection Broiler 
at every warehouse. Numer- 
ous dealer selling helps, free. 
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Perfection and Puritan ‘‘Live Heat’’ Ovens, 





Puritan Short Chimney Oil Stoves 








Oil Cook Stoves and Ovens 
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Screw Co. 





ICall 


Stove Bolts 
Tire bolts 
seeeannntineen di, ansatelt 


PROVIDENCE 


Machine Screws 
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Get Ready— 


you will have calls 
for these Mengel Playthings! 


UT these attractive Mengel 
numbers in your stock. They 

won't stay there long! 
Each one is bright, catchy 
and attractive. Proven favor- 
ites that children love. Quick movers 

that bring quick profits. 

All Mengel Playthings are remark- 
ably well made Their sturdy, sound 

















a 








P construction and their absolute safety 
ie on pam makes them appeal strongly to parents. _ 
Seat always level. Rocks for- They are real sales leaders. PEDAL-BYKE ; 
ward and backward. Adjust- : es ° , Triple strength steering post. 
able for children up to four National advertising 1S telling your Safety guard to keep front 
a customers about these toys. Generous =a 
space in Ladies Home Journal, Good 
Housekeeping and Pictorial Review. 
Full pages in color in Harper’s Maga- 
zine, Atlantic, Scribners, World’s 
Work, Review of Reviews and Cen- 
tury. 
This advertising will bring custom- 
ers into your store to get Mengel Play- 
% things. Build good will+and realize 
“ interesting profits—by having the 
5 Mengel Line ready for them. Write 
Z ~~ us for catalog or get in touch with 
ee pene Ae ae 
Strength steering post. ‘Spe- A ee 
————" THE MENGEL COMPANY Has, Mengel Pls-Wood wheels 
Incorporated . that can’t seratch. 
Louisville Kentucky 
i New York Office and Show Room, Fifth Avenue Building 
& 





; MOTOR BOAT 
LAY THINGS A reproduction of a real speed 
HOO “6 “wv oe oo OO aGoU oO 











TRAIL-O-WAG = : 
A tiny wagon strong enough to ® P boat. 14% and 18 inches. 


hold a grown-up. Fitted with Tt: Genuine maho 
UW re : gany hull. Brass 

Me ngel_ Ply-Wood wheels. A fittings. Unsinkable. Motor 

Won’t scratch polished floors. runs 200 feet at a winding. 


Mengel Playthings 
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Already Steelcraft has attained a country- 
wide distribution and a remarkable sale. 


Not only because these Juvenile Auto- 
mobiles are filling satisfactorily an existing 
demand but also because they set new 
standards in the toy business. 


We have built replicas of big cars suffici- 
ently accurate so that they do not offend the 
young people’s intelligence. 


We have made Steelcraft Juvenile Auto- 
mobiles sufficiently good looking and sporty to 
give the most blase youngster a great big 
heart throb. 


And we have built these automobiles of the 
same materials and by the same methods as 


Packard Eight 


Body Packard Grey; Fenders Black; 


%, Wheels Red with Black Striping 
Pap. 
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Tremendously Successful 


In A Few Short Months 
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; 

the big ones, making them so unmistakably t 
sturdy and strong that the purchasing parent : 
is supremely satished to make the investment. j 


Steelcraft Juvenile Automobiles come in 
the following models: 

Packard Eight; Jordan Playboy; Chrysler 
Roadster; Buick Six; Cleveland Six; Jewett 
Roadster; Durant Special; Stutz Racer; 
— Redbird; Star Four; Rickenbacker 

yer. 


A big national advertising campaign in the 
Saturday Evening Post is now telling millions 
of children and millions of parents all about 
Steelcraft Automobiles. 


Write today for catalog, details and prices, 
so that you too can cash in onthe big demand. 
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GMC Standard Truck 
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Dump Truck 
showing elevating mechanism 
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. ~, GMC Tractor and Trailer 
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: A Brand New Line 
| of Toy Trucks and Tractors 


Here are four sure-fire selling additions features and even the very materials of the 


to the Steelcraft line. real ones. 
Strong and sturdy—they are built to hold 


Dump Truck, Tank Wagon, Tractor and 200 pounds—even Sandow’s son couldn’t 


. . . | 
; Trailer, each a little over 24 inches long. ennanasasi 
: They have the same sales features as the 


Bound to duplicate the tremendous success juvenile automobiles—a pleasing novelty 
of Steelcraft Juvenile Automobiles because that interests parents as well as children, and 
they follow the same policy. a worth-while construction that the parent 
appreciates and buys. 


SEEIBES OP. 8S 


They comprise a miniature GMC Truck, 
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Costing no more than ordinary toys, they 
correspond in appearance and duplicate with 
extraordinary fidelity the constructional] Write for literature, details and prices. 


The demand is already great! 


A re 


THE MURRAY PRODUCTS COMPANY, 1115 East 152nd St., CLEVELAND, OHIO 
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ET your customer handle a Smith and 
Wesson. He will instantly appreciate 
these fine qualities of balance and pre- 
cision which have given protection to 
hearth and home for nearly three-quarters 
of a century. He, too, will learn to know 


Smith and Wesson arms as SUPERIOR. 


SMITH &¢? WESSON 


Manufacturers of Superior ‘Revolvers 


SPRINGFIELD 
MASSACHUSETTS 


Address Department N. 


Catalogue sent on request. 














No arms are genuine Smith & Wesson Arms unless 
they bear, plainly marked on the barrel, the name 


SMITH & WESSON, SPRINGFIELD, MASS. 


Western Representative: 
Andrew Carrigan Company, Rialto Bldg., San Francisco, Cal., Los Angeles, Cal., Seattle, Wash. 
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You Sell Hoppe’s Solvent 


For a generation Hoppe’s Nitro Powder Solvent 
No. 9 has justified its unreserved recommendation by 
the sporting goods trade. 
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The standard preparation for gun cleaning. 


Removing all powder residue, metal fouling and 
leading, and preventing rust, making cleaning easy. 


Endorsed by every user, including Uncle Sam. 


Today as always the one big seller, because de- 
pendable for unequalled service. 


And You Will Sell Hoppe’s Lubricating Oil 


In this new lubricant we offer the trade a product of the 
same excellence as Hoppe’s Nitro Powder Solvent No. 9. 


And having high profit merit too. 


sie ene A pure, colorless light oil of the highest viscosity; having 
lpeannnestencnyeonet" no trace of acid or other impurity, no tendency to gum. 


BICYCLES, FISHING REELS 
AND LIGHT MACHINERY 


Refined especially for oiling firearms, fishing reels and in- 
tricate light machinery. 





Order from your jobber, in equal quantities. Sell a bottle and a can together to every shooter. 
Write for special information. 


FRANK A. HOPPE, Inc. 


For more than 20 years the Authority on Gun Cleaning 


2314-H North Eighth Street Philadelphia, Pa. 
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: « Edw. W. Simon Co., Inc., 258 Broadway, New York 
Representatives: H. L. Bowlds, Mason Opera House Blidg., Los Angeles 
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Raise the Kiddies 0 


ém kd Wheelsaa Velocipedes 


ExpressWagons 

Hand Cars 

Tricycles 
Doll Cabs 


Automobiles 
Coaster Wagons 


Pedal Cars 


Scooters 


The Kind 
of Service 


Every 


m<i > WH 


Number 
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Winner | Like | 
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“Known Around the 
World” 





*{} Displays of American 
Vehicles invariably pay 
-J their way. 
The Profitable 
Line to Handle 


Ask your jobber or write direct 
for new catalog and price list. 
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HENRY DISPLAY 
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THAT DUPLICATES REAL BUILDINGS 
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Quick Sales 


and 


Many of Them 


Mean 


Big Profits 


























For Dealers That Handle 
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*Jhe BOY Builder™ 


Architectural Outfit 














If you are not already one of the many dealers that 
have bought Bilt-E-Z it is high time that you looked 
into this fast selling item. 

From Maine to California, the popularity of Bilt-E-Z 
spread like wild fire. Don’t you wait until someone 
else shows it, but write at once for a catalog and 
price list. 


SCOTT MANUFACTURING CO. 
1701 W. 74th St., Chicago 
New York Sales Office, 130 W. 42nd Street 
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HENRY DISPLAY RACKS 


CAN MAKE 
YOUR HOLIDAY SALES 
BIGGER 


ON 


Coaster Wagons 
Automobiles 
Hand Cars 
Kiddie Cars 
Doll Carriages 
Sleds 
V elocipedes 
Shoo - Flys 
Wheelbarrows 


Cedar Chests 


Henry Display Racks display 
every part of each vehicle sepa- 
rately — THREE in the Floor 
Space of ONE! 
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ANNOUNCEMENT 


CI CP HENRY CO, AUBURN, N.y.0 


TO THE TRADE 


For thirty-two years we have held the 
confidence of the folding camp furniture 
trade. 

We now believe we will perpetuate that 
confidence by suggesting that you withhold 
the purchase of your 1925 folding camp 
furniture requirements for at least 3 or 4 
weeks. 

Gold Medal plans for next season will in 
due time be mailed to all dealers on the 
Gold Medal mailing list. If you are not 
now receiving our mailings, send us your 
name and address with a request that we 
keep you posted on the folding camp furni- 
ture market. 


Write Us for Catalog and Prices 










Gold Medal Camp Furniture Mfg. Co. 
1706 Packard Ave., Racine, Wis. 


GOLD MEDAL 


TRADE MARK REG. US. PAT. OFF. 


FOLDING FURMITURE 
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; JIONEL Dae eecnic TPR ne 
& Multivolt’ Transformers 
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This Catalog 


is sending thousands of boys and their parents to the 
stores of Lionel Dealers. Be sure you are ready to 
cash in on your share of the business it is creating. 


Supreme Lionel Quality plus the lowest prices in 
Lionel History will “cinch” the sales for you. 


Complete Outfits to retail from $5.75 upward that show 
the retailer a handsome profit. 


Write at once for dealer’s proposition and your copy 
of the Lionel Catalog. 


The LIONEL CORPORATION 


Entire 6th Floor 
48-52 EAST 21st ST. NEW YORK CITY 
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Western Coast Representative 


N. Sweyd, 180 New Montgomery St., San Francisco, Cal. 


Tf ELECTRIC TOY: 
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The New 1924 


NHRAZ 


Pronounced BURR-KEY 


Here’s a Reel You 


Can Sell to Everybody 


The Fernwood 60 yard quadruple multiplying reel re- 
tails for $3.00, but it delivers a lot of things otherwise 
obtainable only at much higher prices. Here are a few 
outstanding features: 

Adjustable for wear, oversize jewel bearings, adjustable 
click, heavy brass crank deeply countersunk; reel seat 
extra heavy brass screwed and soldered to support posts; 
accurately cut steel pinion held in place by a deep shoulder. 
The posts are not spun or crimped in place, but drilled 
and tapped at each end and secured by nickel plated brass 
screws. The entire reel is heavily nickel plated. The 
Fernwood will satisfy anybody, it will outwear a dozen 
others in its price class, the price appeals to all. 

JOBBERS—DEALERS—prices and complete infor- 
mation on request. 
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The American Swiss Magneto Company 
MANUFACTURERS 
Dept. H Toledo, O. 


FERNWOOD eeecs 














Aim for Greater Profit! 
Drybak Garments 
Set the Mark 


Drybak hunting garments are 
made for the most exacting 
sportsmen. Made of heavy 
Army Duck, thoroughly water- 
proofed by special process. 
Full lined and _ carefully 
tailored. Money back 
guarantee sewn in every 
garment. 
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Y telling 1ts own story, the new model 
Burr-Key Golf Bag sells itself. 


Attractive profits for 
Jobber and Dealer. 


epee eyersemaaleem acts 
IMPROVED BURR-KEY 
aCebittie: le) (mertitel(arlee@y canta mele 


he-Telehteleltt veces ieatliaseetie-lattca. provetoa golfer 


Ask your Jobber for 
Drybak. Feature it to 
the Fisherman and 
Tourist. 


eye that it can be carried without the least fatigue 
Oheeoamo colt shueme oltteas  Gatae ia latlac-@e- lacie sloame\y (ae? 
Bottom, Locked Pocket, Towel Clip, New Shoulder 
Strap Fastener and Partition Arrangement. Write 
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For Sale by Dealers Only 
Backed by National Adve rtising Campaign Write us for your 


copy of our new 








R. H. BUHRKE CoO. catalogue. 
(Established 1877) 
1238-1250 Fullerton Ave »« Chicago 
Snipes, oo opeaamneaegepnaesy LEWIS M. WEED CO., INC. 


Manutactured in Canada by Woods Manufacturing Co., Ltd 
Olteu e Montrs al I< ronteo Phare | Winnipe v 


Dept. HA 
Binghamton, N. Y. 
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AL. FOSS PATENTS SUSTAINED 


In our suit against the Jas. Heddon Sons Co. for infringing our Pork 
Rind Lure Patents—three in number—Judge Sessions, of the U. S. Dis- 
trict Court of Western District of Michigan, paid the following tribute to 
the Al. Foss Pork Rind Minnows: 


“While others had thought of and used ‘Pork Rind Minnows’ of 
a clumsy and imperfect form and character before Foss brought out 
his artificial lures designed particularly to utilize pork rinds, he was 
the first in the fairly wide field which he now claims. The prior art 
will be searched in vain for anything which even remotely approaches 
the combination of elements constituting the ‘Pork Rind Minnows'’ 
conceived, developed: and finally exploited by him.”’ 


“THE UNIVERSAL ADOPTION OF THIS FISH LURE BY 
EXPERT FISHERMEN and its immediate commercial success are 


strong and convincing evidence of its novelty and utility.” 


INFRINGEMENT 


‘A careful comparison of the devices of the patent as defined in the 
claims and exemplified in the exhibits...... leaves little doubt that 
the so-called ‘Pork Rind Minnows’ produced by the defendant in 


the year 1923...... were and are infringements, etc.” 


“A decree will be entered in accordance with the findings contained 
in this opinion, granting the usual injunction and directing an account- 


. $9 
ing, etc. 


Judge Sessions also held that their present construction, in which 
the pork rind is merely hung on the curve of the hook, was not an in- 
fringement. However, our contention is that by merely raising the screw 
which holds the hook, and attaching the pork strip thereto, it can be 
used in an infringing way. If we find that they are being used in this 
manner we will stop them with this construction as well. 


Al. Foss, 
Columbus Road, 





Cleveland, Ohio 








ee 


ra nn S 





HARDWARE AGE 








October 9, 1924 












cAutomatic Home 
Protection ~ 


HEN automatic pistols are under discussion re- 
member there is nothing better in the world than 
a COLT Automatic, the worthy companion of the Colt 
revolver. Every family in your community needs Colt 
protection—not a few isolated cases—every single 
family. Have you ever tried to interest your customers 
in this fact? 


It is surprising how many sales result from a little ef- 
fort. Merely sending out one of the many folders we 
have prepared will start the ball rolling. Then be sure to 
have at least one sample COLT Revolver or Automatic 
Pistol on hand. Send for an assortment of COLT folders 


today. 





THE 


OLT'’S 


OF LAW AND ORDER 


COLT’S PATENT FIRE ARMS MFG. CO. 
Hartford, Conn. 


Pacific Coast Representative 
Phil. B. Bekeart Co., 717 Market St. , San Francisco, Calif. 
























ILLUSTRATION OF COLT 
GRIP SAFETY. ONE OF THE 
FEATURES THAT AUTO- 
MATICALLY PROTECTS 
COLT OWNERS AGAINST 
ACCIDENT 





BE PREPARED TO EXPLAIN 
THIS TO PROSPECTIVE 
CUSTOMERS. THEY WILL 
ASK ABOUTIT. IT'S A 
COLT “TALKING POINT." 



























“'There’s always something 
new in Sandy Andy Toys 


“Sandy Andy” Toys offer many new, quick-selling items for your 
Toy Department opening. Shown here are numbers needed in every 
store. Many more, equally attractive, are shown in our Circular 
No. 3. All indications point to a prosperous holiday season. 
will have calls for these toys. Order your requirements now. Most 
jobbers carry stock; or we will supply your needs. 





Ne. 104—Sand Crane 


A very popular automatic 

sand toy. Very interesting 
action. Made entirely of 

decorated metal and 

toy packed in display box, 
No. 104—13% in. high. 





No. 59 


No. 59—‘‘Dumping Sandy’’ 
Still another automatic sand 
toy with interesting action 
Decorated metal; each toy 
in display box. 

No. 59—12 in. high 


cular No. 3 and get posted on these money-making toys. 






No. 76 
“Sandy Andy’’ 


A mechanical toy operating with spring motor. Made entirely 
of metal, attractively finished in colors. Packed in display box. 
N 





No. 28—““OVER and UNDER” 


No. 28—25 in. long 
No. 32—““OVER and UNDER” LIFT 


Larger size: heavier metal; double-action car-lift- 

ing apparatus; more interesting action and larger 

toy. Decorated in colors; packed in display box. 
No. 32—30% in. long. 


WOLVERINE 


me original automatic — Supply @ Mfg. Co. 


y. Thousands have bee 
sold in hardware stores. All 
metal, beautifully decorated, 
Each toy packed in display 

x 


No. 60—10% in. high 
No. 76—13% in. high 
No. 101—17 in. high 


Factory at Pittsburgh, Pa. 


You 


Send for cir- 











999 








i | 
No. 54—Panama 
Pile Driver 


An automatic marble toy 
with ‘‘regular’’ pile driver 
action. 12 marbles in- 
cluded. Made of decor- 
ated metal; packed in 
display box. 

No. 54—16% in. high 





No. 57—Bowler 
Andy Mill 


No. 56—‘‘Bizzy Andy’’ Trip Automatic marble toy com- 
Hammer 


bining elevator and wind 
mill action. 8 marbles 


Automatic marble toy with 
New York Office: fast, snappy action. Six included. Decorated 


200 Fifth Avenue 


marbles included. Decorated metal; packed in display 


metal. Packed in display 


Room 406 


box. 
Gramercy 3453 box. No. 56, 10% in. high. No. 57—21% in. high 
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The Saturday Evening Post, 
Newspaper “Comics” and 
The Juvenile Magazines will 
carry our story to every boy 
in America. 









Snes in America 


“The Treun with the 








: There are millions of boys like this 
who want American Flyer Trains 


The ‘“World’s Fastest train” is the big talk in all the kid gangs and every boy 
who is lucky enough to own an American Flyer is doing plenty of the real talk- 
ing. This wonderful overpowered locomotive is built with great care and accuracy 
and made to look just like the 20th Century electric locomotive of which it is an 
exact copy. Every American Flyer locomotive, car and oquipmens is built in 
true proportions from real American “rolling stock.” 


Every boy can afford an ‘‘American Flyer’’ 


We have always realized that there are thousands of real kids wanting rea] trains 
who have to be content with just looking at train displays thru windows. American 
Flyer trains and equipment are so priced as to suit every kid. 


Electric trains from $5. y | a Mechanical Trains from $1 00 


Our National Advertising for 1924 includes comic sections of Metropolitan newspapers—Juvenile maga- 
zines—Big City dailies and the Saturday Evening Post. 


AMERICAN FLYER MFG. CO. 


2219-39 South Halsted St. Chicago, Illinois 
New York Office: Fifth Avenue Building 


General Distributers: STRUCTO Hoisting Toys and Autos 
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Our friend 


THE 
MASHIE 


















No. 10—A Me.- 
dium Faced 
Mashie, rather 
heavy, espe- 
cially valuable 
for distance 
work. 


Awp it’s your friend, 
too—if you keep properly 
stocked—ready to bring 
vou profit. 


Your friend—because it’s 
a Burke club, the product 
of the world’s most skilful 
designers and makers of 
No. 36 — Spade 

Mashie, very golf clubs. 
large blade and 
deep face. 
Heavy. Supreme 
for “trouble” 
shots and pitch- 
ing. 


Your friend—because it’s 
well advertised to your 
customers and is certain to 
“have a call.” 


Your friend—because it 
allows a fair margin of 
profit, which, when cou- 
pled with a fast turnover, 
makes it a good line to 
carry. 


wa 


No. 46 — For 
general ali- 
round Mashie 
work. Medium 
weight, fairly 
deep face, me- 
dium loft. Con- 
centric back. 


Here are five widely used 
mashie models from the 
Burke line. Each of these 
has brought joy—and 
lower scoring—to thou- 
sands of golfers. 


Look at them—read of 
their little distinctions— 
why, their very feel will 
impart stroke-reducing 
confidence to your cus- 
tomers’ game! 


No. 66—A Mussel- 
back Mashie with the 
narrow blade. Medium 
weight. A fine 
“*pitcher.”’ 


If you are not yet offering Burke 
Clubs, write for catalog, prices, etc. 


THE BURKE GOLF CO. 
Newark, Ohio 


No. 90—An Or- 
thodox Pitching 
Mashie of me- 
dium weight. 
Small blade. 
Well lofted. 


















The Skate with the 
NEW WHEEL and 
the Red Disc! 


The dealer who sells 
KoKoMo_ Skates is 
assured of a quick 
turnover. KoKoMoS 
are consistently ad- 
vertised and _ their 
many points of su- 
periority are instantly 
recognized. 

Note the new self- 
contained ball bearing 
wheels, truss frame 
contruction, “rocking 
chair” movement and 
the red disc around 
the hubs. Write today 
for catalog of the 
KoKoMo RED DISC 


line. 


Kokomo Stamped Metal Co. 
Kokomo, Indiana 
Also manufacturers of the famous 
KoKoMo Extension Ice Skate and a 


quality line of toys and games. Ask 
your jobber for KoKoMo products. 


[KoKeMo) 
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Speed Up 
Sales By 
Our NewXi 


Assortment | 
Plan! SHOOFLY 


eT 


By this method of ours the dealer buys 
ONLY the items most saleable in his 
territory; only the quickest of our 
quick sellers— 


ty 


Popular with youngsters and parents. 
Every model designed and built to 
provide healthful exercise and to stand 
rough wear. 


{| Our volume production increases value 
with reasonable price and satisfactory 
profit. Write for 4-color catalog. 
Ask your jobber for special 


assortment proposition 





































GouLo MANUFACTURING Co. | 
302 Indiana Street Oshkosh, Wisconsin Q 
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Pratt & Lambert-Inc. 




















Copyright 1924 






Seas tides Saeeeeee 


Ecorate a palace or to paint a chair. 






Pratt & Laswerives Tl 114 Tonawanda Street, Buffalo, N. Y. In Canada, 20 Courtwright Street, Bridgeburg, Ontario 


PRATT &@ LAMBERT VARNISH PRODUCTS 









Individually 
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Sold by Hardware, Grocery, House 
Furnishing and Department Stores 
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smooth, clean 
edge all around. Contents 
of can removed whole. 


Se 





Square cans, round cans, flat sardine 
cans—any shape, any size of sanitary 

















style cans. 
A, 
% —— The BLUE STREAK 
Ms “gomeD Can Opening Machine 
: - r ogres ve 6 is made by The Turner 
2 gal the P ¢prough BLU ' & Seymour Mfg. Co., 
. an thi searns g Long Torrington, Conn. 
pst Makers of The 
Bue S} WHIRL 
Egg Beater 
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ardware 





Made right and packed right 
—l100 in abox _— 


ARDWARE merchants tell us that the decimal 
system of packing and pricing beats the old system, 
many ways. It certainly simplifies the figuring neces- 
sary to arrive at a price for any quantity, and this means 
something to the busy dealer. 





All Sargent bright wire goods and 
brass cup and screw hooks 


are listed by the hundred and 
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and 
HAT H K e 
ae a cases 25 in a box. 


thread, well 
pointed, These goods are as attrac- 


wood | with tively priced and as perfect in 
— material and machining as the - 
most modern manufacturing methods can make them. 
They are made in all the sizes and shapes that a store 


can possibly have calls for. 


Write to-day for price-sheet showing prices by the 
hundred as compared with the old list by the gross, and 
giving the quantity in a box of each number. Our Co- 
operative Advertising Service Booklet will also be sent 
upon request. | 


SARGENT & COMPANY, Hardware Manufacturers 
New Haven, Conn. 
New York: 92-98 Centre St. Cuicaco: 221-223 W. Randolph St. 


6935 1248 1342 1259 1368 


= packed in boxes of 100. Larger 
q WIRE COAT _— sizes are packed 50 and in some 
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‘SELL MYER 


MYERS PUMP STANDARDS 


Fig See Pages 
1478 47-61 No. 57 
Catalog for 
complete 
information 


Fig. 
1895 





Myers House 
Pumps. are 
shown on pages 
73-80 of the 
new No. 57 
Myers Catalog. 





and new prices 















All styles, 
force or lift, 
single or double 
acting carry re- 
duced lists. 




























You will find 
sections 17-46 
and 63-72 in 
No. 57 Catalog 
devoted to 
Myers Well 


» Pumps. 















The line is 
complete 
— single or 
double acting, 
shallow or deep 
well, all styles 
listed at lower 
prices, 





HONOR. 
BILT _ 


PUMPS 


Well, House and Cistern Pumps 


with the famous glass valve seat cyl- 
inder, easy operating cog gear head, 
adjustable base, reversible syphon 
spout, large air chamber and extra 
long set length—every one a good- 
will, business building feature that 
reduces sales resistance to a minimum 
and increases profits to the maximum. 


There is a Myers Pump for every 


purpose of excellent design, construc- 
tion and finish listed at reduced 
prices in the new Myers Catalog, No. 
57, a copy of which will be mailed to 
responsible dealers on request. We 
will’ be pleased to quote direct; or 
have one of our representatives see 
you in the near future, as you may 
instruct. 


“If It’s a Myers It Will Pump, and the 


Myers Factory Stands Behind 
This Guarantee” 


The F. E. Myers & Bro. Co. 


Ashland, Ohio 


Fig. 
1665 








Other Impor- 
tant Myers 
Produc ts— 
Water Systems, 
Power Pumps, 
Jacks, Cylin- 
ders. Hand and 
Power Spray 
Pumps, Hay 
Tools, Door 
Hangers, etc. 
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(ALL GALVANIZED) 


Enable you to supply your trade with a fencing or 
netting that is Durable, Rustproof and Attractive 








W. W. POULTRY FENCE 
The New Form of Mesh 
ILL hang straight and tight from post to post. Requires no rail at top or bottom. Will not stretch 
* out longer at the expense of width as is generally the case with the ordinary forms of mesh. 
W. W. Poultry Fence is made full width and always remains so. The horizontal wires where the strain 
comes are a full size heavier than the cross wires. The truss formation takes care of the contraction and 
expansion problem. 


WICKWIRE GRADUATED POULTRY FENCE 
Combines both Large and Small Fences All in One 


H*s eight spaces of one and one-eighth inch mesh at the bottom, graduating yeny os one and one- 
half, two and one-quarter to three and three-quarters inch mesh at the top. Acts both as a barrier 
against the straying away of the poultry and all as well as a protection to them against prowling 
animals. Woven and galvanized on the same principle as W. W. Poultry Fence with no ends of wire 
to rust nor sharp bend to crack the galvanizing. 


HEX NETTINGS 
< The Perfect Formed Mesh 


|e the manufacture of Hexagon Mesh Poultry Netting we have a very large capacity, and with the 
most modern equipment in machinery and apparatus for putting the goods up, we have succeeded 
in placing upon the market a Netting of the highest grade. 


¥ WICKWIRE BROTHERS, CORTLAND, NEW YORK 
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Octagon 


Tom-Tom 
Height, 5% ins. Width, 4% ins. 
The large attractive member of the 
True Time Tellers family. He has a 
big 4% inch DIAL and an improved 
40-HOUR MOVEMENT with a heavy 
nickel-plated seamless brass OCTA- 
GON CASE. He has a big BACK 
BELL and a loud, long, INTERMIT- 
TENT ALARM that is a sure rouser. 
He is dependable and good looking 
and makes friends wherever he goes. 


Plain $3.25 Radium $4.25 
Tidy-Tot 
Height, 3% ins. Width, 2% ins. 


The small artistic member of the 
True Time Tellers family. He has an 
attractive 2% inch DIAL and an im- 
proved 40-HOUR §ssteel-cut pinion 
movement, with a heavy nickel-plated 
OCTAGON CASE. He is easily 
wound and has a soft tick. His IN- 
TERMITTENT ALARM is insistent 
—not loud—he awakens but does not 
shock. He is well received in the best 
of homes. 


Plain $3.25 Radium $4.25 
Tick - Tock 


Height, 5 ins. Width, 3% ins. 
The medium size OCTAGON member 
of the True Time Tellers family. He 
has an attractive 3% inch DIAL, is 
fitted with bowed glass, and an im- 
proved 40-HOUR §steel-cut pinion 
movement with a heavy nickel-plated 
seamless brass Octagon case. He is 
easily wound, has a soft tick, and has 
a big back bell which gives a long 
and loud STEADY CALL. 


Plain $2.50 Radium $3.50 
Tip-Top Watch 


Cubist Numerals 
Fancy Pierced Hands 

Popular Priced 
Thin Octagon Case of beautiful 
stream-line design, semi-octagon bow, 
substantial antique pendant, corru- 
gated crown, easy to wind. 14 size. 
Pullout stem set, stem wind. Remov- 
able main spring. 


Plain $1.75 Radium $2.75 


THE NEW AVEN OCK CO. 
EW VEN WONN. 


BRANCHES 


NEW YORK CHICAGO SAN FRANCISCO 
TORONTO, CAN. 
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We Are Sending Your 


Farmer Customers In 
to Buy New 


DIETZ LANTERNS 


HE advertisement on _ this 

page is one of a series appear- 

ing, beginning wth October 
issues, in five great National Farm 
Periodicals that reach 4% millions 
of readers. 


All of these advertisements urge 
your farmer customers to discard 
old, wornout lanterns and buy new 
ones. 


If you have not sent for our new 
Window Display, let us urge you to 
do so quickly. More than ten thou- 
sand hardware merchants have 
asked for this Display. It costs 
nothing but the asking and you will 
need it to cash in to the fullest ex- 
tent on the sales our advertisements 
are starting. 


R. E. DIETZ COMPANY 


NEW YORK 


Largest Makers of Lanterns in the World 
Output Sold Through JOBBERS Only 


FOUNDED 1840 





A MILLION 


Lantern Customers 
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“That Crushed Tube Will Stop The Lantern’s 
Breath! Better Get A New Lantern, Bill!” 


Dietz Lantern are really windpipes 
through which the flame breathes in neces- 
sary oxygen from the air, much as do human 
lungs. He also didn’t know that the burner is 
something :like the carbureter of his automobile— 
demanding an unfailing supply of oxygen charged 
air, which it mixes with kerosene gas in exactly meas- 
ured proportions that keep the flame at its brightest. 


Bo didn’t know that the tubes of his 


Crushed, bent or perforated lantern tubes put the 
flame on short rations of air and cut down light- 
ing power. 


When new Dietz Lanterns cost so little it is poor 
economy to worry along with damaged ones. 
Under such circumstances it pays to do just what 
Bill did—get new lanterns quick. 








DIETZ = R. E. DIETZ COMPANY 

LANTERNS ae. NEW YORK 

Largest Makers of Lanterns in the World 
Founded 1840 


DIETZ 
No. 2 “*D-LITE”’ 
LANTERN 
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The magnifying glass reveals great evidence of strength and 
durability. You should examine the double reinforced hinge 
joint, which makes the fence stiff and rigid, yet elastic, 


Farm fence principles carried over into U. S. Poultry Netting construction have 
given to the trade the very type of netting necessary to economic construction and 
long life. Parallel wires intertwisted with rigid mesh wires give a firmness and neat- 
ness to U. S. Netting not found in any other type. Top rail and baseboard are en- 
tirely eliminated and fewer posts are required. These are final and determining 
factors in reaching full cost to the consumer. 


U. S. Poultry Netting is supplied in both 1 and 2-inch mesh, 
galvanized before and galvanized after weaving, and is now 
furnished in both 19 and 20 gauge wire. 


Don’t, through force of habit, order just poultry netting but insist upon U. S. 
Netting. Jobbers in your territory can supply you, and will be only too glad to give 
complete information. They have long since seen the value of U.S. Poultry Netting 
as an account opener and trade satisfier. 


Satistied Dissatisfied 
Customers Customers 
are an are a 


Liability 





U. S. Poultry Netting is easily unrolled—can be measured and cut off quickly— 
it lays flat, holds its shape well and gives satisfaction. 


Indiana Steel & Wire Company 


Muncie, : : : Indiana 


. Poultry 
- Netting 
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AMERICAN READY-LITE LAMP 


The crowning achievement in match lighting gasoline lamps 

































The new American Ready- 
Lite is the greatest improve- 
ment in gasoline lamps in 
years. Its straight, long life 
generator, improved mixing 
chamber, lower mantle ex- 
pense, superior material, work- 
manship and finish through- 
out places it far in advance of 
all others and assures Ready- 
Lite dealers of quick, profitable 
sales right from the start. 


The new American Ready- 
Lite is the product of Amer- 
ica’s pioneer manufacturer of 
gasoline lighting equipment 
and is backed by 28 years 
manufacturing experience. It 
has made a tremendous hit 
with dealers everywhere be- 
cause of its attractive appear- 
ance, better light, (no flicker), 
and lower operating cost. Uses 
two mantles giving 300 candle 
power light. Lights with 
common matches. 


rey, 


: Write or wire for full information about Ready-Lite lamps 
og and lanterns and name of nearest jobber. Address nearest office. 





AMERICAN GAS MACHINE COMPANY, INC. 
Albert Lea, Minn. New York, N. Y. 
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| Hothe: Servants Are Basing | 
Big Profits in Hardware 


Stores Featuring Them 
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Y concentrating on “Hotpoint 

Servants,” a line almost univer- 
sally known and offering approxi- 
mately 135 useful and serviceable 
devices, Hardware dealers are adding 
greatly to their profits. 


The completeness of the Hotpoint 
line enables every requirement to be 
satisfied. The beauty of Hotpoint de- 
sign, and the outstanding quality of 
the merchandise makes ready sales. 


Moreover, the public, through wide- 
spread national advertising, sup- 


ported by the sterling performance 
of Hotpoint appliances throughout 
years past in millions of homes, 
recognizes ‘Hotpoint Servants” 
the leader in household electric ap- 
pliances. 


Twelve new Servants, perfected this 
year, have already developed into 
big sellers because designed to meet 
real needs for the housewife’s com- 
fort. Get behind “Hotpoint Serv- 
ants”! Place orders now with your 
Hotpoint jobbers for your Christ- 
mas stocks. 


x A POPULAR LEADER 


Hotpoinit Soldering Iron 


FVERY boy and his dad are prospects 
Ea this convenient, ever-ready elec- 
tric soldering iron. Just the thing for the 
countless radio sets and automobiles in 
every community as well as for house- 
hold repair jolss. Does the finest work. 


Built for long service, with famous Hot- 
point “sheath wire’? heating unit in 
heavy copper chisel tip. Comfortable, 


ebonized handle on steel shank. Separa- 
ble plug prevents snarling and breaking 
cord. 

Attaches to any 110 volt socket. Com- 
plete with a rest and a supply of rosin 
core solder in a carton. 


— $3.25 25 


EDISON ELECTRIC APPLIANCE CO., Inc. 


5616 West Taylor Street 
BOSTON + NEW YORK « CLEVELAND + CHICAGO « ATLANTA « ST. LOUIS « SALT LAKE CITY « ONTARIO, CALIF. 


Chicago, Illinois 


Canadian General Electric Co., Ltd., Head Office, Toronto 
Factories: Chicago, Illinois, and Ontario, California 
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A straight line is the shortest distance be- 
tween two fence posts. And you get it with 


W.S. Straight Line Poultry F ence 


Made with one set of wires running parallel. Can be easily stretched 
between poles. Used with or without rails or boards at top or bottom. 


DOES NOT SAG! 


This fence will appeal to the customer who likes neatness combined 
with strength. Furnished either galvanized before or after weaving. 





AMERICAN WIRE FABRICS CORPORATION 


Subsidiary of WICKWIRE SPENCER STEEL CORPORATION 
General Offices: 41 East Forty-second Street, New York 


Western Sales Office: 208 South LaSalle Street, Chicago 
WORCESTER BUFFALO PHILADELPHIA DETROIT SAN FRANCISCO LOS ANGELES SEATTLE 
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| EVEREADY | 


Radio Batteries 
—they last longer 





No. 7111 fee 
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There is an Eveready Radio Battery for every radio use—each one supremely 
economical and efficient for the use for which it 1s designed, each one made 
under the supervision of the world’s greatest electro-chemical battery laboratory. 


For big volume—quick turnover 
Display and sell Eveready “B” Batteries 


Eveready “‘B”’ Batteries 


There are Eveready Batteries 
for portable sets where small 
size and light weight are more 
important than long life. There 
are Eveready medium size Bat- 
teries that come between the 
small and the standard sizes. 
There are Eveready large size 
‘“B” Batteries that afford maxi- 
mum economy and reliability 
of service when used with aver- 
age one, two, three or four tube 
sets. And now there is a newer 
Eveready heavy duty, extra 
large ‘“B” Battery that gives 
similar economy on multi-tube 
sets and power amplifiers. 


To give your customers com- 
plete satisfaction, sell Ever- 
eadys, recommending the large 
sizes (Nos. 766, 767, 772) for 
average home sets, and the 
heavy duty extra large (No. 
770) for multi-tube heavy 
drain receiving sets and power 
amplifiers. For portable sets, 
sell the Eveready No. 764 
medium size, unless space is 
very limited, in which case the 
Eveready No. 763 small size 
“B” Battery should be sold. 


Eveready “‘C’”’ Battery 


Eveready makes a long-lasting 
“C” Battery with terminals at 





114, 3 and 4% volts. May also 
be used as an “A” Battery in 
portable sets. 


Eveready *‘A”’ Batteries 


Eveready offers you “A” 
Batteries for all tubes, both 
storage and dry cell. For stor- 
age battery tubes, sell the Ever- 
eady Storage “A.” For dry 
cell tubes, sell the Evereadv 
Dry Cell Radio “A” Battery 
No. 7111, especially built for 
radio use. 


Manufactured and guaranteed by 
NATIONAL CARBON CO., Inc. 
Headquarters for Radio Battery Information 
Wew York San Francisco 
Canadian National Carbon Co., Limited, Toronto, Ont. 
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What’s Become of the Old Back Yard? 


The rear of the home was once popular about one day a week—wash-day. 
Now this property serves a two-fold purpose with daily visits. 

Thousands of automobile owners have utilized the valuable space to greater 
advantage. Men and women are building their own garages, considering their 
cherished possession worthy of a “throne room.” 


Thus, the yard has become a parking the home to accommodate the automobile. 
place and a field of profitable sales for the The owner who considers the garage an 
hardware dealer. In many cases the build- important part of his home is careful to select 
ers have gone to the extent of remodeling hardware ‘that harmonizes in every detail. 


Don’t neglect this market. When your customers plan 
a garage they will look to you for assistance and advice 
—AND GOOD HARDWARE. Make it a point to 
have NATIONAL Garage Door Sets on hand. 

RIGHT now is a good time to WRITE for complete 
catalog. 
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View Garage Set 














One of the attractive NATIONAL designs of Sliding and 

} Swinging Door Sets. A compact, efficient and weather-tight set. 

Doors are hung on inside with adjustable hanger which is shown 
in small cut—a feature that prevents sagging doors. 

Convenient access to garage as one door is hung to operate 
independent of other two. Sliding doors are easy to work. A 
simple push and they are open, snugly hugging inside walls of 
garage. A slight pull and they close without binding or friction. 
The No. 27 National Latch is furnished as part of No. 806 Set. 
This is also shown in small cut to the right. 


Remember: We ship all orders direct. We have no Jobbing 
connection and merchandise is shipped the day order ts received. 
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Clippings from recent issues of HARDWARE AGE 


Fire Prevention Week 


4 Oct. 6-1] 


Emphasizes YOUR obligation— 


1—To keep your home property and family safe from fire loss at all times. 


2—To protect your business and employees from undue fire hazards at all times. 


3—To be community purchasing agent for extinguishers, fire buckets, 
esigned to control fires which may break out in spite of your faithful 
of preventing fires, fifty-two weeks a year. 


KEEP OFF THE FIRE LOSS NEWS LIST! 





and kindred equipment 
application to the duty 
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F. Wolf was sitting at home, 

reading the papers and pon- 
dering over. his many business de- 
tails and caressing his kiddies and 
thinking Over ways and means of 
doubling the turnover of stock at 
the Wolf Hardware Co., Mount 
Clemens, Mich. As he pondered, his 
kiddies proceeded to dig into closets 
to find some playthings, just as older 
folks might look through the book- 
case for an interesting story. People 
read in all four seasons, thought Mr. 
Wolf, and children play with toys 
all twelve months. Therefore it 
seemed reasonable that his own toy 
department should be a fifty-two 
week proposition instead of a six- 
week carniyal at holiday time. 

Wolf had handled some toys at 
Christmas and had always found 
playthings an active holiday item. 
For some three or four years his 
holiday sales had hovered between 
$2,500 and $3,000 for the six weeks 
of the Yuletide selling season. 

Last year, after watching his 
family that rainy Sunday, he de- 
cided to carry an all-year toy stock, 


O* rainy Sunday morning L. 





Ba 
Oo 


HARDWARE AGE 


October 9, 1924 


Wolf’s 
All-Year 
Toyland 








Last year Wolf's sale of playthings 
reached a total of $8,000, including 
$5,000 during the Christmas season. 
Wolfs All-Year Toyland is known to 
every child in Mt. Clemens, Mich., 
and it’s a safe bet that where their 
summer playthings are bought, their 
Christmas toys will also be purchased. 












s 2 he ‘ 
> s 
. ae a ia 
See mee Bei 
4 ee ME 
Beis & 


Lois nis Oatley 
x2 & te ; be i. gees 
Pack Bye Se aoa 






advertise it, sell toys and invite 
kiddies to Wolf’s All-Year Toyland. 
The only available all-year space was 
the front section of a newly created 
basement store. A. F. Meier, vice- 
president, was easily sold ‘on the 
idea. He had conducted a hardware 
toy department in Missouri and had 
already been “shown.” The base- 
ment store had been a successful 
general housefurnishings depart- 
ment. It is a good tie-up—toys for 
the kiddies while their parents pur- 
chased kitchen ware and kindred 
household hardware. 

Sales in playthings reached an 
annual volume of $8,000 in 1923. 
During the Christmas season of six 
weeks sales were $5,000; the remain- 
ing $3,000 was sold during the other 
seasons. The all-year toy depart- 
ment which has been conducted this 
year is much larger than the 1923 
section and we are sure Mr. Wolf 
will increase his annual volume by 
a considerable margin. It is very 
gratifying to these men to note that 
the all-year department paid its way 
and practically doubled the holiday 
toy trade. 


This result was to be expected, 
Mr. Meier says, because when holi- 
day time came there was no specula- 
tion as to the nearest toy depart- 
ment. All of Mount Clemens knew 
that toyland was in the basement of 
the Wolf Hardware Co. They had 
been buying dolls for little girls’ 
birthday parties, games and books 
and mechanical sets for little boys, 
and toys were bought in bad weather 
for the kiddies shut-in through sick- 
ness. 

Mr. Wolf and Mr. Meier are very 
enthusiastic boosters for an all-year 
hardware toy department. They have 
plans in mind right now to make 
it possible to establish a main floor 
toyland to flourish for twelve months 
out of each year. 

Mount Clemens is known the world 
over as a sulphur bath town. The 
tourist traffic and trade is very 
heavy. When we were visiting the 
store a party touring from New 
York bought two expensive toy 
pianos, to be shipped back to chil- 
dren living in the metropolis. 

The location of Toyland is indicat- 
ed by large signs. 
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All-Year Toyland 


In Wolf's 


Two views of the splendid toy department of the Wolf Hardware Co., Mt. Clemens, Mich. 





P to date there have been just 

enough chilly days to make 

people in the northern half of 
the country ponder over the pos- 
sibilities of a long and_ severe 
winter. Within thirty days the 
furnaces in private homes will prob- 
ably be going, at least part time. 
The best time to install furnaces is 
during the warmer months prior to 
the necessity for them. The demand 
is not as heavy and prompter service 
may be offered. .. ? 

It .was a very hot August day 
when we visited E. W. Heintz, man- 
ager, Central Hardware & Supply 
Co., Akron, Ohio. We talked about 
stoves and furnaces. Mr. Heintz 
was conducting an August campaign 
to sell furnaces. A few weeks pre- 
vious he had made up a furnace 
window display. At the Akron 
Building Exposition, his firm ex- 
hibited furnaces, obtained 100 pros- 
pects for furnaces and sold 12 to 
purchasers of bungalows which had 
been built without heating plants in- 
cluded. 
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Some 


Successful 


Furnace 


Departments 


Heintz works with architects and 
builders in his furnace work, quotes 
prices installed and sends two men 
on each installation job. Practically 
all of the furnace trade with this 
company has been handled on a cash 
business. Because of the size of 
Akron, Heintz does not feel his ex- 
periences’. selling furnaces down 
town give a true picture of the pos- 
sibilities of this line in a hardware 
store. He told us of a small dealer 
in Wellington, Ohio, who sold 50 
furnaces from his hardware sales 
floor. 

In Kendallville, Ind., Miller & 
Sons sell at least a carload of fur- 
naces during the late fall season. 
Prior to Sept. 1, this firm had sold 
40 and had them installed. A charge 
based on time and material is made 
for installation. Miller sells and in- 
stalls furnaces during the summer, 
even though the account may bear a 
September dating. He convinces 
his customers that the pre-winter 
period is the time for cold weather 
preparation, promises immediate 


service there but will not agree to 
such prompt attention when the 
season is at its height. 

Lou Heckler, Heckler Bros., Pitts- 
burgh, Pa., known to hardware men 
from coast to coast, was for many 
years most active in hardware as- 
sociation work. He conducted a 
very successful stove and furnace 
department in his retail hardware 
store. Less than two years ago 
he and his brother gave up the 
feneral hardware business to 
operate an exclusive stove and fur- 
nace business. While we do not 
know the annual volume of Heckler 
furnace business we can readily 
realize that the possibilities of fur- 
nace business must be very large 
to inspire these hardware men to 
enter that field exclusively. The 
store front of Heckler Bros. is very 
novel and attractive. There can be 
no mistake about the nature of their 
business. A large electric light 
sign built in the shape of a furnace 
greets you several blocks away and 
suggests furnaces and Heckler Bros. 








Cassin’s Answers to Cutlery Questions 


UMEROUS letters have been received by HARDWARE AGE from retailers throughout the 
country requesting information on various phases of the merchandising, display and con- 


struction of cutlery. 


In the series of articles appearing every other week in HARDWARE 


AGE by John Cassin, a recognized authority on cutlery, the answers to these questions are sup- 
plied. Next week’s article, for example, is entitled “What Retail Merchants Ask About Cutlery,” 


and will contain much profit building information. 


installment. 


You cannot afford to miss this important 
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Building Interest In Sports 


When Crawford & Deal, Hardware Retailers, Organized a Gun 
Club, They Made a Wise Move as You Will Find Out 


HOOTING and fishing are hob- 
~ bies with O. F. Deal, presi- 

dent, treasurer and _ general 
manager of the Canton, Ohio, retail 
hardware firm which bears his 
name. In the summer there is 
nothing which he would rather do 
than fish. In the fall and winter 
give him hunting and shooting. So 
it was no wonder that Mr. Deal 
and his former business partner, 
Frank Crawford, formed the Craw- 
ford & Deal Gun Club and supplied 
it with equipment purchased at the 
then Crawford & Deal Hardware 
Co. The firm erected the building 
and has a long term lease on the 
property where the gun club mem- 
bers do their trap shooting. 

The forty members of the club 
pay dues of $5 a year, shoot every 
Wednesday, hold tournaments and 
give trophies to the best scores. 
They also played host for the 1924 
Ohio State Tournament, which at- 
tracted 175 shooters. The club is 
practically self-supporting: and the 
store sells it targets and trap equip- 
ment. The members pay the club 
a small shooting fee per target. The 
dues and the fees pay for the up- 
keep of the little clubhouse, pay the 
salary of the target boy and keep 
the target equipment in condition. 

Annual cups and other prizes are 
given by the store. The club is located 
on the edge of Canton, a short dis- 


If You Read This Article 


tance from the main auto road be- 
tween Canton and Alliance. The 





O. F. Deal 


Whose love of the Out-of-Doors 
has helped him build up a splendid 
sporting goods business 
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club was started primarily to pro- 
vide an inexpensive shooting organ- 
ization which the average devotee 
could afford to enjoy. It has done 
this for the sporting element of Can- 
ton, and has also resulted in build- 
ing up a very strong gun and ammu- 
nition trade for O. F. Deal Hard- 
ware Co. 

Mr. Deal tells us that his average 
gun stock will run from 300 to 500 
guns, ranging in price from $20 to 
$150. He turns this stock at least 
twice a year and sells from one and 
one-half to two carloads of shells 
annually: Shooting being a _ real 
hobby with Mr. Deal, his knowledge 
of guns would be hard to equal. The 
hunters and shooters of Canton 
know his recommendation on fire- 
arms can’t be beat. All types of 
special guns are sold every year by 
this firm. The week we visited Mr. 
Deal a club member ordered a special 
model costing $221.75. 

At the weekly shoots there will 
frequently be from 75 to 100 con- 
testants. The members are privi- 
leged to bring. guests. During the 
recent State tournament the news- 
papers were full of news and pic- 
tures mentioning the match being 
held at Crawford & Deal Gun Club. 
The tie-up with the store and club 
is such that all of Stark County has 
learned to depend upon Mr. Deal for 
shooting equipment. He sells a good 
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quantity of hunting apparel in the 
colder months, organizes hunting 
parties and is generally the leader 


in hunting or shooting activities in 
the county. It is easy to realize the 
tremendous merchandising value of 
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tournaments, charging no entrance 
fee. Each contestant pays the regu- 
lar charge of 2 cents per target. This 
covers the cost. No attempt is made 
directly to sell shells or guns at the 
club. Mr. Deal usually takes a gross 
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man in charge of window trims— 
likewise a sportsman and a devotee 
of the gun club’s sport. Mr. Fry and 
Mr. Deal keep posted on the hunting 
experiences of club members and 
townsfolk. The window display re- 


A meet at the Crawford & Deal Gun Club, which was organized by the Crawford & Deal Hardware Co. of Mount 
Clemens, Mich., with a view of stimulating local interest in sports—and sporting goods. 


these contacts and activities. They 
are particularly potent because Mr. 
Deal is a sport lover first and all 
the way through. He has not done 
these things for publicity or to boost 
sales but because he loved the sport. 

The Gun Club has regular open 


of shells along when he goes out for 
the Wednesday shoot and he usually 
has literature regarding guns in 
case either item should be needed 
at the shoot. 

Lester Fry, manager of the sport- 
ing goods department, is also the 


produced shows a few heads got by 
Canton men. Courtesy cards giving 
name of hunter and location of the 
feat are placed under the heads. 
These hardware sportsmen are keen 
for windows of this type and they 
help the sale of sporting goods. 








Mr. Llew S. Soule, Editor, 
HARDWARE AGE, 


Dear Sir: 








A Suggestion to Manufacturers 


New York City, 


May I submit through the columns of your valuable magazine a recommendation to manu- 
facturers throughout the country who label their merchandise. 
I would suggest that when having their labels printed they leave a blank space so that the 
retailer can mark in the selling price if he so desires. 
I am sure such a change would be most heartily welcomed by all retailers. 


Very truly yours, 


(Signed) VERNON H. SPRINGSTED, 


1046 Broadway, New York City. 


Springsted & Smith, 
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Doubling. Cash Sales in Small Articles 


WO years ago we visited the 

Gregg Hardware Co., Detroit, 

Mich., and J. H. Gregg of that 
company showed us, with some pride, 
three new display tables, which were 
a little different from conventional 
types. Each had five rows of small 
boxes and the rows arranged in tier 
form, one higher than the other. A 
standard depth of 12 in. was used on 
each box, but the widths varied. 
Each table was 8 ft. long and the 
varied widths were obviously to ac- 
commodate items of varied length. 
Mr. Gregg told us at that time his 
theory of price tags and said all 
goods should be plainly marked and 
displayed in such a manner that the 
waiting customer could pick up an 
article of interest, inspect it closely 
and sell it to himself. 

Last month we again visited this 
downtown busy store. Naturally, we 
asked how the three tables were 
working. “Fine,” says Gregg, “‘we 
have actually doubled our rate of 
turnover and have more than doubled 
our percentage of cash sales. To- 
day 50 per cent of our gross volume 
is cash business. Two years ago it 
was 25 per cent. Our display boxes 


contain tools, housefurnishings, gen- 
eral hardware and so-called miscel- 
laneous items. They are not neces- 
sarily bargains—and many of the 
articles shown are by no means 
cheap. 

“Take screw drivers as an ex- 
ample; we have a 10-cent type, one 
for 25 cents and then there are the 
better grades at 75 cents and even 
$1 and more. In pliers we have 
them at 50 cents, $1.98, and so on. 
We have oil cans at 30 cents, 40 
cents, 50 and 60 cents and also at 
$1 and $1.60. We do not wish to 
create the idea that these are racket 
counters— they are not. We wish to 
impress upon our customers our own 
desire to give them prompter ser- 
vice. 

“Our wall cases and_ display 
boards contain a full line of tools 
with prices plainly marked. Each 
section bears the invitation “Step 
Behind Counter; Inspect Goods 
Plainly Priced.” People sell them- 
selves all day long. In a downtown 
store there will always be moments 
when customers are kept waiting. 
The sales staff is rushed and there 
are two or three people looking 


around. Our tables solve a problem 
here. If a waiting customer should 
be a mechanic he will naturally drift 
over to the tool table, handle a pair 
of pliers which attract him, or cali- 
pers or a file or whatever strikes his 
fancy. He sells himself before we 
have greeted him. 

“The women look at the coffee per- 
colator tops, the Domes of Silence, 
polish, dish mops, soap shakers and 
other kitchen items. The tables not 
only cure impatience but sell more 
goods. 

“In a smaller town three tables 
such as these would solve not only a 
selling problem but would simplify 
a buying detail for the merchant. 
The boxes would hold a complete 
current stock in a 10,000 town. A 
daily inspection of the boxes would 
give a dealer a complete survey of 
his stocks and enable him to place 
his replacement orders without com- 
plicated records. 

“Legible price cards are impor- 
tant. You can read every price on 
our tables. There is a certain psy- 
chological effect of the 20-cent item 
selling at 19 cents or the $1 article 
at 98 cents. 
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The Sporting Goods Department 


By Frank Mappes 
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In this article, which is one of a series devoted to the various problems 
of store arrangement, store management and display, Mr. Mappes dis- 
cusses the Sporting Goods Department, and advances some helpful sug- 


gestions which should prove of definite value to retailers everywhere. 





N the previous article, reference was made to guns 

and ammunition and the advisability of showing 
guns farther toward the rear of the store. The 
reason for this suggestion is the tendency of the 
customer when buying a gun to deliberate consider- 
ably before .he reaches a decision and makes a selec- 
tion. It is therefore obvious that a more secluded 
part of the store, where he will not be disturbed by 
people coming and going, has advantages over a loca- 
tion nearer the front. Notwithstanding the contention 
that a display of guns near the front of the store 
creates more sales, it is far better to show them far- 
ther back. 

It is deplorable to see the rust spots and finger 
marks on most of the guns and rifles shown in retail 
stores. This condition is mostly due to the careless 
handling by clerks while showing them to customers. 
With a little effort, this could be prevented. If the 
clerk, while showing guns, would take the precaution 
of wiping each one before he placed it back in the 
case, he would not only prevent rusting but would 
also impress the customer with his thoughtful care. 
Nothing can grate more harshly on the lover of 
beautiful things than the apparent utter disregard 
for the safety of so intimate a thing which ultimately 
becomes almost a part of the owner, as a handsome 
shotgun or rifle. 

Respect Your Stock 


Delicate handling by the clerk can have but one 
result on the prospective owner and that, of course, 
is beneficial. Another advantage gained by wiping 
and putting them back while the customer is making 
his selection is the fact that by carefully studying the 
customer and eliminating those he does not seem to 
be favorably impressed with and, by concentrating on 
one or two, he can be aided in coming to a decision. 

Guns and rifles should be wiped off with an oily rag 
about once every week. The oil will act as a preven- 
tion to finger marking and will improve their appear- 
ance. 

Use Display Cases 

To aid in retaining their original faultless condi- 
tion, the design and arrangement of the display cases 
used for guns play a most important part. I have 
found that a wall case 50 inches high and 24 inches 





Details for the construction of gun rack described in this article 





deep set on a base is ideal for a gun case. The method 
of poking the muzzle of a gun through a hole in a 
board near the top of the case has been the cause of 
more displaced front sights than any other thing. It 
was to overcome this difficulty that about ten years 
ago I designed a gun case which was later recom- 
mended by Winchester to their dealers. 


An Easily Constructed Rack 


The stock rests (Figure 2) are screwed to the bot- 
tom about 6 inches from the exact point of a line 
plumbed with the upper arm. The position of the 
stock rest allows the barrel to stand in a perpendicular 
position. The drop of the stock gives the gun the 
lean to hold it in position without danger of falling. 

It is an easy job to make these arms and stock 
rests. To make the stock rests, take a piece 2 x 4 
of the desired length—draw a line down the middle, 
bore 114-inch holes spaced 3 inches from center to 
center. Rip the piece through the middle, thus mak- 
ing two of the stock rests—the half round notches 
being the resting place for the gun butts. The upper 
rests are made of “% x 3 material with notches for 
single barrel made by boring a hole with an inch 
auger bit near the edge and then trimming out. Two 
holes side by side will answer for the notches for the 
double barrel guns. The advantages of this design 
are readily seen when you realize that you are over- 
coming the crowding and rubbing gun against gun. 
Each gun has its niche and is easily removed with- 
out contact with others. 


‘Your Stock Must Be Accessible 


I sometimes question the wisdom of using too many - 
glass cases. We expect to find valuable specimens in 
museums where, in order to preserve them and pre- 
vent pilfering, they must be encased in glass, but we 
do not want to keep customers from feeling that mer- 
chandise is there for them and is made for use and 
not to look at only. We know that pilfering is a very 
large and ever present leak in a retail store and that 
there are valuable items which can only be shown in 
glass cases because they present temptation, are easily 


(Continued on page 88) 
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A Well Arranged Sporting Goods Department 
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A view of the completed gun rack described in this article 


S86 ae 
OOD apap, a 


A clever arrangement for small items, such as flies, ete. 
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October, November and December 


By Saunders Norvell 


<= OCTOBER, November and December are the 
ri) three most important months in the year. 
Let us think about them and our work in 

these months before they are gone. Let us 

look forward instead of backward. In every well 
managed business, the plan of campaign for these 
months is all set. Goods have been bought. Selling 
plans have been arranged. In a sense, if your business 
is well organized, it is only necessary to oil up the 
machinery here and there and keep it running full 
time for the last quarter of the year. This is the 
routine part of the business—just the taking and the 
filling of orders. Most of those in a business will 
think only about this routine, but to those who direct 
a business—to those who look ahead and plan for the 
future—there is a great deal more to be done in the 
months of October, November and December than 
simply buying and selling goods and keeping the 
organization up on its toes in handling the business. 

What about 1925? We must wait until the: Christ- 
mas holidays to plan for the new year. What about 
our sales force? What changes do we propose to 
make among our salesmen? We have had nine months 
to study the results of our men. Are all these results 
satisfactory? What is our policy to be at the end of 
this year in regard to salesmen? Will we be easy- 
going, follow the line of least resistance and carry 
some of our poor salesmen over into the new year, or 
do we propose to try to put better salesmen on some 
of these weak territories? Are we tackling this 
problem in dead earnest? Have we gone over our 
list of salesmen and their results with extra care 
and attention? Have we carefully thought out the 
problem of each territory? If we have decided to 
make changes on certain routes, what are we doing 
about it? Will we wait until the end of the year and 
make the changes then or would it not be better to 
make these changes on November first or, at the 
latest, on December first? 

Why leave everything to pile up on us just about 
the first of the year—our annual inventory; our an- 
nual settlements; our salesmen’s visits to the house 
and then, on top of all this, changes in territories as 
well? What has been our experience in former years? 
Have we not found that we were so busy at the end of 
the year and in January that we had little time to 
give our salesmen the careful attention they de- 
serve? 

Now if we could make most of our changes in sales- 


men along in November and December, our new sales- 


men would have had thirty or sixty days’ experience 
on their territories before they came in to our annual 
salesmen’s convention during the holidays. This ex- 
perience would no doubt be of great value to the 
salesmen. They would have learned a good many 
things that they did not know and on which they 
needed posting. 

Then, on the other hand, with thirty or sixty days’ 
observation of new salesmen, possibly if a mistake had 
been made in hiring them, this mistake might be 
rectified by another change at the first of the year. 

Have you carefully gone over the young fellows in 


the house for selling material? Why not send them 
out as helpers to the regular salesmen in October, 
November and December? ‘Some of these young men 
may surprise you with their results. If they are tested 
out when business is good and if they do well, you may 
decide to give some of these young fellows a chance 
with a regular territory at the end of the year. 

If you have decided to let certain salesmen out, why 
drag out the agony with them until the end of the 
year? Would it not be better to tell them goodbye 
on November first or December first, pay them their 
salaries until the end of the year and immediately put 
a new salesman on their territories? A great many 
spring goods are bought before the end of the year. 
If one of your salesmen expects to be with another 
house next year, the chances are you will not receive 
very much of this future spring business. On the 
other hand, if you put your new salesman on the 
territory early, he will at least have a chance to break 
the ice with the trade in November and December. 
When January and February roll around—when there 
is a whole flock of new salesmen out on the territory, 
he will, in a sense, be a veteran. 

Yes, a great deal of forward thinking and prepare 
tory work for the new year can be done in the last 
quarter of the old year. It is a time when the in- 
telligent, energetic, far-seeing sales manager should 
be doing his hardest thinking and his best work. 

Then, of course, there is always the problem of 
changes in territories. I mean by this changes in the 
towns assigned to the various salesmen. Why should 
all this work wait until the new year? Why can’t 
these changes be made and be finished and everything 
be working in apple-pie order before the holidays? 
Again, when this work is done in advance of the° 
end of the year, if any mistakes are made and if any 
readjustments are necessary, they can be taken up 
with the salesmen when they come in during the 
holidays. , 

How late should salesmen work in the year? Many 
houses allow their salesmen to lay off about December 
fifteenth. For this reason, December is usually a poor 
month. Other houses, however, have found, notwith- 
standing all stories to the contrary, that good selling 
work can be done right up to Christmas. Here is 
where you see a great difference between the sales- 
man who works on a flat salary and the salesman who 
works on a commission arrangement. The flat salary 
salesman is always ready to-quit, while the commission 
man somehow finds it possible to dig up some business 
in out-of-the-way places right up to Christmas Eve. 
Of course, we all hear stories about the retail trade 
being so busy that they have no time to buy goods 
the two weeks before Christmas. My experience has 
been that this is all bunk. If the Christmas trade is 
good, merchants run out of goods and naturally they 
buy. The salesman who is on the job gets the business. 
The salesman who has quit naturally does not get it. 

When we actually get down to tacks in figuring 
out how much time various salesmen devote to actual 
selling, we are surprised at how little time many sales- 
men work. Some salesmen, for instance, tell us that 
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there is nothing doing on Saturdays. The trade do 
not wish them to call. They are too much occupied 
with Saturday ‘business to listen to salesmen. There- 
fore these salesmen stay home. 
summer, we heard of many places where the retail 
dealers, because they kept open on Saturdays, closed 
their stores—some on Wednesdays and some on 
Thursdays. Consequently our salesman not only 
found he could not sell goods on Saturdays but neither 
could he sell them to many of his customers on Wednes- 
days or Thursdays. If our salesman left his home on 
Monday morning, it often took him half a day to get 
out into his territory, so a good part of Monday was 
lost. During the summer our friend salesman had to 
take his vacation. During the holidays he visits his 
house and, as far as selling is concerned, there is 
more time lost. 

So, if we should analyze the actual selling time of 
the average salesman, we would be surprised to find 
how few days in the year he is actually working and 
if we should then study just exactly how much time 
he spends with each customer, we would be surprised 
to find out how few hours in the day he is really in 
selling contact with his customers. 

If any of my selling friends disagree with the sug- 
gestion I am making here, just let them figure their 
own time when they are in actual action selling goods. 
They will be astonished to find how few hours in the 
week they actually devote to taking orders. They 
will also be astonished at how much time they lose 
in traveling—on trains, in hotel offices, waiting in 
customers’ stores—as well as attending to more or 
less necessary personal affairs. 

It is a part of the duty of every sales manager 
to carefully study the time lost by his salesmen. A 
study of this problem will often lead to changes in 


Then during the 
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territory—to a rearrangement of routes. A study of 
how each individual salesman works his trade will 
also explain why some salesmen achieve so much 
better results than others. It is the element of time. 

I have attended many sales conventions. I have 
heard a great many sales talks. I have read many 
sales papers, but I have never yet heard this question 
of the salesman’s wasted time gone into systematically 
and scientifically. 

It is curious, the little things that sometimes im- 
press us. Not long ago a salesman from the West 
came to see us, seeking a position. I asked him to 
go out to luncheon with me. It took him ten minutes 
to get started from the office. I stood at the front 
door waiting for him. When we reached the club, 
he went into the washroom and made an elaborate 
toilet. He very carefully brushed his hair. I thought 
he rather overdid the brushing of his hair. Then he 
stood and carefully manicured his fingernails. I 
waited ten minutes for him to do all this preening. 
When he picked up the bill of fare in the club, he care- 
fully studied it from clams to cheese. He was exceed- 
ingly slow in ordering. I wrote out my order and 
waited for him. He ate very slowly. I finished my 
lunch and waited for him to catch up. I did not hire 
this salesman. I decided that he was like some of the 
freight trains I used to travel on out West. They 
started behind time and steadily lost time all day. 

Now the strange part of this story is in the fact 
that if this salesman had been told that in the day’s 
work he probably unnecessarily lost from one to two 
hours, he would have been very much surprised. 

How many of these slow salesmen are on our list? 
What do we propose to do about them in the next 
three months? 3 

“THE SALES MANAGER.” 





A Letter to the 


The “Sales Manager,”’ 

THE HARDWARE AGE, 

New York City. 

Dear Mr. “Sales Manager:”’ 

I can confidently say that I am expressing the feel- 
ing of many credit men, when I say that your article 
“The Salesmen’s Relation to Collections,” was highly 
pleasing. We immediately obtained copies for dis- 
tribution to all of our salesmen. There is no doubt 
it will help to improve the relations between the sales- 
man and the credit department. 

If is a very important question and one that the 
average salesman is not too well versed in. The 
discussion on the subject ought to be continued, and 
coming from a “Sales Manager” it will have a much 
greater effect. 

I believe that the difficulty in most cases is not due 
to a lack of knowledge on the part of the salesman, 
but to a disinclination to tackle work with any trace 
of unpleasantness in it, or to his desire to follow 
the path of least resistance, namely, to place the full 
responsibility on the credit department. It is seldom 
this department shirks its duty, with or without the 
cooperation of the sales force. 

Much depends on the policy of the concern, but no 
concern can be successful whose capital turnover is 
not satisfactory. Prompt collections are essential 
to good business, and the salesman is an important 
factor in the collection procedure. He should do his 


Sales Manager 


part. After all he is the one to benefit most by keep- 
ing his accounts clean, or in other words at the high- 
point of “buying efficiency.” Is it not a fact that the 
mental attitude of the man, whose bills are past due, 
makes it difficult to sell him? He doesn’t feel free 
to buy, he feels limited." 

The salesman who does not cooperate with the credit 
department admits a weakness in his science of selling. 
He is using lenient collection methods as an induce- 
ment, to obtain business, for if he had to sell his article 
for cash, or on strict short terms, he would probably 
not be a success. It is a good thing for business 
that most salesmen in our line are above the average 
in this respect. It goes far towards making the 
course of business smooth and pleasant. When we 
consider that a sale not paid for is not complete, and 
that a customer not satisfied is not completely sold, 
there is no other attitude to take than a broadminded 
one of cooperation. 

Aside from the effect of good collections on the 
customer and on the salesman is the effect on the 
house that employs him. 

Conscientious and loyal men will not fail to con- 
sider the effect of his work on his employer’s finances. 
Few salesmen, indeed, have much more than a yague 
idea of the expense and endless routine necessary to 
run a business. Few know of the important part the 
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A Much Needed Adjustment 


“The Sales Manager,” 
HARDWARE AGE, 
New York City. 

Dear Sir—Being a subscriber to the HARDWARE 
AGE, I take the liberty of calling your attention to a 
much needed adjustment which can easily be placed 
in the same class as your article on “Vacations” in 
issue of Sept. 11. 

It has become customary in a great many towns for 
the stores to close one-half day every week in lieu of 
the half-holiday on Saturday, which is almost uni- 
versal in other lines but cannot be used on that day 
by retail stores, as Saturday is usually their best day. 

Some towns close half a day Wednesday, others on 
Thursday. 

A number of times I have reached a town about 
noon on Wednesday to find that all the stores are 
closed. After losing a half day there I went to the 
next town, arriving about noon on Thursday, to 
find everything closed there. 
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This makes me involuntarily lose a whole day of 
what is supposed to be good working time. We all 
have our troubles in working on Saturdays anyhow, 
so a week like the one I mention is equal to about 
four working days. 

This phase of the summer closing has doubtless 
never presented itself to the merchants but they can 
readily see what a hardship on the traveling man is im- 
posed by each town having a different half day off. 

Why could not all towns unite on either Wednesday 
or Thursday for their holiday? Knowing then what 
to expect it would be a big saving to the salesmen 
and would work no hardship on the clerks or mer- 
chants. We have several months ahead of us before 
the half holidays start again, why not start a campaign 
now to have all unite on one day for the weekly half 
holiday ? Yours very truly, 

(Signed) G. WISE, 
299 E. 134th St., 
New York. 


ra 





A Splendid Gun and Ammunition Department 


ALTER CORNELL of Cornell’s Hardware Store, Grand Rapids, Mich., sells 25,000 shells 
annually and has a very compact gun and ammunition department. A one-wall case for guns 
and a sales counter covered with a heavy striped material comprises the entire gun section. 


The shells are stocked in the shelves under the gun 


case. The striped canvas protects the counter 


from oil drip and from scratches from the guns, when being demonstrated over the counter to pros- 
pects. The cover deadens the sound of a gun being placed on the counter, protects the wood work and 
gives the department an attractive finish. Cornell keeps his gun stock in good condition and polishes 
off the barrels and stocks regularly, so that all guns and rifles look fresh whenever a prospect indicates 


interest in shooting. 
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Trend in Radio Design as Shown 
at First Radio World's Fair 


HAT quality in reproduction 

and simplicity in design and 

operation are the goal of pres- 
ent-day radio manufacturers was 
strikingly illustrated at the First 
Radio World’s Fair, recently con- 
cluded in New York City. These two 
essentials to satisfactory radio re- 
ception were the principal theme of 
the radio demonstrators at the show, 
and the demonstrations themselves 
proved conclusively that notable 
strides had been made in this direc- 
tion, while the sensitivity of the 
average receiver had been increased 
at the same time. As a matter of 
fact, receivers today are infinitely 
more sensitive than they were a few 
years back, as is evidenced by the 
large number of neutrodynes, super- 
heterodynes and other types of 
multi-tube receivers exhibited, the 
greater number of which employed 
radio as well as audio frequency 
amplification. 

Radio manufacturers from all over 
the United States and many parts of 
Europe were among the exhibitors. 
About 200 American firms were rep- 
resented and twenty-five European. 
There were exhibitors from England, 


Complete Line of Radio 
Tools 


With a view of supplying radio fans 
and electricians with a complete line of 
radio tools, The Bridgeport Hardware 
Mfg. Co., of Bridgeport, Conn., has re- 
cently placed the “Radio-Lectric” tools 
on the market. The tools are well 
made, attractive in appearance, and are 
designed to retail at a popular price. 








For the purpose of assisting retailers 
in the merchandising of the line, the 
company is prepared to furnish striking 
display cards designed to present the 
merchandise in a truly attractive 
manner. This display card and several 
of the new tools are illustrated here- 
with. 

The No. 465 “Radio-Lectric” reamer 


France, Belgium, Germany and Italy. 
Two booths were occupied by repre- 
sentatives of Japanese manufac- 
turers. 

The sensational growth of radio 
which has raised the industry from 
a feeble experiment a few years ago 
to a $400,000,000 enterprise today 
was -reflected in the 225 exhibits, 
although many were not completed 
in time for the opening. The fea- 
ture of the fair was the solidity of 
its offerings. There was nothing that 
purported to be sensational or revo- 
lutionary on display. The novelties 
were in the shape of refinements of 
existing types of radio equipment, 
indicating that the experimental 
stage had been left far behind and 
that the industry has reached a 
stable equilibrium. 

In a way it was a style show. 
Many of the most interesting booths 
had displays of 1925 models, in 
which the radio equipment was con- 
cealed under or blended with the 
finest cabinet-making. There were 
reproductions of Sheratons and Chip- 
pendales, which unexpectedly turned 
out to be receiving sets. 

The Garden was dressed up fit- 





is an indispensable tool in radio work, 
as a large number of the holes drilled 
in panels must be enlarged to the proper 
size. When this reamer is used only 
one size of drill need be used. It oper- 
ates perfectly on bakelite, hard rubber, 
composition panels, etc. They are 
packed 24 dozen in a case and an at- 
tractive display is furnished with each 
half-dozen. 
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The No. 442 Radio-Lectric Nut For- 
cep, is an all-around plier and affords 
a fine grip on all sizes of knurled hex 
and square nuts. The forceps is also 
fine for cotter pin work and may also 
be used for pins and horseshoe fasteners 
on gas engines. This forcep is made 
of drop forged steel and is warranted 
by the manufacturer. It is supplied 
12 dozen in a case and six with an at- 
tractive case. 





The Radio-Lectric Template, illus- 
trated herewith, is designed to indicate 
the exact location for the drilling of 





tingly as a background for the latest 
in radio luxury. The booths were 
bits of fine architecture, richly 
draped, furnished with Persian rugs, 
costly divans and period furniture. 

There were many inventors at the 
show. One tube maker installed ap- 
paratus for making tubes before the 
eyes of the spectators. Officers and 
technicians of the United States 
Navy had an exhibit where they 
demonstrated the wireless range- 
finding and direction-finding appa- 
ratus, which enables a ship to fix its 
position by radio. Interest was also 
shown in a device by which crystals 
are made to talk, or rather to trans- 
mute electrical waves into speech 
through the piezo-electric effect, or 
the faculty of certain crystals for 
producing current when pressure is 
applied to them. 

It is a significant fact that com- 
paratively few receivers capable of 
radiating into the antenna were ex- 
hibited at the show. While interfer- 
ence from this source is still a com- 
paratively negligible quantity in the 
outlying and rural sections, it has 
assumed more serious proportions in 
congested metropolitan areas. 


holes in panels or the baseboard of 
any radio set. It fits perfectly on any 
part and is then locked in position by 
the thumb nut. Transferred to the 
panel where the part is to be located, 
mistakes in drilling are avoided. 
Twenty-four dozens are packed in a 
case and.with six templates a display 
ecard is furnished. 





Catalogs Received from 
Manufacturers 


The Grey-Iron Casting Co., Mount 
Joy, Pa., has issued catalog No. 24, 
covering its complete line of house- 
furnishing specialties, iron novelties 
and toys. 


re ee 


Smith & Hemenway Co., Inc., 261 
Broadway, New York, N. Y., has issued 
a new illustrated booklet on Red Devil 
glaziers’ tools. It contains 24 pages of 
helpful information to glaziers and 
allied craftsmen. Among the tools 
shown are circular and oval glass cut- 
ting machines designed for cutting 
circles and ovals in glass quickly ‘and 
accurately. Putty knives, wall scrapers, 
glass pliers, glass gages, glass boards 
and kindred items are fully illustrated 
and described. 
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CURRENT NEWS 








Eliminating Varieties 
of Drop Forged 


Wrenches, Screen 


Cloth, Ete. 


Plans for the elimination of varieties 
of several hardware items are under 
consideration by manufacturers, and 
it is expected that definite steps will 
be taken this fall toward reducing the 
present varieties and widths of wire 
screen cloth, drop forged wrenches and 
hack saw blades. 

Producers of wire screen cloth are 
cooperating with the American Hard- 
ware Manufacturers’ Association and 
the Division of Simplified Practice of 
the Department of Commerce. At a 
conference in New York last week, 11 
manufacturers were represented. F. J. 
Root, New York Wire Cloth Co., was 
named temporary chairman, and T. E. 
Richards, American Wire Faorics Cor- 
poration, was chosen as temporary 
secretary. It was decided to secure the 
opinions of all screen manufacturers 
as well as the opinions of members 
of the American Hardware Manufac- 
turers’ Association, the Southern Hard- 
ware Jobbers’ Association and _ the 
National Hardware Association of the 
United States. 

Surveys will be made soon, by the 
Division of Simplified Practice, of the 
production and sales of drop forged 
wrenches, for the purpose of consider- 
ing tentative recommendations for the 
reduction of sizes, models and varieties. 

Reports received by the Division of 
Simplified Practice from 16 manufac- 
turers of hack saw blades are being 
analyzed, and a summary will be pre- 
sented to a conference of manufactur- 


ers at Atlantic City, N. J., this month. 





New England Outing 


The New England Iron and Hard- 
ware Association held its annual fall 
outing at the Tedesco Country Club, 
Swampscott, Mass., on Tuesday after- 
noon and evening, Sept. 23. A large 
number of guests, some of them from 
New York, and members attended. 
The chief feature of the outing was 
the annual golf tournament, more 
members participating than ever before 
on similar occasions. 





N. E. Horn Resigns 
from Winchester 


Norman E. Horn, Winchester Repeat- 
ing Arms Co., New Haven, Conn., has 
resigned to become sales manager for 
the McCallum Hosiery Co., Northhamp- 
ton, Mass., on October 15. Mr. Horn 
has been in charge of the development 
of the Winchester dealer service and 
Winchester-Simmons advertising. 

It has been generally recognized that 











been a very valuable influence in hard- | 
ware retailing. 

Through the efforts of this section, 
headed by Mr. Horn, more than one 
thousand stores throughout the country 
have been remodeled and there has been 
a noticeable improvement in local news- 
paper advertising and local merchan- 
dising where dealers have availed them- 
selves of this service. 

Mr. Horn was formerly in charge of 
the research department of HARDWARE 
AGE. Prior to that he was associated 
with Walter B. Snow in charge of the 
advertising for the L. S. Starrett Co., 
Athol, Mass. During the war he served 
as an officer in the Army Aviation 
Corps. 


FALL PAINT MEETINGS 


National Association of Save the 
Surface Salesmen will hold third an- 
nual meeting of directors at luncheon 
Oct. 20, 1924, at the Ambassador Hotel, 
Atlantic City, N. J. Willard E. Mas- 
ton, Eagle-Pilcher Lead Co., president 
of the association, called the meeting. 





The executive committee of the Paint 
and Varnish Advertising Managers’ 
Conference will hold dinner meeting 
Oct. 20, Ambassador Hotel, Atlantic 
City, N. J. Horace Felton, chairman, 
has called this meeting to determine 
program for the next annual advertis- 
ing conference to be held June, 1925. 





The executive committee of. the Paint 
and Varnish Sales Managers’ Council 
will hold a !uncheon meeting Tuesday. 
Oct. 21, at the Ambassador Hotel, At- 
lantic City, N. J. R. W. Lindsay, 
chairman, has called this meeting to 
arrange the program for the 1925 sales 
managers’ conference. 





The Fourth Annual Dinner Meéting 
of the Save the Surface Campaign will 
be held Oct. 21, Ambassador Hotel, 
Atlantic City, N. J. Chairman Ernest 


T. Trigg has issued invitations to of- 


ficers of the national paint associations, 
presidents and _ secretaries of paint 
clubs and members of local Save the 
Surface Committees. 


Retail Store Location 


Salient points in the selection of a 
proper location for retail stores are 
covered fully in a pamphlet issued by 
the Domestic Commerce Division, De- 
partment of Commerce, Washington, 
D. C. The bulletin is a supplement to 
Commerce Reports and bears the title 
“Retail Store Location” or Trade In- 
formation Bulletin No. 269. It was 
prepared under the direction of Lau- 
rence A. Hansen, formerly with the 
Boston Retail Trade Board. The data 
were gathered from prominent retail- 
ers all over the country, and as such 
represents coordinated opinions of pro- 


the work of the service department has | gressive retail agencies. 





Simplification Meet— 
Sheet Metal Products 


A simplification conference under the 
auspices of the Department of Com- 
merce and the Metal Branch of the 
National Hardware Association will be 
held at the Marlborough-Blenheim, At- 
lantic City, N. J., Tuesday, Oct. 14, at 
2.30 p.m. At this time reports will be 
considered from the following commit- 
tees: The sheet steel simplification 
committee, chairman, Walter 'C. Carroll, 
Inland Steel Co.; the eaves trough and 
conductor pipe committee, chairman, 
A. Q. Moffatt, Wheeling Corrugating 
Co., and the terne plate committee, 
chairman, H. N. Taylor, N. & G. Tay- 
lor Co. 

The conclusions gained from the re- 
ports and subsequent discussions will 
be the basis for a simplified practice 
recommendation by the Bureau of 
Standards of the Department of Com- 
merce. 

Secretary George A. Fernley has in- 
vited every producer, distributor and 
consumer of black and_ galvanized 
sheets, eaves trough and conductor 
pipe, terne plates, etc., to attend and 
participate in the conference. 


Horse Collar Line 
Greatly Reduced 


The Perkins-Campbell Co., Cincin- 
nati, Ohio, announces that it has re- 
duced its line of horse collars from 
318 to 12 styles. This large reduction 
is calculated to afford a great reduc- 
tion in stock investment for the dealer. 








Paint Division Meets 


Industrial representatives from New 
York, the Gulf district, and Great 
Lakes section attended a meeting of 
the paint and varnish division of the 
Pittsburgh Plate Glass Co., held Sept. 
4, at the company’s new offices at Mil- 
waukee, Wis. E. C. Hyland, manager 
of that division, presided. 





Eastern Glass Distributors 
Hold Meeting 


Pertinent problems relative to the 
production and distribution of glass 
were discussed at the meeting of the 
Eastern Division of the National Glass 
Manufacturers Association, held Sept. 
14-15, Hotel Traymore, Atlantic City, 
N. J. S. C. Gilmore, Hires-Turner Co., 
acted as chairman. The program was 
outlined by E. V. Jacka, president of 
the division. North Storms, secretary 
of the association’s western division, 
spoke briefly regarding the discussions 
taken up at that section’s meeting the 
previous week. | 

One speaker is quoted as saying that 
“About 75 to 80 per cent of the oper- 
ating capacity of American glass pro- 
ducers was required to supply domestic 
requirements.” 
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List of Exhibitors 


Auto Accessory Branch 


At press time nearly sixty firms had 
made reservations for booths at the 


auto accessory display to be conducted. 


by that branch of the National Hard- 
ware Association at its thirtieth an- 
nual convention, Atlantic City, N. J., 
Oct. 13-17. The list at press time 
follows: 


Allklean Mfg. Co., Long Island City, 
N. Y.; American Chain Co., Inc., Bridge- 
port, Conn.;: The American Hammered Pis- 
ton Ring Co., Baltimore, Md.; American 
Thermos Bottle Co., New York City; Ap- 
pleton Electric Co., Chicago, Til. 

The Badger Rubber Works, Milwaukee, 
Wis.; Battery Equipment & Supply Co., 
Chicago, Ill.; Bethlehem Spark Plug Co., 
South Bethlehem, Pa.; Bonney Forge & 
Tool Works, Inc., Allentown, Pa.; Robert 
Bosch Magneto Co., Inc., New York City. 

Carborundum Co., Niagara Falls, N. Y.; 
Chicago Electric Mfg. Co., Chicago, IIL; 
Chicago Fuse Mfg. Co., Chicago, Ill. ; Corco- 
ran Mfg. Co., Cincinnati, Ohio. 

Henry Disston & Sons, Tacony, PhiladelI- 
phia, Pa.;: E. Edelmann & Co., Chicago, IIl.; 
Fitzgerald no. Gr Torrington, Conn. ; 
ae Folberth Auto Spec. Co., Cleveland, 

oO. 

Globe Superior Corporation, Abingdon, 
Ill.; Halstead Specialties Co., Oakland, 
Cal; Harrisburg Stanley Spring Works, 
Harrisburg, Pa. 

Indianapolis Pump & Tube Co., Indian- 
apolis, Ind.; Kant-Rust Products Corpora- 
tion, Rahway, N. J.; Wm. Kemp, New 
York City; Kraeuter & Co., Newark, N. J. 

Las-Stik Patch Mfg. Co., Hamilton, 
Ohio; The Le Compte Co., Newark, N. J.; 
The » i C. McAdams Co., "New York City: 
The McKone Tire & Rubber Ce, Millers- 
burg, Ohio 

Manhattan Electrical Supply Co., New 
York City: The Mansfield Tire & Rubber 


Co., Mansfield, Ohio; Marquette Mfg. Co., 
Inc., St. Paul, Minn. 

National Lamp Works of G. E. Co., 
Cleveland, Ohio; The Norlipp Co., Chi- 
cago, Ill.; Bay? =: Eastern Rubber Co., Eliza- |. 
beth, N. Noxall Chemical Co., Philadel- 


phia, Pa.: gence - Co., Cleveland, Ohio. 

Packard Electric Co. , Warren, ‘Ohio: The 
N. A. Petry Co., Inc., Philadelphia, Pa.; 
Pressed Metal Co., Pawtucket, a: ed The 
Prest-O-Lite Co., Inc., Indianapolis, Ind. ; 
The Protexall Co., Abingdon, Ill.; Pyrene 
Mfg. Co., Newark, 2 - eliance Auto 
Devices, Danbury, Conn. 

A. Shaler Co., Waupun, Wis.: 

aand Electrical Co., Newark, N. J.; 
Stanley Co., Inc., New York City: ‘Syracuse 
Radiator Co., Inc., Syracuse, N. Y. 

Timing Gears Corporation, Chicago, IIL; 


U. S. Chain & Forging Co. Pittsburgh, 
Pa.: U. S. Gauge Co., New York ity: Vic- 
tor Mfg. & Gasket Co., Chicago, Ill.; West- 


inghouse Lamp Co., New York City. 





New York Assoc. 
Hardware Exposition 


The New York State Retail Hard- 
ware Association, Inc., has issued an 
illustrated circular explaining details 
of the 1925 Hardware Exposition to be 
held in connection with its twenty-third 
annual convention, Buffalo, N. Y., Feb. 
10 to 13 inclusive. The circular gives 
the floor plan of the booths at the Audi- 
torium and gives all necessary data 
relative to the exhibition. Manufac- 
turers and jobbers are urged to make 
reservations promptly by communicat- 
ing with Secretary John B. Foley, 412 
City Bank Building, Syracuse, N. Y. 

The exnosition committee consists of 
H. P. Aikman, Cazenovia, chairman; 


John A. Losee, Richfield Springs; Leon 
B. DuBois, Rochester; George G. Allen, 
Buffalo; R. J. Atkinson, Brooklyn, and 
John B. Foley, secretary. Messrs. Allen 
and Foley are managers of the exposi- 
tion. 





Entertainment for Ladies 
Attending Convention 


A card party will be given Tuesday 
evening, Oct. 14, the ladies attending 
the convention of the American Hard- 
ware Manufacturers’ Association, At- 
lantic City, Oct. 13 to 17. The party 
starts at 8.30 p. m. in the ballroom 
of Marlborough-Blenheim Hotel. On 
Wednesday evening, Oct. 15, an original 
entertainment will be provided at the 
Blenheim exchange, to be followed by 
— in the ballroom of the same 

otel. 


_— -—-— 








WINCHESTER 
CONVENTIONS 


November 6-7, at the Winches- 
ter Simmons Warehouse, Sioux 
City, Ia., for the Winchester deal- 
ers served by the Sioux City 











warehouse. 

November 11-12, at the Win- 
| ehester Simmons Warehouse, 
Minneapolis, Minn., for the Win- 
chester dealers served by the 
Minneapolis warehouse. 

















New Philadelphia Catalog 


The Philadelphia Lawn Mower Co., 
3lst and Chestnut Streets, Philadelphia, 
has issued a new catalog, No. 25, in 
which its line of “Philadelphia” lawn 
mowers is illustrated and described. 
The new catalog is well printed on an 
excellent quality of paper, profusely 
illustrated, and the subject matter pre- 
sented in an interesting and effective 
manner. 

In addition to listing the company’s 
products, the new catalog contains 
some information on the care of lawns 
and also instructions for the care and 
overations of its line of mowers. The 
mowers listed include both the hand 
and power operated types. 


Expected to Attend 


Simplification Meeting 


Major A. E. Foote, Devartment of 
Commerce, and W. A. Fingles, National 
Association of Sheet Metal Contrac- 
tors, are exvected to attend the terne 
plate simplification committee meeting, 
Marlborough-Blenheim Hotel, Atlantic 
City, N. J., Oct. 14, according to a re- 
port from H. N. Taylor, chairman of 
that committee. 








Norvell’s Foresight 
Keen, Says Sears 


Saunders Norvell’s foresight on busi- 
ness conditions for 1924, as expressed 
by-him at the Christmas meeting of the 
N. Y. Hardware Boosters, in December, 
1923, proved very keen and his predic- 
tions correct, Seymour Sears, Tucker 
Tool & Mfg. Co., told the September 
meeting of this organization, held Sept. 
25 at the Hardware Club. Mr. Norvell 
had told the Boosters that 1924 would 
be a good business year, but not as 
good as 1923. He also is quoted as 
saying that 1925 would show consider- 
able improvement. Mr. Sears charac- 
terized Norvell’s Forty Years of Hard- 
ware, run serially in HARDWARE AGE, 


as “the most intensely human and 
valuable contribution to hardware 
history.” 


Chief Booster Herbert R. Conner, 
Pike Mfg. Co., presided. F. B. Potter- 
ton, J. W. Buckley Rubber Co., told the 
members of his close observation of the 
storm which wrecked Lorain, Ohio. Mr. 
Potterton was riding through that 
section in a train while the storm 
raged. He saw trees split in two, felt 
the train rock and sway and came to 
a very sudden realization of the dan- 
gerous possibilities of a tornado. 

The organization voted to retain 
membership in the National Council of 
Traveling Salesmen. A _ nominating 


committee was appointed to select 
officers for the coming year. The com- 
mittee consists of Seymour Sears, 


Charles K. Golden, A. L. Swett Iron 
Works, and Ernest J. Schader, Topping 
Bros. 

A vote was also taken instructing 
the secretary to extend the sympathy 
of the Boosters to J. W. Buckley, whose 
son and a lady friend were iniured in 
an auto accident. The young lady died. 

Mr. Sears voiced a general senti- 
ment of appreciation to Chief Booster 
Conners, whom he said had verv ably 
conducted and guided the organization 
for the past year. Following the busi- 
ness of the meeting, Wm. J. Graham, 
Francis Keil & Son, Inc., entertained. 





Thompson-Miller 
Incorporates 


Thompson - Miller Hardware Co., 
Charleston, S. C., wholesale hardware, 
has been incorporated as the Thompson- 
Miller Hardware Corp. The business 
has been reorganized, with additional 
capital and enlarged facilities for 
handling customers. The management 
and ownership is practically unchanged. 





Jones with Atlas 


Evan F. Jones has been appointed 
general manager of the Atlas Die Cast- 
ing Co., Worcester, Mass. He was for- 
merly with the Wickwire Spencer Steel 
Corp. 
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Store Location Problem Investigated 
By Government Experts 


Poor Choice Big Factor in Many Failures— President Coolidge 
Pledges More Tax Reduction—Growth 


N exceedingly interesting study in 
A the psychology of the proper 
site selection for retail stores is 
embodied in “Retail Store Location,” 
the second pamphlet of a series now be- 
ing issued by the Domestic Commerce 
Division of the Department of Com- 
merce to help the American retailer 
overcome his most difficult business 
problems. Buyers are influenced by 
many considerations and in many dif- 
ferent ways, and even sunlight and 
shadow affect the customer of the re- 
tail store in a different way in different 
seasons and even at different hours on 
the same day. 

Proper store location undoubtedly is 
one of the most vital problems of re- 
tailing and upon its solution depends in 
a large part the success of the venture. 
A good location is frequently a store’s 
best asset, while a poor site may be the 
cause of failure even when sound mer- 
chandising policies are practised. 


Wasted Effort Constitutes Big Loss 


“The loss to society of the wasted 
effort and capital of the many men 
who fail in the retail business,” says 
the Domestic Commerce Division, “is a 
real economic problem and is worthy of 
much research for preventive measures. 
It is believed that the securing of the 
proper location for the store is one 
measure that will obviate many of the 
casualties. The chain stores have led 
in this respect, and their achievements 
show the practicability of the applica- 
tion of the factors in store location to 
actual business endeavor. 

“Sunlight is both good and _ bad. 
There is nearly always a favored side 
of the street. Women do most of their 
shopping in the hottest part of the day 
and are naturally inclined to seek the 
shady side. 

“The heat, light and bright glare af- 
fect and even ruin some displays, al- 
though in certain trade the sunny side 
may be preferred. An analysis of sales 
may show that the largest business in 
some goods is done in the winter 
months, during which time the traffic 
may follow the sunlight. The rent is 
usually cheaper on the sunny side. 

“In considering a community the 
number and class of wage earners and 


of Aluminum Industry 


By W. L. CROUNSE 


permanency of the industries should be 
analyzed. Some industries are inter- 
mittent, creating during boom times a 
false impression of continued prosper- 
ity. The male dominates some cities 
such as Bridgeport, Hartford, Worces- 
ter and Akron, while other communities 
are predominantly feminine, such as 
Haverhill, Lynn, Lowell and Fall 
River.” 


Potential Business Not Always Ap- 
' parent 


Competition, the number and size of 
present stores, their financial strength, 
character of stock and service offered 
are some of the questions which should 
be examined in considering the market 
or trade territory. It need not be 
thought, however, that because com- 
petitors show apathy and small sales 
that there are no potential sales. It has 
been found frequently when a new and 
thrifty merchant enters the retail field 
that not only his business is successful, 
but also that the business of his com- 
petitors increases. 

“Some stores opened on street car 
lines thrive while others do not,” says 
the report. “Street cars coming from 
one district will bring a different class 
of trade from that brought by cars 
coming from another district. Custom- 
ers with automobiles may prefer to go 
to side streets to avoid the traffic and 
find parking space. Frequency of ser- 
vice and the fare of either street cars 
or bus lines have their effect. 

“Old tumble down structures, empty 
building, billboards or other unattrac- 
tive features often drive people to the 
other side of the street. Most women 
avoid smoke, noise, bad odors or dust, 
and if one side of the street is more 
pleasant in any of these particulars, it 
will be preferred by pedestrians. 


Look Out for “Hoodooes” 


“Consequently, places near old suc- 
cessful stores may be of great value. 
Superstition also comes in, for loca- 
tions noted for a number of failures be- 
come known as ‘hoodooed.’ 

“Analysis of the passing traffic with 
regard to types of goods purveyed is 
essential. The actual volume of traf- 
fic may be analyzed by the hours of 


the day. Large crowds of working 
people hurrying to and from factories 
at times of opening and closing are not 
good customers for some types of 
goods. 

“The hours at which traffic is heaviest 
are important as indicating the pur- 
pose on which it is bent. Women are 
more important to department stores 
and men to cigar stores.” 

Drowsy and inefficient clerks are the 
usual result of poorly ventilated build- 
ings, the pamphlet says in a paragraph 
devoted to store buildings and construc- 
tion. In another paragraph entitled 
“relation to consumers’ buying habits,” 
the pamphlet asserts that it is a well- 
recognized principle in marketing meth-— 
ods that all sound merchandising poli- 
cies should start with a consideration of 
the consumer. 


Pledges Further Tax Cut 


The President in an address to sev- 
eral thousand retail druggists during 
the past week gave a positive pledge 
that he will do everything in his power 
to secure further reductions in taxa- 
tion. 

He made it very clear that he is op- 
posed to nuisance taxes, pin-prick taxes 
and other similar imposts, both small 
and large, which annoy the public and 
irritate the consumer out of all propor- 
tion to the revenue derived by the Gov- 
ernment. 


Less Government in Business 


He took occasion also to declare that 
in the future “business will meet less 
and less interference by the agencies of 
the Government.” In this connection he 
said: 

“The successful merchant no longer 
attempts to thrive on sharp dealing, 
but rather upon service and mutual con- 
sideration. There has been much prog- 
ress along these lines in recent years 
and thus the necessity for governmental 
interference with the individual no 
longer exists. 

“Under our complex social and indus- 
trial order it is inevitable that Govern- 
ment and business shall come a good 
deal in contact. It should be the aim 








(Continued on page 85) 
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General Market News 
Staple Lines Very Active— Railroad Freight Gain 
: During September 
Seasonal (Goods Improving— Preliminary reports from leading 


Farmers Are Buying 


S ‘center hardware items are very active in all market 


centers. 


Seasonal lines are improving slightly. 


Cooler 


weather is expected to increase the sales volume on fall 


goods. 


In the rural sections business has been very good. Col- 


lections are being made on implements purchased last spring. 
This is thought to suggest good prices and satisfactory crops. 
The farmers are said to be buying paint and hardware for use 


on repaired and new buildings. 


City trade is fair. Rural 


dealers are requesting immediate shipment in all lines, includ- 


ing light retail stocks. 
Orders, 


bers expect a good fall trade. 


while not large, 
September business is said to be ahead of August volume. 


are generally well assorted. 
J ob- 


Rope advanced generally 2 cents per pound, and may go 


up again due to the constant rising in the hemp market. 
adjustments continue to show upward tendencies. 


Price 
New prices 


are out for poultry netting and screen cloth. The latter item 
is said to show a decline of approximately 15 cents per 100 


square feet. 


Several Price Changes 
in Pittsburgh 


Hardware business in the Pittsburgh 
district is best described as_ steady, 
rather than active. The retail trade 
persists in a policy of covering only 
immediate requirements and_ while 
sales are numerous enough, they lack 
in volume. First reflection of the abo- 
lition of the Pittsburgh basing point on 
steel in manufactured goods is found 
in new prices for poultry netting just 
announced. New prices are f.o.b. fac- 
tory, instead of f.o.b. Pittsburgh as 
formerly with no freight allowance. 
Actual prices are about five per cent 
lower than the old ones, but Pittsburgh 
jobbers figure that after paying freight 
the reduction is cut about in two. 
Prices for wire cloth are expected soon. 
Other important price changes include 
advances in clothes wringers and wood 
screws; the initial discount on the 
latter has been reduced from 75 per 
cent’ off list to 72% per cent off list. 
New prices on bicycles average about 
ten per cent less than last year. Col- 
lections are reported to be fair. 





Manila Rope Advanced 
in New York 


Manila rope was advanced 2 cents 
per pound in the New York market. 
Nails and garage sets are selling lower 
in most quarters. Out of town dealers 
are buying better. City trade is fair. 
Collections are easier. Staple _ lines 
are more active than seasonal items. 





Cooler weather is expected to improve 
business in strictly fall goods. Septem- 
ber sales surpassed volume for August, 
according to reports. 
good fall trade. Screen cloth prices for 
1925 are said to show reductions of 
15 cents per 100 square feet. 


Iron | 





out from jobbers’ 





Jobbers expect | 


screws are expected to advance 10 per | 


cent and brass screws 5 per cent. New 
prices are out for poultry netting. 


Rural Trade Heavier 
in Chicago 


Rural dealers buying in Chicago 
hardware market are placing larger 
orders, indicating optimistic trend of 
farmers’ crop. possibilities. These 
dealers are calling for rush deliveries 
suggesting light retail stocks in farm 
sections. Cooler weather will speed 
up seasonal lines. Manila rope is up 
2 cents. Steel sheets and field Siecle: 
prices are being adjusted to conform 
with new levels created by elimination 
of Pittsburgh basing plan. Collections 
are showing steady improvement and 
are said to be much better than last 
year. 


Twin Cities Market 
Has New Prices 


Solder declined and manila rope ad- 
vanced two cents in the Twin Cities 
hardware market. Business is reported 
as steady. Prices show upward ten- 
dency. Wire fencing declined slightly 
due it is said to the change in the bas- 
ing point. Crop conditions are good 
with collections satisfactory. 








railroads indicate that the freight 
movement for September was greater 
than for the same month last year. 
It is said that in the number of cars 
handled the past month will rank with 
that of the largest months in the his- 
tory of railroads. 

Practically every individual road re- 
port places September freight move- 
ment far ahead of August. Some lines 
consider the past month a banner pe- 
riod. Daily movement of the average 
car is placed at about 15 per cent 
greater mileage than for the ninth 
month of 1923. 

These early figures seem to be borne 
reports in various 
Wholesalers generally 
shipments in 


market centers. 
have reported prompt 
practically all lines. 





September Sales Good 
in Cincinnati 


September sales in the Cincinnati 
hardware market show noticeable im- 
provement over business done previous 
month. Fall trade expected to pass in 
volume sales for fall of 1923. Higher 
prices are expected in auto accessories. 
Manila rope is up 3 cents; sash cord 
showed some weakness, and fell off 4 
cents per pound. Denatured alcohol is 
up 3 cents. 


Glass Industry [Improving 


General business in the flint and 
table glass industry is showing some 
improvement since Sept. 1, according 
to the National Glass Budget. Says 
this authority: 

“Heads of the glassware departments 
of large stores, as well as. glass sales 
agencies in Pittsburgh during the week 
report an increase in business that is 
encouraging. 

“The head of what is perhaps the 
largest glass department in any Pitts- 
burgh store spoke guite enthusiasti- 
cally about the trade with them. 

“Decorated glassware and colored 
glass is leading in demand in the retail 
stores, while with the sales agencies it 
is Christmas buying that is showing 
the increased business volume.” 





Few Price Changes 
in Boston 


An advance of 2c. a pound in Manila 
rope, a decline of 3c. to 5c. in flashlight 
bulbs, and of 10c. in one style of clock, 
together with a slight advance and de- 
cline in sash cord represent the most 
important price changes in the Boston 
market the past week. The smallness 
of the number of changes is noticeable 
in the face of the general unsettled 
price situation, due to the elimination 
of the Pittsburgh plus selling basis. 
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September Sales Higher 
Than August Volume 
in New York 


EPTEMBER sales are said to have been greater in volume 


S than trade in August. 


Some jobbers report business done 


last month as better than volume of September, 1923. Out- 


of-town dealers are buying better. 


City trade is fair. Pick-up 


demands are consistent, but not heavy. Definite percentage 
figures will be available next week. 
Nails and garage sets have fallen off on what might be 


termed a competitive market. 


Jobbers report new prices on 


screen wire cloth will show reduction of approximately 15 cents 


per 100 square feet. 


cent on iron and 5 per cent on brass. 


Screws are expected to advance 10 per 


New poultry prices will 


be out next week. Manila rope was advanced 2 cents per pound. 
Cooler weather is expected to improve the sale of seasonal 


lines, which at present are running light. 


Staple hardware is 


very active. Collections are good. Jobbers are advising prompt 
consideration for such items as sleds, snow shovels and pushers 


and stove goods. 





Prices on Screen Wire and 
Poultry Netting 


Jobbers report the receipt of screen 
wire prices for 1925, which are said to 
show a decrease of approximately 15c. 
per 100 sq. ft. Confirmation and fur- 
ther data will be available next week, 
at which time poultry netting prices 
for 1925 will also be published. 


Manila Rope Higher, 
Further Advances Likely 


Local distributors have advanced the 
price on manila rope 2c. per lb. Twine 
is up le. at press time. Further ad- 
vances are expected in some quarters 
in view of the fact that hemp has risen 
from 3c. to 5c. per Ib. in the last 10 
days. There is a slight increase noted 
in the demand of the shipping com- 
panies. General rope business, how- 
ever, is not heavy. It is thought that 
twine will be short in December. 


Jobbers’ quotations to retailers, 
f.o.b. New Yor 

Rope, No. 1 Manta. standard 
brands, 2lc. per lb.; No. 2 Manila, 
standard brands, 19¢. per lb.; No. 1 
sisal, standard brands, 16c. per Ib.; 
No. 2. sisal, standard brands, 15c. 
per lb. 

Twine, No. 3 ply wrapping twine, 
No. 1, 23c. per Ib.; No. 2, 2lc. per 
lb.; India hemp twine, No. 8, 16c. per 
Ib.; BB twine, No. 60, 22%c. per Ib. 


No Advances 
on Bolts and Nuts 


Contrary to general expectation, 
jobbers have not advanced the prices on 
bolts and nuts. The replacement cost 
is said to be approximately 15 per cent 
higher for the fourth quarter, and it 
seems likely that this higher buying 
cost may be reflected in prices to deal- 


duced 2c. 





ers some time soon. The demand is 
light and stocks fair. 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 


Bolts. — Common _ carriage bolts, 
small, 50 per cent; large, 40-10 per 
cent. 

Machine bolts, small, 50 to 50-10 
per cent; large, 60 to 50-10 per cent. 
Lag screws, 50 to 50-10 per cent. 
Stove bolts, 75 to 75-10-5 per cent; 

both flat and round head. 

Sink bolts, 75 to 75-10-5 per cent. 

Tire bolts, 45 to 50 per cent. 

Step bolts, 3344 per cent. 

Screw anchors, 75-10 per cent. 

Lag screw shields, 80 per cent. 

Machine bolt shields, 65 per cent. 

Prices vary in differeent sections of 
the city. 

Spring cotters, 30 per cent. 

Copper rivets and burrs, 
cent. 

Round head iron rivets, 60-5 per 
cent; Tinners’ rivets, black and tin, 
60-10 per cent. 

Cap screws, 80-10 per cent. 


40 per 


Galvanized Pails'Firm 


The stock condition on galvanized 
pails is satisfactory. 
at fair prices. 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 

Galvanized pails, 8-qt., 19%c. each; 
10-qt., 22%c. each; 12-qt., 244%ec. each; 
14-qt., 27%c. each; 16-qt., 334¢c. each. 


Cotton Sash Cord 
May Stiffen 


Last week cotton sash cord was re- 
The lower price was not ex- 
pected to stand in view of the rising 
cotton market. It is thought that sash 
cord prices may stiffen very shortly. 


Jobbers’ quotations to. retailers, 
f.o.b. New York: 

Sash cord, Phenix brand, No. 7, 
47c. per lb., base; No. 8, 46c. per Ib., 
ase. 

Sash cord, Etna brand, No. 7, 40c. 
per lb., base; No. 8, 39c. per Ib., base. 

Prices vary in different parts of the 
city, according to quality and brand. 

Sachem No. 8, 43'%c. per Ib., base. 


Sales are light 
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Local Prices Vary on 
Garage Sets 


There is a good sale for builders 
hardware throughout this market. Re- 
ports indicate some shading on garage 
sets, and we offer a range in price for 
your guidance. The demand for butts 
is particularly active. Stocks gener- 
ally are not heavy. 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 

Butts.—3% x 3% case lots, 24c. per 
pr.; in less than case lots, 264c. per 
pr. 

Garage Sets.—(Stanley 1776J). Lots 
of 6, $2.75 to $2.85 mh a In lots of 
less than 6, $2.95 pe 

Garage Holders. aT 43). $2. 


’ 


Axes Very Active in Rural 
Sections 


Axes are in more demand, particu- 
larly in rural sections. Prices are 
steady and stocks ample. 


Jobbers’ quotations to retailers, 
f.o.b. New York: 

Long Island axes (Kelly), 2% to 
3 Ib., $19.25 per doz.; Connecticut 
pattern, 2% to 3% Ib., $19. 25 per doz.; 
4% to om Ib., $19.25 per doz.; 3% to 

, $19.75 per doz.; 4 to 5 Ib., $20. re 
f. “doz. Columbian pattern, mn es 
4% lb., $20.40 per doz.; 4 to 5 1 ? 991 
per doz.: 4% to 5% "Ib., $21. es per 
doz. ; 5% ib., $22.25 perdoz. Champion 
pattern, 3 to 4 Ib., $16.25 per -— 
3%- to 4% Ib., $16.55 per doz.; 4 
5 lb., $17.65 per doz.; 2 to 5% be 
$18. 25 per doz.; 5% Ib 9.40 per doz. 

New England pattern (Plumb), on 
> 3% Ib., $19.60 per doz.; 3% to 4 

b., $20. 05 per doz.; 4 Ib., $20.05 per 
wel Jersey pattern, 3% to 3% Ib., 
$19. 60 per doz.; 3% to 4% Ib., $20.05 
pér doz.; 4 to 5 Ib., $21 a doz. 


Radio Batteries Active 


Radio batteries are very active. Sev- 
eral distributors report a large in- 
crease in radio battery sales following 
the recent Radio Fair. Prices quoted 
are representative; stocks are fair. 


Jobbers’ quotations to retailers, 
f.o.b. New York: 

Batteries, No. 6, dry cells, ignition 
type, 26 to 29c. each. 

Radio ‘‘B” batteries, unit package 
quantities, No. 766, $1.30 each; oe 
764, $1.14 each; No. 767, $2.44 eac 
No. 772, $2.44 each; No. 770, $3. 09 
eac 

Radio “C”’ batteries, No. 771, 39c. 
each. 


Nails Active at Varied 
Price 


This week we quote a range in price 
for wire nails and for roofing nails, due 
to the somewhat varied nature of local 
offerings. The demand is fairly active, 
but stocks are not large. 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 

Nails.—Wire nails, 
base per keg. 

Cut nails, $4 base per keg. 

Wire nails and brads, in small lots, 
70-10 per cent off list, in 1-lb. papers. 

Roofing nails, 1 x 11, plain, $5 to 
$5.15 per 100 Ilb.; galvanized, $8.05 to 
$8.25 per 100 Ib. 

American felt roofing nails, % x 
10%, plain, $6.50 per case. Galvan- 
ized, $10.25 per keg. 


$3.50 to $3.65 
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Roller Skates Moving 


Roller skates continue to be one of 
the most active items in this market. 
Prices are firm and stocks somewhat 
broken. 


Jobbers’ t+ hae to retailers, 
f.o.b. New York 
Roller skates for boys, $1.42 per 


r.; for girls, $1.52 per pr. 


Screws Reported Advanced 


At press time it is reported that 
some manufacturers will advance iron 
screws 10 per cent and brass screws 
5 per cent. It is expected that this re- 
port will be confirmed next week. 
Screws are in active demand, with 
stocks apparently adequate for current 
business. 


Jobbers’ quotations to retailers, 
f.o.b. New York: 
Screws, flat head, steel machine 


screws, 70-10 per cent. 

Round head steel machine screws, 
70-10 per cent. 

Flat head brass machine screws, 
65-10 per cent. 

Round head brass machine screws, 
65-10 per cent. 

Flat head steel wood screws, bright, 
full packages, 75-20-10 per cent to 
75-20-10-5 per cent. 

Galvanized iron, 60-20-10 per cent. 

Flat head brass, 70-20-10 per cent. 

Round head blued, 72%-20-10 per 
cent. 

Round head nickel plated, 621%4-20- 
10 per cent. 

Round head brass, 671%4-20-10 per 
cent. 

Prices vary in different sections of 
the city. 


Dealers Buying Weatherstrip 


Dealers are reordering weatherstrip 
in fair quantities. Prices are not ex- 
pected to change, and stocks appear 
satisfactory. 


ay 
f.o.b. New ] 
Weather Strips.—Double edge, 60- 
10 per cent; special, extra quality, 
49-10 per cent; flexible, 
60-5 per cent. 

Wood and rubber, No $18; 
2» $25.50; ; 2. $29: 
, $43.50, all per 1000 ft. 
Flexible sehen strip, No. 8, $1.90; 
No. 9, $2.30; a 10, $3. 05: No. )) # 
$3.80, all per 100 f 

Metallic, No. 38, “30. 15; me. 39, $2.55; 
No. 40, $2.9 0, all per 100 f 

Felt, No. 18, $2.15; No. 19, $2.75; 
No. 20, $3.15, all per 100 ft. 
Wirtf's, 500 ft. on reel, 5c. a ft. 
This is a new line. 


quotations .to retailers, 
York: 


all rubber, 


Prepared Solder Selling 


Prepared solder is very active for use 
in building radio equipment. Prices are 
fairly steady. The quotations given are 
representative. Stocks are ample. 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 

Bar solder, 36c. per lb. Strip solder, 
42c. per lb. Kester solder, acid or 
rosin core, 62%%4c. per Ib. 


Interest for Stove Goods 


Various stove goods have been sub- 
jected to increased interest this past 
week. It is expected that October will 
be a lively month for this line. Stocks 
are said to be adequate and prices un- 


changed. 
Jobbers’ quotations to _ retailers, 
f.o.b. New York: 





Dampers, 4%-in., 10c. eaech; 5-in., 
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10c. each; 5%-in., lle. each; 6-in., 
12c. eeach; 7-in., 18c. each. 

Stove pipe elbows, 4%-in., 13c. 
each; 5-in., 14c. each; 5%-in., 16%4c. 


each; 6-in., 18c. each. 
Stove lifters, l-in., 6c, each; 2-in. ” 


Tlec. each. 
Stove pipe collars, 4-in., 3c. each: 
414-in., 4c. each; 5-in., 4%c. each; 


514-in., 5c. each; 6-in., 54%c. each. 

Stove boards, 24 x 24, 
doz.; 26 x 26, $8.55 per doz.; 28 x 28, 
$9.60 per doz.: 30 x 30, $11.40 per doz.; 
32 x 32, $13.45 per doz.; 35 x 35, $16.75 
per doz.; 30 x 36, $15.40 per doz.; 40 
x 42, $19.05 per doz. 

Pokers, 4% x 20 straight, 6%c. each; 
% x 20 bent, 64%4c. each; Neeverbreak, 
19%c. each. 

Ash sifters, rotary type, $2.10 each. 

Moore’s handy truck, $2.25 each. 


Little Trading in 
Linseed Oil 


Trading is light in linseed oil and 
prices are practically unchanged. 
Jobbers’ quotations to _ retailers, 
f.o.b. New York: 


Linseed oil, in lots of less than 5 
bbl., $1.06 per gal. of 7% lb. In lots 
of 5 bbl. or more, $1.03 per gal. Cal- 
cutta oil, in barrels, $1.15 per gal. 
Boiled oil is 2c. extra; double boiled 
oil is 3c. extra, and oil in half bar- 
rels is 4c. per gal. additional. 


Sidewalk Cleaners Slow 


Dealers are expected to show inter- 
est in sidewalk cleaners in the near fu- 
ture. Up to the present there has been 


practically no important demand. 
Stocks are fair and prices firm. 
Jobbers’ quotations to _ retailers, 


f.o.b. New York: 

Sidewalk cleaners, No. 24, $4 per 
doz.: No. 26, $5.95 per doz.; No. 27, 
$8 per doz.; No. 28, $9.50 per doz. 


Dealers Making Inquiries 
for Snow Shovels 


There is a very light demand for 
snow shovels and pushers at the pres- 
ent time. Dealers are making inquiries, 
but only a few orders have been placed. 
Stocks appear adequate and a heavier 
demand is expected the latter part of 
the month. 


Jobbers’ quotations 
f.o.b. New York: 
Snow shovels, long handle steel, 
$4.50 per doz.; D handle, $5 per doz.; 
Ames, $9.35 per doz.; boys’ snow 
shovels, $2.28 per doz.; galvanized, 


$12.65 per doz. 
Snow pushers, 18-in., $11.40 per 
large type, $16 


to retailers, 


coz.; snow pushers, 
x 12-in. blade, $2.75 each; 24-in., 
per doz. 

Snow pushers, curved steel blade, 
12 x 18 in., $11.40 per doz.; 12 x 24 in., 
$16 to $19. 20 per doz. 

Snow pushers, asphalt type, heavy 
steel blade, 31 x 12 in., 5-ft. handle, 
$2.75 to $3. 15 each. 


Cotton Glove Stocks 
Are Adequate 


Cotton gloves are active. There is a 
feeling in this market that an advance 
is possible as a result of the rising cot- 
ton market. Stocks are ample. At the 
present time prices are very steady. 


Jobbers’ quotations to. retailers, 
f.o.b. New York: 

Cotton zioves, Boss leather palm, 
$5.85 per doz. pr.; Boss Jersey, $2.80 
per doz. pr.; blue knit wrist, $2.10 per 
doz. pr. 
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Xmas Tree Stands Expected 
to Move Soon 


The demand for Christmas tree stands 
is not heavy, but is expected to show 
more activity the latter part of this 
month. Prices are steady. 


Jobbers’ quotations to 
f.o.b. New York: 


retailers, 


Tree Stands (Crown).—No. 2, 66c. 
each; No. 3, $1.10 each. Gem, 35c. 
each. 


Saws in Demand 


The demand for saws of various 
types is showing an increase. Prices 
are firm and stocks apparently satis- 


factory. * 

Jobbers’ quotations to retailers, 
f.o.b. New York: 

Buck saws, 30 in. blade, No. 50, 80e. 
each; No. 40, $1.20 each; No. 45, $1.28 
each. 

Saw bucks are being quoted at 54c. 
each, 

Two-man saws, plain tooth and 
Champion tooth, No.2, 4% ft., $3 
each; 5 ft., $3.30 each; 5% ft., $3.65, 
and 6 ft., $4 each. 

One-man saws, plain tooth and 
Champion tooth, 3 ft., $2.40 each; 
31% ft., $2.80; 4 ft., $3.20; 4% ft., $3.60 
each. 

Narrow cross cut, om tooth and 
Champion tooth, 4% ft., $2; 5 ft. 
$2. wd 51% ft., $2.45, and 6 ft., $2. 60 
each 


Window Glass Demand 
Reported Fair 


The demand for window glass is fair. 
Stocks are not heavy. There is rumor 
to the effect that some price cutting is 
being done in this market. 

Jobbers’ quotations to 
f.o.b. New York: 

Window glass, A, all brackets, 85 
per cent; AA, all brackets, 85 per 
cent; B, first bracket, 88 per cent; 
oversizes, 86 per cent; BB, all brack- 
ets, 88 per cent. 

These discounts must be taken 
—— jobbers’ lists issued March 1, 


retailers, 


Roofing More Active 


Roofing paper is showing more ac- 
tivity and a good sales volume is ex- 
pected for the month. Prices are steady 
and stocks fair. 


Jobbers’ quotations 
f.o.b. New York: 

Roofing paper, No. 1, $1.15 per roll; 
No. 2, $1.40 per “roll, and No. 3, $1.65 


per roll. 
Tar felt, $1.89 per 
$1 per roll. 
Sheathing paper, 20-Ib. 
per roll; 25-lb. rolls, 77c. 


to retailers, 


roll; Slaters’ felt, 


rolls, 61le. 


per roll. 


Cloth Window Ventilators 
Receive Attention 


Dealers are showing fair interest for 
cloth window ventilators. Prices are 
not expected to change, and stocks are 
fair. 


Jobbers’ quotations to. retailers, 
f.o.b. New York: 

Window glass, A, all brackets, 85 
per cent; AA, all brackets, 85 per 
cent; B, first bracket, 88 percent; 


oversizes, 86 per cent; BB, all brack- 
ets, 88 per cent. 


These discounts must be taken 
from jobbers’ lists issued March 1, 
1913. 





66 HARDWARE AGE 


October 9, 1924 


Business Fair in Pittsburgh District— 
(,ood Demand for Seasonal Merchandise 


(Pittsburgh office of HARDWARE AGE) 

> J ARDWARE business in this district is fair. The 

retail trade persists in a policy of buying as 

needed and while purchases are frequent enough 
there is not a heavy volume. Seasonable items, such as 
guns and loaded shells, heating appliances and sheet metal 
for roofing repairs stand out in point of activity. Several 
price changes reached the trade in the past week. One of 
them, an advance in clathes wringers came as a surprise, 
because it was unexpected. Poultry netting prices and 
terms have been announced and from gossip in the trade, 
Pittsburgh distributors will profit less by a reduction in 
price incident to the revision in mill wire prices with the 
setting up of the several basing points than will those in 
other centers, notably in the West. Netting prices here- 
after are to be sold on an f.o.b. factory base instead of 
f.o.b. Pittsburgh, as formerly. Pittsburgh jobbers under 
the old order had a freight allowance, but this is no longer 
to be given them, and taking that into consideration, the 
reduction in prices so far as they are concerned is much 
less than is indicated in the new price schedules. Bicycle 
prices are cut out and show a drop of about 10 per cent. 
Steel wood screws have stiffened in price, the initial 
quotation of 75 per cent off list on the base sizes having 
given way to one of 72% per cent off list. Collections are 
fair in this district. 

While demand for steel appears to have improved in 
other producing districts, notably in Chicago, that is not 
the case in Pittsburgh and nearby producing centers. 
While abandonment of Pittsburgh as the sole basing point 
on steel has vanished so far as pipe and wire products are 
concerned, the fact that the American Sheet & Tin Plate 
Co. has set up Pittsburgh district and Chicago district 
prices on sheets and tin plate, has not yet clarified the 
situation with respect to these products. Independent 
sheet manufacturers for the most part still are holding 
to the Pittsburgh base method of quotation, pending some 
further study as to a plan of action. There is general 
complaint by independent sheet interests that the prices 
named for the Chicago district by the leading producer 


AUTOMOBILE ACCESSORIES.—New 
features are lacking in this line. If 
anything, business is even quieter than 
it usually is for this time of the year. 
There is some interest in anti-skid 


cent. 


an average decline of about ,10 per 


BOILER TUBES.—The 
welded tubes is badly demoralized, 


with steel concessions resulting from 


are too low to enable them to get into that district, and 
they do not just now seem inclined to seek business there 
in view of the large amount of freight they would have 
to absorb to meet the prices at Gary, Ind. There is no 
such feeling among independent wire manufacturers, who 
seem to have concluded that it is best to stay in the mar- 
ket rather than lose connections with trade that has 
taken years to build up. Youngstown Sheet & Tube Co., 
as the only company with a pipe plant in the Chicago 
district, has set up a basing on that product for that 
district, quoting $4 per ton over the Pittsburgh-Lorain 
base for Evanston, Ill., and Indiana Harbor, Ind., and $5 
over for delivery into Chicago, the extra dollar per ton 
to cover freight from mills into the city. 

Various opinions still are expressed as to the final 
results of this far-reaching disturbance to a mode of 
quotation that had been in vogue for many years and 
which lent a good deal of stability to the situation. The 
more common belief is that with prices on an f.o.b. mill 
base, business will become localized at least for the time 
during which consumers can get all the steel they want 
and as promptly as they want it from the nearest source 
of supply. Then, will come a return to conditions similar 
to those which have ruled during the Pittsburgh Plus 
period. The local mills will raise their prices to a point 
where outside mills can get in. It will be only in periods 
of very dull business that consumers will get much benefit 
from the change and in dull times under the old orders, 
consumers had the benefit of lower prices through the 
giving away of freight advantages by mills that needed 
business. 

In the distribution of recent steel orders, the Steel Cor- 
poration subsidiaries seem to have benefited more than the 
independents and the corporation as a whole is having a 
better operation than the independent companies averaged. 
It looks as though the unfilled order report of the corpora- 
tion for September would show a further increase, as it 
has received a good deal of railroad business and the 
other day got a big order for tin plate, which should help 
to swell the order book, cut by a lighter pipe business and 
large shipments against old business. 


bers now are quoting f.o.b. Cleveland 
on local business, but are holding to a 
Pittsburgh base on shipments made 
east or west outside of the local ter- 
ritory. Chicago for some time has had 
a separate basing with discounts the 


market for 








chains and alcohol, but as yet no ten- 
dency to buy either freely. The price 
of alcohol is high this year, with local 
jobbers getting 56c. to 59c. per. gal. 
in small lots. 

BATTERIES.—Fixing up radio sets to 
get the World Series returns is caus- 
ing a demand for good batteries. 
Prices show no particular change. 


Jobbers’ quotations to _ retailers 
f.o.b. Pittsburgh: 

Broken Unit 

Packages, Packages, 
Each Each 
SD oN a iad a ool $1.05 $0.97 
No eer 1.3% 21.23 
No ee 1.22 1.14 
aa ey 1.40 1.30 
ret 2.62 2.44 
No i ¢ideessuedas 2.62 2.44 
 *__ ae 3.33 3.09 
a Welles sbsenseoeus .42 .o9 
No. 6 dry cells, ignition type, $0.29 


each. 
BICYCLES. — Leading manufacturers 
have announced 1925 prices; they show 


the fact there is active competition for 
a share in a demand that is decidedly 
subnormal. Makers have not issued 
new cards, but are quoting as much 
as five fives beyond the card in their 
efforts to secure business. 


Card discounts in less than carload 
lots, f.o.b. Pittsburgh, foliow: 


Lapwelded Steel 


8 RSP yer rrr re ree 23 
Dee GPM sch etev- dese ncedvens 33 
IG geile ile bios as oe Bae a de. hs aoe 36 
Pee Ol ee ost assdeesanwiwers 3814 
Oe 8 eee 42 
Charcoal Iron 
CR cd tee id Skee pees eee ae +22 
GRE See Tee +12 
i Cn 6s 8ek'éewtvadwiewee® + 2 
ae: BP Bess cvccveescovtwcceess 3 
ek We Ms 0.406446.6904005 600068 3) 
BOLTS, NUTS AND _ RIVETS. — 


Abandonment of Pittsburgh as the sole 
basing point has made very little dif- 
ference in the situation. It is under- 
stood that Cleveland producers and job- 


Reading matter continued on page 68 


same as those at Pittsburgh, except in 
the case of rivets. Demands upon local 
jobbers are not particularly large or 
urgent. There is some irregularity in 
prices, because a good many jobbers 
placed contracts before prices advanced 
recently and are giving their trade part 
of the advantage. 


We quote out of jobbers’ stocks as 
follows: 

Machine bolts, small rolled threads, 
60 per cent off list; all sizes cut 
threads, 50 and 10 per cent off list; 
carriage bolts, small rolled threads, 
50 and 10 per cent off list; all sizes 
cut threads, 50 per cent off list; nuts, 
hot-pressed blank or tapped, 3.50c. te 
4c. off list; c.p.c. and t. blank or 
tapped, 3.50c. off list; rivets, small 
wagon and tinners, 60 and 10 per cent 


off list. 

BUILDERS’ HARDWARE. — Fairly 
good business is being done, but there 
are no claims that it is of unusual pro- 


portions. No price changes. 
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Eventhough acustomer 
thinks only of price 
when he buys, he thinks 
only of quality after he 
has bought. Insure your 
future good will by 
, supplying McKinney | 
: Hinges. 


McKINNEY MANUFACTURING COMPANY 
PITTSBURGH PENNSYLVANIA 
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CLOTHES WRINGERS.—Tlhlg Lovell 
Mfg. Co., Erie, Pa., has announced ad- 
vance in prices on hand wringers, now 
quoting three year grade at $3 and 
five year grade at $3.50. No reason was 
given for the advance, which came as 
a good deal of a surprise to the local 
trade. 


CONDUCTOR PIPE.—Demand still is 
reported by jobbers here, with 3-in. No. 
29 gage priced at $4.80 per 100 ft. out 
of jobbers’ stock. 


PAINTS AND VARNISHES.—Linseed 
oil and turpentine are slightly lower, 
but recent prices are holding on ready 
mixed paints and white lead. Demand 
for paint is remarkably good for this 
time of the year. 
Prices to retailers: 
Ready mixed paints, 
$2.85 per gal.; lower grade, $2.25; 
white lead, 14.75c. per Ib. in 100-Ib. 
lots; 10 per cent less in lots of 500 
lb. or more and an extra 5 per cent 
less for lots of a ton or more; turpen- 
tine, $1.03 per gal. in barrel lots; lin- 
seed oil, $1.12 per gal. in barrel lots. 
POULTRY NETTING.—New prices 
have been announced by leading man- 
ufacturers and show a slight decline 
from former prices, this in keeping 
with the recent revision in mill prices 
of wire products and the setting up of 
separate basing points incident to the 
abandonment of Pittsburgh as a sole 
basing point. Netting manufacturers 
also have abandoned the practice of 
quoting f.o.b. Pittsburgh and substitute 
f.o.b. factory, with no freight allow- 
ances whatever. The elimination of the 
freight allowance to Pittsburgh job- 
bers reduces the price reduction so far 
as they are concerned to a matter of 
about 2% per cent. 
SK ATES.—Fair demand is noted for 
roller skates, but it is not to be com- 
pared with the demand that usually 
exists in the spring. Ice skates have 
not yet begun to move. 


Jobbers’ prices to retailers: 
Roller Skates.—Union Hardware Co. 


best grades, 


STATEMENT OF THE OWNERSHIP, 
CULATION, ETC., 


MANAGEMENT, CIR- 
REQUIRED BY THE ACT OF 


HARDWARE AGE 


line, No. 2, 65c. per pair; No. 3, 75c.; 


No. 10, $1.05; No. 6, $1.50. Winslow 
line, No. 38%, $1.50; No. 38, $1.60. 
Ice skates, Winslow line, No. 2119, 


82c.; No. 2110 L.S., $1.15; No. 2120, 
$1.20; No. 2120 L.S., $1.40. 

STEEL AND IRON PIPE.—Fair de- 
mand is reported for smaller sizes of 
wrought iron and steel pipe, but it is 
proving no tax upon the ability of job- 
bers to supply it. Prices of steel pipe 
favor buyers despite the fact that mill 
prices established early in 1923 are 
holding well except to the extent they 
will be modified by the extra basing 
points set up in connection with the 
abandonment of the sole Pittsburgh 
point. Jobbers loaded up pretty heav- 
ily in the fore part of the year and 
now are trying to convert stock into 


cash. In lots of a carload or more, job- 


bers are quoting the mill base. Rail- 
roads recently reduced the minimum 
carloading from 46,000 Ib. to 36,000 lb. 
Discounts on full weight steel 
and wrought iron pipe out of Pitts- 


burgh jobbers’ stocks in less than 
carload lots follow: 


FULL WEIGHT PIPE 
Steel 
Butt Weld 


Black Galv. 
NS, ail ce ok i ee ee 38 11 
a Ce MGR. ccc medewe cen 44 17 
DP sec dusts ceneeeebiede 49 3 
I i i ad Dl 53 40 
Sy ere DD 42 
Lap Weld 
ee ew Mew 48 35 
2% PG osavvsscndeten 52 39 
P PM cctadeeateaneke du 7 33 
iL 4& | eee 45 31 
ie ee BR, sc ewés wh weue eae 44 30 
Iron 
utt Weld 
Black Galv 
ee FO er eee +22 +52 
2. ~q [osu ceaeeunseeeceunwe 11 +11 
iat beaeetaee hele kee 17 + 2 
. rn Wg ne Sa List 
Lap Weld 
ER aren ee ee Ri ear S 12 +. 6 
DM. cvttaedsheebu eee ee ts 15 + 2 
SS Re eer 17 List 
ee SSL 6 nck cara 13 + 4 
STOVE PIPE AND ELBOWS.—Sea- 


sonably brisk demand is noted, with 
prices holding firm. 
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Phillips, 
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We quote polished blue nested 
stove pipe from Pittsburgh ware- 
houses, No. 28 gage, 6 in., $15.65 per 
100 joints; elbows, 1.54 per doz. 
Nickeled stove pipe, 4 in., 85c. per 
joint; elbows, 75c.; collars, 40c. 

TIN AND TERNE PLATE.—Demand 
still is reported as good and a large vol- 
ume of material is moving from job- 
bers’ warehouses in connection with 
fall roofing activities of the farmers 
and the fact that furnace builders are 
getting the usual run of business com- 
mon to this time of the year. 


We quote roofing ternes, 40-lb. I-C., 
$22.50 per box 112 sheets, 20 x 28-in., 
from jobbers’ warehouses; furnace 
plate, 20 x 28-in., $13.50 per 100 Ib. 


WIRE PRODUCTS. — Independent 
manufacturers have quite generally 
gone along with the plan of basing 
points recently announced by _ the 
American Sheet & Tin Plate Co., and 
so far as wire products are concerned 
the transition from f.o.b. Pittsburgh 
base to basing points at several points 
of production is an accomplished fact. 
Pittsburgh jobbers and retailers profit 
very little from the change, but those 
in other districts do. Working out all 
of the details of the change is taking 
time, however, and as yet the jobbers 
are somewhat confused as to new sell- 
ing prices except on the commoner 
products such as nails and plain wire. 


Jobbers quote retail trade from 
stocks as follows: roils 

Wire nails, $3.10 to $3.15 base, per 
keg: galvanized, 2-point cattle wire, 
$3.15 per spool; galvanized, 2-point 
hog wire, $3.35 per spool; galvanized 
4-point cattle wire, $3.35 per spool; 
galvanized, 4-point hog wire, $3.65 
per spool; No. 9 annealed fence wire, 
$3 per 100 lb.; No. 9 galvanized fence 
woven wire 


wire, $3.50 per 100 Ib.; 
fence, 7 bar, 26-in., No. 11 gage, 
$27.12 per 100 rods; same size, all 


No. 9 gage, $36.14. 
WOOD SCREWS.—Steel wood screws 


have been advanced by some makers, 
the initial discount of 75 per cent off 
list for base sizes having been replaced 
by one of 72% per cent off list. 


W. I. Ralph, 231 West 39th 
Bronxville, N. Y.; Olive 
Y.; *Root Securities Corporation, 239 West 


<a 











CONGRESS OF AUG. 24, 1912, 


Of HARDWARE AGE, published weekly at New York, N. Y., for 
Oct. 1, 1924. State of New York, County of New York, ss. 

Before me, a Notary in and for the State and county afore- 
said, personally appeared E. P. Beebe, who, having been duly 
sworn according to law, deposes and says that he is the As- 
sistant Treasurer of the Iron Age Publishing Co., publisher of 
HARDWARD AGE, and that the following is, to the best of his 
knowledge and belief, a true statement of the ownership, man- 
agement (and if a daily paper, the circulation), etc., of the 
aforesaid publication for the date shown in the above caption, 
required by the Act of Aug. 24, 1912, embodied in section 443, 
Postal Laws and Regulations, printed on the reverse of this form, 
to wit: 

1. That the names and addresses of the publisher, editor, man- 
aging editor and business managers are: Publisher, Iron Age 


Publishing Co., 239 West 39th Street, New York: editor, Llew 
S. Soule, 239 ‘West 39th Street, New York: managing editor, 
Llew S. Soule, 239 West 39th Street, New York: business man- 


ager, George H. Griffiths, 239 West 39th Street, New York. 

2. That the owner is: (If the publication is owned by an indi- 
vidual his name and address, or if owned by more than one 
individual the name and address of each, should be given below ; 
if the publication is owned by a corporation the name of the 
corporation and the names and addresses of the stockholders 
owning or holding one per cent or more of the total amount of 
stock should be given.) United Publishers Corporation, 239 
West 39th Street, New York. Stockholders, United Publishers 
Corporation, 239 West 39th Street, New York: James Artman, 
4538 Chestnut Street, Philadelphia, Pa.: George H. Buzby, 19th 
and Walnut Streets, Philadelphia, Pa.; John C. Curtiss, London, 
England; Fritz J. Frank, Pleasantville, N. Y.; Mabel M. Grif- 
fiths, Montclair, a J.: W. H. Lindsey, 508 West 112th Street, 
New York: J. H. McGraw, Jr., 10th Avenue and 36th Street, 
New York; Elizabeth S. Mekeel, Montclair, N. J.: C. . Mussel- 
man, Merion, Pa.: A. C. Pearson, Upper Montclair. N. J.; Lelia 
C. Pearson, Upper Montclair, N. J.; Charles G. Phillips, Upper 
Montclair, N. J.; Charles Swayne Phillips, Upper Montclair, 
N. J.; Publishers Securities Co., Montclair, N. J.: Jennie M. 


39th Street, New York; Winifred Root, 2 West 67th Street, New 
York; Charles T. Root, 2 West 67th Street, New York; Elizabeth 
S. Root, 2 West 67th Street, New York; G. E. Sly, 630 West 
141st Street, New York; Velma S. Stevens, 325 West End Ave- 
nue, New York ; W. H. Taylor, Upper Montclair, N. J.; Everit 
B. Terhune, Boston, Mass.; M. z. Swetland, trustee for Grace E. 


Swetland, Redlands, Cal. 
Securities Co.; Velma S. Stevens, 


Stockholders, Publishers 
325 West End Avenue, New York; M.z J. Swetland, trustee for 
Ruth S8. Kane, Montclair, 


Grace E. Swetland, Redlands, Cal. 
N. J.; Dorothy S. Johnson, New Tork. 
Stockholders, Root Securities Corporation: F. T. Root, Bronx- 


ville, N. Y. George F. Root, Bronxville, N. Y.; Ralph Root, 
Brooklyn, N. Y.; Winifred Root, New York; Royal P. Root, New 
York; Esther S. Root, New York; Waldo Root, New York. 


3. That the known bondholders, mortgagees and other security 
holders owning or holding 1 per cent or more of total amount of 
bonds, mortgages or other securities are: (If there are none, so 
state.) None. 

4. That the two paragraphs next above, giving the names of 
the owners, stockholders and security holders, if any, contain 
not only the list of stockholders and security holders as they 
appear upon the books of the company but also, in cases where 
the stockholder or security holder appears upon the books of the 
a ee A as trustee or in any other fiduciary relation, the name 
of the person or corporation for whom such trustee is acting, is 
given: also that the said two paragraphs contain statements 
embracing affiant’s full knowledge and belief as to the circum- 
stances and conditions under which stockholders and security 
holders who do not appear upon the books of the company as 
trustees, hold stock and securities in a capacity other than that 
of a bona fide owner; and this affiant has no reason to believe 
that any other person, association or corporation has any in- 
terest direct or indirect in the said stock, bonds or other securi- 
ties than as so stated by him. 

E. P. BEEBE, Assistant Treasurer. 

Sworn to and subscribed before me this 23rd day of September, 


1924. Julia C. H. Allen, Notary Public, New York County. 
Clerk’s No. 51, Register’s No. 5006. (My commission expires 
March 30, 1925.) 
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Botts Copy 


Slidetite offers every hard- 
ware dealer an unusual 
opportunity for extra pro- 


fits. Write today for 
Catalog A-29, which gives 
full particulars of Slide- 
tite for all types of garage 
doorways. Your custom- 
ers will find it a useful 
buying guide. 
































No ‘Slamming Doors with Slidetite 


One of the chief objections to swinging garage doors is their 
tendency to become unmanageable on windy days. Slam- 
ming doors are not only annoying but dangerous, for 
they are a common cause of personal injury and damage to 
lamps and fenders. 


Swinging garage doors have other disadvantages, too. They 
soon begin to sag and bind, and in winter are easily blocked 
by ice and drifted snow. 





Garage Door Hardware 


provides a doorway without a single fault. For S/:detite equipped doors 
slide inside, away from ice and snow, and fold flat against the wall 
where the wind can’t slam and bang them. 


S/idetite equipped doors are suspended from above, making sagging and 
binding impossible. They slide so smoothly on their overhead track 
that a child can open or close them. Yet they fit the opening snugly 
when closed, securely sealing the garage against wind, rain and cold. 


S/idetiteis the only practical door-hanging system of openings of any width 
up to thirty feet. Even in doorways of this extreme width, Slidetite pro- 
vides a clear, postless opening. 


Exclusive manufacturers of “AiR-Way”—the original sliding-folding window hardware 





New York 
Boston 
Philadelphia 
Cleveland 
Cincinnati 
Indianapolis 
St. Louis 






Wee panies Pp 
od «ee 








Chicago 
Minneapolis 
7 : ) Omaha 
AHanever torany Door that Slides . Kansas City 
AURORA, ILLINOIS.U.S.A. Los Angeles 
RICHARDS-WILCOX CANADIAN Co., LTD. ——— 
Winnipeg LONDON, ONT. Montreal 
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Cooler Weather Helps Sales in Twin Cities— 
Improvement in Re-ordering for Fall 


(Minneapolis Office of HARDWARE AGE) 
’ YRADE in this market center seems to be steady, and 
is showing some effects of the approach of the colder 
Fall stocks have quite generally been 
shipped out to the merchants, and are fully up to the 
While not large, in the 
sense that stocks were considered some time ago, they are 
well chosen, and with the frequent re-orders in practice 
today, they will serve the country to its capacity. 
October is considered the month in which the cleaning 
up of accounts will take place, and it is expected that a 
large number of old accounts will be paid down toward 
The farmer’s dol- 
lar is bringing more than for several years, and his crops 


months. 


expectation earlier in the season. 


elimination, if not entirely wiped out. 


ASH SIFTERS.—Call for ash sifters in 
a retail way is still light. First stocks 
are being shipped to the dealers. Stocks 
are well filled and prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wood square ash 
sifters, $2.00; metallic round, $3.00, 
and wood barrel, $6.00 per doz. 


AXES.—Sales of axes begin to show 
some increase. There is a call in the 
larger cities for small axes and 
hatchets for cutting kindling wood. 
Stocks are well filled and prices are 


steady. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single bit axes, 
base weights, $14; double bit axes, 


base weights, $19. 
BALE TIES.—Call for bale ties is 
very good, as baling is progressing. 
Stocks are large and prices remain un- 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single loop bale 
ties at 70-5 per cent from list. 


BOLTS.—Stocks are in good condition, 
and sales, especially to the country, are 
very satisfactory. Prices have been re- 
vised upward. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carriage bolts at 
60 per cent, machine bolts at 60-5 


per cent, stove bolts at 75 per cent, 
and lag screws at 60-10 per cent from 
standard lists. 


BATTERIES.—With the coming of the 
fall and winter months batteries of all 
kinds show better sales. Radio bat- 
teries are beginning to sell more brisk- 
ly, and ignition dry cells are more in 


demand. Stocks are well filled in an- 
ticipation of excellent sales. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 6 dry cells, 
ignition type, case lots, 29 cents 
each; radio “‘B” batteries, unit pack- 
age quantities, No. 766, $1.30 each, 
No. 764, $1.14 each, No. 767, $2.44 
each, No. 772, $2.44 each, No. 770, 
$3.09 each; radio ‘“‘C’’ batteries, No. 
771, 39 cents each. 

BRADS.—Sales are fair, building pro- 





ceeding at an even rate. Stocks are 
well assorted and prices remain un- 


changed. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wire brads in 25 


Ib. boxes at 70-10 per cent from lists. 
BUILDERS’ HARDWARE.—There is a 
steady call for hardware for houses of 
small and medium class, these types 
being practically the only ones under 


tention. 


construction. Business blocks and pub- 
lic buildings have been awaiting a more 
settled condition. In all parts of the 
larger cities, and especially in the out- 
lying districts, and in the smaller cities 
and towns, there has been a certain 
amount of building. There are some in- 
dications that building will resume in 
the rural communities this fall. 


CHURNS.—Call for churns is fair, with 
stocks in good condition. Prices show 
no change. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Barrel churns at 
40 per cent from lists. 


COAL HODS.— There is some move- 
ment of coal hods from jobber to dealer, 
although the heavy sales have not yet 
started. Stocks are well filled and 
prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Japanned open 
coal hods, 17-in., $3.40; 18-in., $3.80; 
japanned funnel, 17-in., $4.30; 18-in., 
$4.70; galvanized open, 17-in., $4.75; 
18-in., $5.25; galvanized funnel, 17-in., 
$5.90, and 18-in., $6.35 per doz., net. 


COASTER WAGONS.—Sales are show- 
ing some decline in a retail way, and 
jobbers’ stocks are graded down ac- 
cordingly. Prices are steady as quoted. 


We quote from jobbers’ stdécks, 
f.o.b. Twin Cities: Auto wheel coast- 
er wagons No. 60, $5.50 each; No. 61, 
$6.44 each; No. 62, $7.03 each; No. 638, 
$7.22 each. Overland coaster wagons, 
33% per cent from factory lists; all 
steel coaster wagons, 50 per cent 
from list. 
DAMPERS.—Furnace repairs are un- 
der full swing, the tardy ones urging 
prompt action on the part of the re- 
pairers. There is a growing call for 


stove pipe dampers, and stocks are car- 





ried accordingly Prices have not 
changed. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Cast iron, wood 
handle, 6 in. dampers at $1.40 per 


dozen, net. 
EAVES TROUGH, CONDUCTOR PIPE 
AND ELBOWS.—Repair work is fur- 
nishing the bulk of the demand for this 
line of materials. Stocks are in good 
condition and prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Eaves trough, lap 
joint, single bead, 5-in., $5.00 per 100 
ft.: 3-in., 28 gage conductor pipe, 
$5.25 per 100 ft.; 3-in. conductor el- 
bows, $1.55 per doz., net. 


FIELD FENCE.—While there has been 
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are much heavier. 
the first killing frosts, and in others will turn out fairly 
good. This is the last crop that was in question as to 
its yield in the Northwest, and in many localities in the 
southern part of the territory will run as high as 70 to 
80 bushels to the acre, which at present prices will give 
excellent returns. 

Trade varies in the different localities. 
districts there is a good trade, as the farmers are engaged 
in repairing and making ready for winter. 
dealers in the larger cities claim that trade is only average. 
There is no large building in the cities at present, and 
small house building continues to hold the center of at- 


Corn in many localities has escaped 


In the rural 


Some of the 


a change in the price of fence wire in 
this market there has peen no revision 
of the price of field fence to date. 
Farmers are again buying better in this 
line, making their repairs and changes 
in fences for the year. Stocks are large 
enough to care for orders for this year. 
We quote from jobbers’ stocks, 

f.o.b. Twin Cities: 26-in. woven wire 

hog fence, $42.14 per 100 rods, net. 
FILES.—There is a good demand for 
files, shops and factories taking their 
share, and the sales in a retail way, 
especially to the garages and in the 
farming communities, being good. 
Stocks are in good condition and prices 
show no change. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: First grade files 
at 50 per cent, and second grade files 
at 60-10 per cent from lists. 


GALVANIZED WARE.—Sales show 
some improvement, especially for pails. 
Stocks are in well assorted condition 


and prices are unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard No. 1 
galvanized tubs, $6.40 per doz.; No. 2, 
$7.15 per doz.; No. 3, $8.40 per doz.; 
heavy galvanized tubs, No. 1, $12: 
No. 2, $13.25; No. 3, $14.50; Standard 
galvanized pails, 10-qt., $2.25; 12-qt., 
$2.40; 14-qt., $2.75; 16-qt. stock pails, 

- 18-qt., $5.25 per doz. 
GLASS.—tThe real call for glass in a 
retail way has not yet started, as it 
takes some real snappy weather to start 
the repairs on windows. Stocks are 
well filled awaiting this time. Prices 
show no change. 

We quote from 
f.o.b. Twin Cities: 
ule prices, single strength window 
glass at S83 per cent, and double 
strength, 8&5 per cent from lists. 

HAMMERS AND HATCHETS.—Sales 
are improving in the tool line to some 
extent, especially in the farming com- 
munities. It is apparent that the de- 
mand is for the popular priced articles 
in tools, however. Stocks are well as- 


sorted and prices are steady as quoted. 
We quote from jobbers’ _ stocks, 
f.o.b. Twin Cities: Carpenters’ ham- 
mers, Maydole No. 11%, $11.40; 
Plumb HFS81, $10.50; Riverside No. 
611%, 12; Plumb Broad Hatchet No. 
2, $14.45: Plumb shingling No. 2, 
$11.20; Plumb claw No. 2, $12.50 per 
doz. 


LANTERNS.—Sales of lanterns are 
showing up much better, as the shorter 
daylight hours are forcing more work 


stocks, 
sched- 


jobbers’ 
Minnesota 
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> FLAT PACKET 














Loaded in half a min- 
ute. Forms always in 
alignment. 




















Only one flat packet 
for any number of 
forms in the set. 





The flat audit strip which au- 
tomatically folds into the front 
compartment. Takes only the 
space of two checks. 





Mounted on a cash drawer, 
Wiz insures the cash balancing 
every night for you cannot 
open the cash drawer without 
isssuing a check. 





Makers of au 
ters since 1893. nators 

of the sales book industry in 1884. 
and forms using carbon paper. 


Pioneers in the manufacture of books, machines 





You, Too, Can Make 
an Easy Matter of Records 


_ Providing good, accurate, telltale records 


easily, is the aim of every business man. 
Accurate records, cumbersome to make, 
will not do, and easily made records, but 
inaccurate, are worse than nothing. 


The Wiz Flat Packet Register makes 
any handwritten business forms, requir- 
ing one or more copies, quicker, easier 
and better. All you do is write the entry, 
turn the crank and tear off a set of tick- 
ets. This places the next set ready for 
the next entry. 


Wiz loads with only one flat packet of 
printed forms instead of three or more 
rolls. This load consists of long strips 
of printed forms delivered to the user in 
a flat packet with any number of forms 
in the set on different colored papers. 
You can load a Wiz Register in half a 
minute. 


All copies issue from the register, or one 
(or more) refolds automatically into the 
tamper proof compartment to be used for 
posting, auditing or to recapitulate totals 
for a daily summary of your whole busi- 
ness and how it stands at the end of each 
day. This record is a connected history 
of the day’s business as easy to refer to 
as the pages of a book even while still 
in the register. 


Wiz packets (the loads) reach you flat, 
go into the register flat, issue flat, refold 
flat, file flat and lie flat while posting or 
auditing. 


Send to-day for our new booklet “Doing 
It Easier, Better, Quicker.” It’s free and 
contains much information you will want 
to know. 


American Sales Book Company, 14., Elmira, N. Y. 


West of the Rockies -°* 
Pacific Manifolding Book Co. Pacific Coast Sales Book Co. “ <p 
Emeryville, Cal. Los Angeles, Cal. “ acs * 
In Canada oo ist aia 
F. N. Burt, Company, Ld. - a of ne ona 
Toronto, Can. - og Ue nearest p ant 
AS nO American Sales Book Company, Ld. 
- |O ™M Elmira, N. Y 
—<O F. N. Burt Company, Ld. 


: Name 


a Pacific Manifolding Book Co. 
| Emeryville, Cal. 
| 


Toronto, Canada 
Pacific Coast Sales Book Co. 
Los Angeles, Cal. 


,U Send me your new booklet, “Doing It Easier, 
Better, Quicker.” ‘ 

, C) Tell me what Wiz Flat Packet Register can do 

for my business. 


Dept. 7250 
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by artificial light. It is noted, how- 
ever, that electricity is making a dif- 
ference in many communities in the 
sale of lanterns. Stocks are full in ex- 
pectation of good sales, and prices have 
not changed. 
We 
f.o.b. 


quote from jobbers’ stocks, 
Twin Cities: Dietz tubular lan- 
terns, long or short globe, $13 per 
doz.; Embury lanterns, No. 210, $7.75 
per doz.; No. 240, $12.75 per doz.; 
No. 130 Midget vehicle lanterns, $17 
per doz. 


MILK CANS.—With the growth of the 
dairying activities in this territory 
there is a steady demand for milk cans. 
Stocks are in good condition, with no 
change in prices. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Railroad 5-gal. 
milk cans at $2.60 each; 8-gal. at 
$3.10 each, and 10-gal. at $3.20 each. 


N AILS.—As stated in the beginning of 
this report, the effect of the changes 
made by the discontinuance of Pitts- 
burgh plus evidently has had some effect 
on the prices of nails and wire in this 
market. The base of quotation is now 
Duluth for nails, which makes a lower 
price. Stocks have been carried as 
light as consistent with demand. There 
seems to be some increase in the call 
for nails, due to fall building opera- 


tions. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire 
nails at $3.50 base, and cement 
coated wire nails at $2.90 base per 
keg. 


OIL HEATERS.—tThere is a growing 
demand on the part of the public for 
oil heaters, as the cool nights make 
homes uncomfortable without heat. 
Stocks are well filled and prices show 
no change. 


We quote from 
f.o.b. Twin Cities: 
at $3.66 each, and 
each, net. 


PAINTS.—Sales of paints from the 
jobbers’ angle is practically over for 
this year, although there will be a cer- 
tain amount of fill in orders from the 
dealers. There is a fair call for paints 
in a retail way, as people are making 
repairs for the colder months. Prices 
show no change. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: First grade house 
paints at $2.80 per gallon and second 
grade at $2.10 per gallon. White lead 
in 100-lb. packages is now $13.13 per 
cwt., net. 


PUTTY.—tThis is a companion stock to 
glass and sales have not yet received a 
real start for fall. Stocks are full, 


jobbers’ stocks, 
No. 12 oil heaters 
No. 016 at $5.32 
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awaiting the call, and prices have not 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Strictly pure put- 
ty in 50-lb. drums at $4. 60 cwt., and 
in 25-lb. drums at $4.75 cwt. 


GLASS OVEN WARE.—Sales are 
showing up well in this line, with stocks 
well filled for the fall demand. Prices 
have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 101 casser- 
oles, $1.33; No. 197 casseroles, $1.17; 


No. 202 pie plates, 50c.; No. 210 pie 
plates, 67c.; No. 212 bread pans, 60c.; 
No. 12 tea pots, $1.67; No. 24 tea 


pots, $2.00 each, and No. 36 tea pots, 
$2.33 each, net. 


REGISTERS.—The greatest call for 
registers is for repairs and replace- 
ments. Stocks are well filled for this 
trade. There is no change in price. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Cast steel regis- 
ters at 33%, per cent from lists. 


ROPE.—Sales of rope are steady, al- 
though not heavy. Stocks in retail 
stores are inclined to be light. There 
has been an unward revision in the 
price of both manila and sisal rope. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Manila rope at 
21% cents per pound base, and sisal 
rope at 18% cents per pound base. 

SANDPAPER.—Sales are at a fair 
rate, with stocks well filled. Prices are 
holding steady as last quoted. 

We 
f.o.b. 
per ream, $5.85; 
per ream, $5.25; 
per ream, $16.50. 


SASH CORD.—tThere is a nominal call 
for sash cord, with the greatest demand 
from small homes. Stocks are in good 
condition and prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grades No. 
8, S6c. per Ib.; ordinary grades No. 
8, 56c. per Ib. 


SASH WEIGHTS.—tThis item goes with 
the previous one and sales are only fair. 
Stocks are heavy enough to care for all 
calls and prices are firm as quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Cast iron sash 
weights at $2.35 cwt., net. 


SOLDER.—Sales are fairly good, as re- 
pair work is going forward at a fair 
rate. Some sheet metal contractors re- 
port a very good business, and others 
are finding work slack, depending on 
whether they engage in repair work or 
not. Stocks are well filled. Prices have 
declined. 
We 
f.o.b. 


quote from jobbers’ stocks, 
Twin Cities: Best grade No. 1 
second grade No. 1 
Garnet paper No. 1 


jobbers’ 
Warranted 


stocks, 
half 


quote from 
Twin Cities: 
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and half solder at 33% cents per 
pound, strictly half and half solder at 
31% cents per pound, and Dutch 
Boy solder in 100 lb. lots at 33% 
cents per pound. 
STEEL SHEETS.—Demand is showing 
some slight improvement, with stocks 
in good condition. Prices are steady as 
last quoted. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 28 ga. galvanized 
sheets at $5.85 cwt., and 28 ga. black 
steel sheets, $4.75 ewt. 

TIN PLATE.—Call is fair, with stocks 
well assorted. Prices show no change. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Furnace coke, 
ICL, 20 x 28 at $14.25 per box, and 
IC roofing tin, 20 x 28-lb. coating, 

$14.60 per box. 
WEATHER STRIP.—Retail sales are 
not well started as yet, but dealers are 
preparing for a good business. Stocks 
are well filled in anticipation of this 
trade. Prices show no changes. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wood and felt 
weather strip, %-in., $1.85; %-in., 
$1.85, and 1-in., $2.60 per 100 ft., net. 

WIRE.—Sales are somewhat improved 
in fence wire, as the farmers are build- 
ing and repairing their fences, after 
completing their harvest. Stocks are 
in good condition. Prices in this line 
show the effect of the change in base 
point, being lower. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Barbed painted 
cattle wire at $3.20 per 80 rod spool; 
barbed painted hog wire at $3.40 per 
S0,rod spool; barbed galvanized cat- 
tle wire at $3.39 per 80 rod spool; 
barbed galvanized hog wire at $3.61 
per 80 rod spool; No. 9 smooth black 
wire at $3.50 cwt., and galvanized 
smooth No. 9 wire at $3.95 cwt. 


WRENCHES.—tThere is a fairly good 
sale for wrenches in the general retail 
trade, with shops and garage trade tak- 
ing their share. Stocks are in good 
condition to meet the call. Prices are 
steady and firm as last quoted. 


We quote from jobbers’ _ stocks, 
f.o.b. Twin Cities: 

Agricultural wrenches, 65 per cent; 
Coes’ wrenches, 40-10 per cent; en- 


gineers’ wrenches, 62% per cent from 


new lists; knife handle wrenches, 
40-10 per cent; Stillson and Trimo 
wrenches, 60 per cent: Snap-on 
wrenches in sets, Master Service No. 
101, $15.25: No. 202, $8.80; No. 404, 
$8.75; No. 505B, $3.40: No. 50 radio 


and electrical set, $4; No. 101 Master 
Service Set, $15.25: No. 202 Heavy- 
Duty Set, $8.80; No. 303, Ford Mas- 


ter Service Set, $14.85; No. 404 Flex- 
ible Socket Set + No. 505B 
Screwdriver Blades, $3.40; No. 900 


Set square socket, $3. 70, less 40 per 


cent. 








The Little Things That Count 


6¢ J HAD to hire a stenographer the other day,” 


By Crosby 


Jackson 


said the sales manager of a big chemical company re- . 


cently, “and I had the typewriter people sena along a bunch of them for me to look over. 
“I interviewed tall ones and short ones, thin ones and fat ones, but I couldn’t seem to find one who fitted 


just my ideas of what I wanted. I always hate to hire in haste and fire at leisure. 


not fair to the girls. 


“Finally along came quite a pleasing looking little girl. 


almost signed her up. 


It’s inefficient and it’s 


I talked with her for a minute or two and had 
She was bright and intelligent looking and seemed to want the job pretty badly. 


Then I just happened to ask her how long it had taken her to learn stenography. 


‘“c ‘Oh, not very long,’ she replied. 


“That was enough. 


bunch of facts and asked you to put them together yourself 2’ 


of a job literally as well as figuratively.” 
It’s the little things that count. 


‘The first week they learned us the characters and then 
I just thought to myself, ‘Wouldn’t you turn out a fine letter if I gave you a 
That young lady certainly talked herself out 
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Are you selling china? 


The four patterns shown 
above are from our stock of 
English Porcelain. Reading 
from left to right, these pat- 
terns are: 


Marcella 
Somerset 
Vincent 


Rushden 


We also have a number of 
new and distinctive patterns 
in American Porcelain, Jap- 
anese, Bavarian and French 
China that are receiving the 
approval of discriminating 
buyers. 


ORE and more every day is the China Depart- 
ment becoming a recognized factor in the 
organization of the modern hardware store. A few 
years ago chinaware was looked upon as ah innova- 
tion in. the hardware trade—something for only the 
very big stores in the very big cities. 


But wide-awake hardware merchants in the smaller 
towns “tried it out”—and they found that china, in 
addition to being a big moneymaker in itself, opened 
up a brand-new field of merchandising opportunity. 


Are you selling chinaware?... With Fisher-Bruce 
Service it does not take a whole lot of money or a 
whole lot of space to operate a profitable china de- 
partment. We do the warehousing for you. 


And, we can offer you the exclusive selling rights on 
some very fine patterns in imported and domestic 
china and porcelain if your town is not already 
closed. Write us for details. 


FISHER, BRUCE & CO. 


Importers and Wholesalers 


Sales Office: 219-221 Market Street, Philadelphia 
Warehouses: 225 Church Street; 210-212 Filbert Street 
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Continued Improvement in Cincinnati Market 


—September Sales Ahead of August's 


Cincinnati Office of HARDWARE AGE 
SG provement business has shown a noticeable im- 
provement over August’s, and indications point to the 
fall trade this year being fully equal to, if not ahead 


of that of last year. 


There is little price changing, though the trend is un- 
doubtedly upward. However, it is not expected that any 
Buying is still cautious, 
but the depleted condition of dealers’ stocks is expected 
to make for steady volume, and with seasonable weather 
the trade believes that the year will close profitably. 

At the present moment, buying of accessories is rather 
slow, but future orders have been booked in good volume. 
In fact, this is the one branch of the trade where buying 


radical changes will be made. 


ALARM CLOCKS.—Prices steady, de- 
mand fair and stocks ample at this 
time. 

AXES.—Fall buying improving, prices 
steady, and stocks adequate. 
AUTOMOBILE ACCESSORIES.—Cur- 
rent buying light, but winter acces- 
sories moving well. Prices steady. 
Denatured alcohol has been advanced 
3 cents per gal. the quotation now 
being 55 cents per gal., with $6 charged 
for drum. Jobbers’ stocks in good 
shape, but tires still scarce. 


BOLTS AND NUTS.—Prices much 
firmer, due to advances by manufac- 
turers, but no changes made by job- 
bers as yet. Demand improving, and 
stocks ample. . 


We quote from Cincinnati jobbers’ 
stocks: Machine bolts, large, 50 and 
10 off; small, 50, 10 and 10 off; car- 
riage bolts, large, 50 and 10 off; 
small, 45 and 10 off: stove bolts, 70 
and 10 off; semi-finished units, iE 
and smaller, 75 off; large sizes, 


BUILDERS’ HARDWARE.—Deman‘] 
keeping up well for this season, and 
if weather holds good will undoubtedly 
stay good through the fall months. 
New construction work appearing in 
fair volume, with a number of big proj- 
ects ready to break requiring a large 
aggregate volume of builders’ hard- 
ware. Prices are steady, but un- 
changed, and stocks in good shape. 


EAVES TROUGH AND CONDUCTOR 
PIPE.—Roofers are very busy on re- 
pair work, and the demand for trough 
and pipe is heavy. Stocks in good 
shape and prices steady. 


We quote from Cincinnati jobbers’ 
stocks 28-gage, 5-in. eaves trough, 
$4.50 per 100 ft.; 28-gage, 3-in. corru- 
gated conductor pipe, $4.65 per 100 
ft.; 3-in. corrugated conductor el- 
bows, $1.51 per doz. 

FILES. — Increasing manufacturing 
operations reflected in improved de- 
mand for files from metal working 
industry. Stocks ample and prices 


steady. 


has been good. Probably expectation of advancing prices 
of auto accessories, following a well defined trend toward 
high prices of passenger cars, accounts for the freer 
manner in which dealers are covering. There has at 


times been a shortage of accessories, particularly the 


We quote from Cincinnati jobbers’ 
stocks: Disston files, 60 and 10 off; 
Northwestern and Silver King, 65 off. 


GALVANIZED WARE.—Garbage cans 
and coal hods moving well but other 
items not so active. Stocks are in 
good shape and prices steady. 


HAMMERS AND HATCHETS.—De- 
mand steady and prices strong. 


We quote from Cincinnati jobbers’ 
stocks: Hatchets No. 2961, $11.20 doz.; 
hammers, No. 81, $10.50 doz.; Boy 
Scout axes, $11.50 doz. 


HANDLES (AGRICULTURAL).—De- 
mand very brisk, prices steady and 
stocks in fair shape. Farm implement 
dealers report more business this fall 
than for some years past. 


We quote from Cincinnati jobbers’ 
stocks: Hay fork handles, 5% ft. 
straight, $3.35 doz.; 6 ft. straight, 
$4.35 doz.; 7 ft. straight, $6.50 doz.; 5 
ft. bent, $3. 35 doz.: 6% ft. bent, $3.95 
doz.; 6 ft. bent, $5 doz.; Long manure 
forks, $2.85 doz.; D-shovel handles, 
$6 doz.; D-shape handles, $5.85 doz. 


IRON AND STEEL.—September the 
best month since May, and business 
continues to increase. Prices are 
steady and stocks in fair shape. 

We quote from Cincinnati jobbers’ 


stocks: Iron and steel bars, 3.30c.; 
plates and shapes, 3.40c.; hoops, 
4.35c.; bands, 3.95c.; cold-rolled 
rounds, 4.05c. ; cold-rolled flats, 


squares and hexagons, 4.55c. 
LANTERNS.—Jobbers report 4 fair 
volume of orders, especially from coun- 
try districts, where buying had been 
slow. Prices unchanged, stocks ade- 
quate. 


We quote from Cincinnati agp oon 
stocks: Supreme No. 210, $7.75 doz. 
Supreme, No. 240, $12. 75 doz. ; 130 
Midget vehicle lantern, ne lens, iron 
clamp, enameled, B. E. lens, $17. doz. ; 
167 Supreme, $12.75 doz.; 100 Supreme 
Electric, $15 doz.; Monarch, $18 doz.; 
Monarch, ruby glow, $10 doz.; D-Lite, 
$13 doz.; Little Wizard, $3.50 doz.; 
Blizzard. No. 2, $13 doz.: Blizzard, 
brass font and top, $18 doz.; Buck- 
eye Dash, $14 doz.; Railroad, No. 39, 
$15 doz. 


NAILS.—Demand_ steady, prices 
stronger and stocks in good shape. 


We quote from Cincinnati jobbers’ 
stocks: Common wire nails, $3.30 per 








Coming Next Week! 


Another cutlery article by John Cassin, a recognized authority on 
cutlery merchandising. Watch for it! 








Reading matter continued on page 76 


smaller sizes of tires, and other items have been hard to 
get, too, so that the trade believes in taking time by the 
forelock and laying up stores against possible interrup- 
tions to a constant supply. 

Price changes made during the past two weeks included 
two advances, on denatured alcohol, and manila rope, and 
a decline on sash cord. Other items remain as last quoted. 
Collections continue to improve. 


keg, base; cement coated nails, $3 


per keg. 
PAINTS AND OILS.—Fall paint busi- 
ness has been exceptionally good this 
year to date. Prices are steady, stocks 
in good shape, and indications of a last- 
ing demand through the new year. 


We quote from Cincinnati jobbers’ 
stocks: Ready mixed house paints, 
$2.90 per gal.; turpentine in single 
barrels, 85c. gal.; linseed oil, single 
barrels, $1.06 gal.; white and red 
lead, 12%-lb. kegs, 15c. per Ib 


RADIO SUPPLIES.—Now that day- 
light saving has been relegated to the 
past, interest in radio has increased, 
and judging by sales, the business will 
be heavy. Stocks in jobbers’ hands are 
well assorted, and prices steady. Bat- 
teries and antennae wire in especially 
strong demand. 


ROOFING PAPER.—Fall demand to 
date very satisfactory to jobbers. 
Stocks adequate for present needs, and 
prices fairly steady. 


We quote from Cincinnati jobbers’ 
stocks: Standard brand, light, $1.00: 
medium, $1.25; heavy, $1.50; Hold- 
fast brand, light, $1.50; medium, 
$1.75; heavy, $2.10; slate surface 
roofing, $2. 


ROPE.—Manila rope has advanced 2 
cents per lb., but no change in sisal. 
Demand steady with stocks fairly well 
assorted. 


We quote from Cincinnati jobbers’ 
stocks: Manila rope, 20c. per Ib.; 
sisal, 18%c. per Ib. 


SASH CORD.—Prices inclined to fluc- 
tuate somewhat, and a reduction has 
been made by local jobbers. Demand 
steady, and stocks adequate. 

We quote from Cincinnati agg “d 


stocks: Better grades, 8:0c 
cheaper grades, 41%c. Ib. 


SASH WEIGHTS.—Fair demand, 
stocks adequate and prices steady. 


We quote from Cincinnati jobbers’ 
stocks: Cast iron sash weights, $2.15 
per 100 Ib. 


WRENCHES.—Demand steady, prices 
firm, and stocks in good shape. 


We quote from Cincinnati jobbers’ 
stocks: Agricultural wrenches, 60 
off; Coes wrenches, 40 and 10 off; 
Stillson and Trimo, 70 =«ooff; Snap- 
On Wrenches, No. 50 radio and elec- 
trical set, $4; No. 101, Master Ser- 
vice Set, 15.25: No. 202, heavy duty 
set, $8. 80; No. 303, Ford master ser- 


vice set, $14.85; No. 404 flexible 
socket set, $8.75; No. 505 B, screw 
driver blades, $3.40; No. 900 set, 
square socket, $3.70. All Snap-On 
Wrenches less 40 per cent, f.o.b. 
Pittsburgh. 
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The live hardware 
dealer says: 


“T See Some 


BOSTON 
WOVEN HOSE & 
RUBBER CO. 
Cambridge, Mass. 


Makers of these famous 
brands of Garden Hose 
BULL DOG, 
GOOD LUCK 
and MILO 
Also 
Good Luck Jar Rings 
Good Luck Hose Washers 
Bull Dog Friction Tape 
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New Customers. 


‘As I drive out in the suburbs I find 
them laying water mains in new 
streets to supply new houses. 


‘*Every one of these new homes will 
need a hose to water the lawn,’ hose 
off the sidewalk and give the car its 
Saturday wash. 


“T’]] get up a circular on hose and 
other things needed around a new 
house and mail it to every one of 
them.”’ 
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Consistent Demand in Chicago Market— 


Building Operations Help Business 


(Chicago Office of HARDWARE AGE) 

HE optimistic trend of crop reports from the agricul- 

tural districts is borne out by the volume of orders 

for seasonable merchandise being received, many of 
them for rush delivery, indicating, as is generally conceded, 
that retailers’ stocks are low. Caution, however, is ex- 
pressed in the rather slow demand for spring goods on 
future orders. Lack of future buying has been common 
among merchants for some time and apparently is being 
continued in connection with the spring needs of the 
trade. 

Fall goods are being put on display in the retailers’ 
stores and consequently re-orders are being booked by the 
jobbers. Cooler weather would undoubtedly speed up the 
demand for winter merchandise such as weather strip, coal 
hods, ash cans and the like. While stocks of individual 
merchandise are low, many dealers are taking on new 
lines and total stock investments show a considerable in- 
crease. 

The decline of a week ago in nail and wire goods prices 
was followed, as was expected, by an adjustment of prices 
on steel] sheets and field fencing to conform with the new 
levels created by the elimination of Pittsburgh Plus. 


There were few other price fluctuations reported and 
those were due to price changes in raw material. Solder, 
after raising a dollar a hundred pounds last week, dropped 
back again on account of the decline in tin. Manila rope 
raised two cents per pound owing to the scarcity of fiber. 

Building operations, both in the cities and in the smaller 
communities and rural districts, continue on a large scale 
and with the prospects that the activity will last up to 
the extremely cold weather. Highway construction, which 
has become a factor in the general business conditions, is 
also being continued in full swing. Many of the western 
states which undertook elaborate road building programs 
this year are now pushing them hard toward completion 
before winter. 

Collection conditions are steadily improving, with col- 
lections markedly better in the country than in the cities. 
Distributors of implements and farm machinery report 
that their collections are very much better than a year 
ago, due to continued good prices that the farmers are 
receiving for their crops. Farmers for the most part are 
selling their crops immediately after harvesting and get- 
ting the money and are not endeavoring to speculate by 
holding their produce for still higher prices. 











T — We quote from jobbers’ stocks, rubber covered wire, $7.25 per 1000 
AUTOMOBILE ACCESSORIES. . os f.o.b. Chicago: 3% x 3% steel butts. ft.; in 1000-ft. lots, $7; No. 18 lamp 
steady. Winter supplies now in de- old copper and dull brass finish, $2.76 cord, $14.50 per 100 ft.; in 1000-ft. 
mand per doz. pair; 4 x 4 steel butts, old lots, $13.75; %-in. brush brass key 

‘ copper and dull brass finish, $4.20 per sockets, 20c. each; two-way plugs, 
We quote from jobbers’ stocks, doz. pair; heavy steel bevel inside 60c. each; in lots of 10, 52c. each; 
f.o.b Chicago: sets, case lots, $7 per doz.; steel bit- one-piece attachment plugs,  13c. 
Spark Plugs.—Splitdorf, 5c. _each; keyed front door sets, $1.90 per set; each: two-piece attachment plugs, 

Regular, 58e. each; Champion X, 45c. wrought brass bit-keyed front door 12c. each; dry cells, boxes of 50, 

each, lots of 100, 41c. each; Champion sets, $3.25 per set; eylinder front 30°¢c, each; less than case lots, 34c. 

Blue Box line, 53c. each; A. C. door sets, $7.50 per set. each. 


Titan. 
58e. each: lots of 100, 56c. each; A. C. 
Special Ford, 44c. each. A . 
Spot Lights——Anderson No. 3280, 
$6.50 each: Stewart, $5.67 each. 


Horns.—FE. A. Electric (Ford), $4 
each. 

Jacks. — Reliable Jacks, No. 46, 
$9.50 each: in Jots of 10, $2.25 each; 


Ajax, No. 6, 9%0c. each: National 
Standard, No. 21, $1.20 each. 

Pumps. — Rose, 1%-in. cylinder, 
$1.55 each. 


Chains.—Non-skid, dozen pair lots, 
31%, per cent discount: 50 pair lots, 
40 per cent discount. 

Tires and Tubes.—30 x 3% over- 
size cord tires, $10.45 each; regular 
cord, $8 each; gray inner tubes, 30 
x 3%, $1.20 each; red inner tubes, 
30 x 3%, $1.50 each. 


AXES.—Prices remain unchanged. De- 
mand is better as the season opens. 


We quote from jobbers’ _ stocks, 
f.o.b. Chicago: First quality single 
bitted unhandled axes, 3 to 4-lb., $14 
doz. base; double bitted, $19 doz. 
base; good quality black unhandled 
axes, same weight, single bitted, $13 
doz. base; single bitted handled axes, 
$15 to $22 per doz., according to qual- 
ity and grade of handle. 


BALE TIES.—Prices are the same. 


We quote from jobbers’ _ stocks, 
f.o.b. Chicago district: Bale ties, 70 
per cent discount. 


BOLTS AND NUTS.—Prices remain 
unchanged and sales are good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Carriage bolts, cut 
thread, 50 per cent discount; small 
carriage bolts, rolled thread, 50-10 
per cent discount; machine bolts, cut 
thread, 50-10 per cent discount: small 
machine bolts, rolled thread, 50-10-5 
per cent discount: all stove bolts, 
per cent discount; lag screws, 
60 per cent discount. 


BUILDERS’ HARDWARE.—Demand 
is keeping up nicely. 


‘ 
o 
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CHAIN.—Volume of sales continues 


No. 766, $1.40 each; No. 767, $2.62 
good. each. 
We quote from jobbers’ stocks, FIELD FENCE. — Fence has been 
f.o.b. Chicago: %-in. proof coil ‘ ‘ it] 
chain, $0.50 per 100 Ib.: Tenso bull changed to conform to the abolition of 


dog and Brown coil chains, 50-10 per 
cent discount; No. 00-4% _ electric 
welded Cowties, $2.75 per doz. 


CLIPPERS, HORSE AND SHEEP.— cok Prt gs Ihc trae ey 
Prices now steady. 100 rods; 1948-6-14144—$44.08 per 100 
We quote from jobbers’ stocks, rods. 
f.o.b. Chicago: Stewart No. 1 clipping FILES.—There is an improved de- 
machine, $14 list; one-man ,power 
shearing machine, $24 jet: top rr mand. 
No. 90 and No. 360, $1.50 each list; We  ¢ > ' a ws 
ou, juote from jobbers’ stocks, 
bottom plates, No. 99 and No. 361, f.o.b. Chicago: American files, 60-10 
$2 list. Dealers’ discount 33% per per cent off list; Nicholson files, 50 
cent. Stewart electric clipping per cent off list; Disston files, 50-10 


machine, No. 85, pedestal type, $85 


list: shearing machine, $100 list, 
f.o.b. factory Chicago, with 25 per 
cent discount to dealers. 


COPPER RIVETS AND BURRS.— 


Radio Supplies.—Radio B batteries 


Pittsburgh plus, making a slight reduc- 


tion in price at Chicago. 


per cent off list; Black Diamond files, 
40-10-5 per cent off list. 


FRUIT PRESSES AND CIDER 
MILLS.—Season drawing to a close, 


Demand continues strong, with no with some rush orders still being re- 
change in prices. ceived. 
We quote from jobbers’ stocks, We quote from jobbers’ stocks, 
f.o.b. Chicago: Copper rivets and f.o.b. Chicago: Juicy fruit presses, 
burrs, 40-10 per cent discount. 3-qt., $3.40 each; 6-qt., $4.20 each: 


EAVES TROUGH AND CONDUCTOR 
PIPE.—Sales are good. Prices remain 


12-qt., $5.75 each. Enterprise, No. 6, 
$5.50 each; No. 12, $7.30 each: Junior, 
$10 each; Medium, $13 each; Senior, 
$18 each; Extra large, $28 each. 


unchanged. Cider Mills. — Junior, $21.75 each; 
; ' Medium, 25.50 each: Senior, $38 
We quote from jobbers’ stocks, each; Self Feed, $16 each. 


f.o.b. Chicago: Single bead lap joint 
gutter, 5-in., $4.50 per 100 ft.; Cor- 
rugated conductor pipe, 3-in., f 
per 100 ft.; Plain ridge roll, 1%-in., 
$3.80 per 100 ft.; Corrugated conduc- 
tor elbows, 3-in., 


ELECTRICAL AND RADIO MER- 
CHANDISE.—-Radio demand continues 


. doz.; 12-qt., $2.40 doz.; 14-qt., $2.75 

to show a steady increase. doz.: galvanized wash ane Ne & 
We quote from jobbers’ stocks, $6.35 doz; No. 2, $7.15 doz.; No. 3,- 
f.o.b. Chicago: $8.35 doz.; 1-bu. galvanized baskets, 
Electrical Merchandise.— No. 14 $6.50 doz.; 1%-bu., $8.25 doz.; 5-gal. 


Reading matter continued on page 78 


GALVANIZED WARE.—Demand 
good volume, with prices firm. 


- We quote from jobbers’ stocks, 
$1.36 doz. f.o.b. Chicago: Competition galva- 
nized after made water pails, not 


made of galvanized shees with seams 
cemented, 8-qt., $1.95 doz.; 10-qt., $2.20 
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Note under the microscope 
how the sturdy Duramen 
fibres interlock to catch 
and bind the Viskalt intoa 
solid weatherproof armor. 
Billions of these tiny fibres 
give Viskalt Roof Coating 
and Viskalt Cement super- 
endurance 
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The penetration test shows 
how firmly Viskalt is knit- 
ted together internally to 
resist years of weather 
strain. This severe test is 
only one of many which 
prove its fitness as a vital 
part of Richardson Roof- 
ing Products 








. 
“These roof-preservers outlast 




















ordinary kinds, because—”’ 


Tell your customer why Viskalt Roof Paints, 
Cements and Coatings will add extra years of 
service to his old roof. Definite facts, as you 
know, make easier sales, more sales, than un- 
supported promises. It’s easy to sell him 
with a story of real inner strength if you 
handle these Viskalt products. 

Here are definite selling points based on 
their unusually durable materials. 

The waterproofing base is Viskalt, un- 
usually durable because vacuum- processed 
and 99.8% pure bitumen. With it are mixed 
Duramen fibres by the patented Woodley 
method, to give a reinforced protective coat- 
ing between the old surface and the weather. 

Look over the forms of Viskalt products 
listed here and recommend to your customers 
the one best suited for each job. 


Viskalt Roof Coating (Fibrated) 


When the felt in a roof has dried out and is 
breaking down, Viskalt Fibrated Roof Coat- 
ing will renew and protect it. 


RICHARDSON 





iskalt 


w~=Pliant Under Stress 


Viskalt Roof Paint 


Where the felt in an old roof is firm, but needs 
resaturation, use Viskalt Roof Paint. Its 
sturdy Viskalt base makes one coat outlast 
about four of ordinary roof paint. Easy to 
apply. Will not crack nor melt. 


Viskalt Cement (Fibrated) 


For resurfacing old composition, tin or metal 
roofs, this product is unusually durable and 
can be applied by unskilled labor. It is also 
unexcelled for general repair work, rustproof- 
ing and waterproofing. 

Why not enjoy the profits from these un- 
usual products! Write us. We will send you 
details on other Richardson products which 
are making profits for hardware dealers. Just 
use the coupon below. 


> RICHARDSON COMPANY 
Lockland (Cincinnati) Ohio 


Chicago New York City (1008 Fisk Building) 
New Orleans Atlanta Dallas 


© 1924, The Richardson Company 





THE RICHARDSON COMPANY 
Dept. 61-K, Lockland, Ohio 


Name... 








Gentlemen: Please send me further informa- 
tion on Viskalt Roofing Products, Lok-Top 
Asphalt Shingles and Rubbertex Roll Roofing. 





PAINTS - CEMENTS - COATINGS |“ 











78 


galvanized oil cans, galvanized breast, 
$7.25 doz.; perpendicular corrugated 
light galvanized ash cans with cover, 
No. 55, $15 per doz.; No. 66, $17.50 
doz.; No. 77, $20 per doz. Heavy gal- 
vanized after made No. 171, $27; No 
No. 191, $37.50; No. 201, $44.40. 


GARDEN HOSE AND LAWN SPRIN- 
KLERS.—Orders beginning to come in 
in larger volume during 


—expected 
next three or four months. 


We quote from jobbers’ 
f.o.b. Chicago: Garden hose, good 
quality, molded hose, %e~in., 10%c. 
per ft.; %-in., 13c. per ft.; 3-ply, good 
quality wrapped, Ye - -in., 10. per ft.; 
%-in., 12c. per ft.; 4- ply, good qual- 
ity, wrapped, %- -in., 12c. per ft.; 
%-in., l4c. per ft.; 5- ‘ply, good qual- 
ity, wrapped, %- -in., 9c. per ft.; %-in., 
llc. per ft. Lawn sprinklers, Rain 
King, $28 doz.; Original Fountain 
Sprinkler, $8 doz.; Rainbow, 38-in. 
high, $24 doz. 


stocks, 


GLASS AND PUTTY.—Prices remain 


unchanged. 

We quote from jobbers’ stocks, 
f.0.b. Chicago: Single strength A, 
25-in. bracket, 88 per cent discount; 
single strength A, 34 to 40-in. brack- 
et, 86 per cent discount; single 
strength A, all other brackets, 85 per 
cent discount; double strength A, all 
sizes, 86 per cent discount. Putty— 
Pure grades, $3.75 per 100 lb.; com- 
mercial, $3.40 per 100 Ib. 


HATCHETS.—Sales are reasonably ac- 


Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality hatchets, 
No. 2 shingling, $11.20 doz.; first 
quality hatchets, No. 2 broad, $14.45 
doz.; medium quality hatchets, No. 
2 shingling, $7.25 doz.; medium ‘qual- 
ity hatchets, No. 2, broad, $10.50 doz. 


tive. 


HANDLED HAMMERS.—The demand 


continues very good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality, 16-02. 
nail hammers, $10.50 doz.; first qual- 
ity, 16-oz. machinists’ hammers, $7.85 
doz. —-— quality, 16-oz. nail 
hammers, $6 doz. 


HANDLES, TOOL.—Sales are in good 


volume and prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Axe Handles.—No. 1 hickory, $4 
doz.: No. 2, $3 doz.; second growth 


hickory, $5 doz.; finest selected sec- 
ond growth hickory, $6 doz. 

Hatchet and Hammer Handliles.— 
No. 1, 90c. doz.; finest second growth 


hickory, $1.50 doz. 


HINGES.—Prices unchanged, with de- 


mand fairly good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Heavy strap hinges, 
in bundles, 4-in., ‘ . 
6-in., $2.12; 8-in., $3. 54: 10-in., $5.43 
per doz. pairs; extra heavy T hinges, 
in bundles, 4-in., $1.90; 5-in., $2.01; 
6-in., $2.52; 8-in., $4.30; 10- -in., 6. 13 


per doz. pairs. 


ICE SKATES.—Current demand is ex- 


pected to start later. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Key Clamp—Rocker, 
Men’s and Boys’, bright finish, 75c. 
— Rocker, 


pair; Half Key Clamp : 

Women’s and Girls’, bright finish, $1 

pair; Key Clamp—Hockey, Men’s 

and Boy’, $1.20 pair; Half Key 

Clamp—Hockey, Girl’s, $1.40 pair. 
PAINTS AND OILS. — No 
changes reported. 

We guete | from jobbers’ stocks, 


f.o.b. Chicag 
Linseed Oil. eer, barrel lots, $1.15 
; 5-barrel lots, $1.10 per gal. 
Olt. —Boiled, barrel lots, 
on e per gal.; 5-barrel lots, $1.12 per 


TF urpention. —Barrel lots, $1.02 per 
al. 


Denatured Alcohol.—Barrel lots, 
55c. per gal. 
White Lead.—100-lb. kegs, $14.75; 


50-lb. kegs, $7.65; 25-lb. kegs, $3. 90; 
12%-lb. kegs, $2. 
Dry Paste. —Barrel lots, 6c. per Ib. 
Shellac.—(4-lb. good), white, $3.50 


per gal.; orange, $3.25 per gal. 


price 
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English Venetian Red.—in barrels, 
$3.50 to $6.75 per 100 Ib. 


October 9, 1924 


$10.55 per doz. hanks; No. 8, $12.10 
per doz. hanks. 


PYREX WARE.—Sales reported good. SASH PULLEYS.—Saies continue fair. 


We quote from jobbers’ stocks, 
-.> Chicago: 
read Pans.—No. 212, $7.20 doz.; 


No. "914, $12 doz. 


Casseroles. a d, No. 167, $12 
doz.; No , $14 doz.; No. 183, $12 
doz.; No. isa $14 doz. 


Casseroles. Oval, No. 193, $12 doz.; 
No. 197, 4 

Pie Plates. ie 202, $6 doz.; 
203, $7.20 doz.; No. 209, $7.20 doz. 

Tea Pots.—2- -cup, $20 doz.; 4-cup, 
$24 doz.; 6-cup, $28 doz 

Utility Pans.—No. 231, "$8 doz.; No. 
232, $14 doz. 


ROOFING AND PAPER.—The active 
sales and prices are still unchanged, 
though some makers are out with 


slightly advanced prices. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Best grade slate sur- 
faced prepared roofing, $1.95 per 
Square; best talc surfaced, $2.35 per 
square; medium tale surfaced, $1.65 
per square; light tale surfaced, 95c. 
per square; red rosin sheathing, $55 
per ton. 


ROPE.—Manila grades are 2c. per lb. 
higher, in line with the recent steady 


advances in fiber costs. 


We quote from _ jobbers’ 
f.o.b. Chicago: No. 1 Manila “ae 
brands, 19 tec. per Ib.; 
18%c. per lb.; No. My 
14% to 16%c. per Ib.: No. 2 
13% to 15%ec. per Ib. 


LANTERNS. — Current business 
good. 


stocks, 


ae 
sisal, 


We quote from jobbers’ a. 
f.o.b. Chicago: Dietz D-Lite, $13 doz.; 
with large fount, $14.25 doz. : Little 


Wizard, $8.50 doz.: Blizzard, $13 doz. 


LARD PRESSES AND SAUSAGE 
STUFFERS.—A little too early to ex- 


pect much demand. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Enterprise, No. 25 4- 
qt., $7.28 each; No. 31, 6-qt., $7.89 
each; No. 35, 8-qt., $8.67 each. 


LAWN MOWERS AND GRASS 
CATCHERS.—Volume of future orders 


continues slow. 


We quote 
f.o.b. Chicago: 

Lawn Mowers.—16-in., ball bearing, 
o-knife, ll-in. wheels, $12.35 each; 
16-in., ball bearing, 4-knife, 10%-in. 
wheels, $10 each; 16-in. plain bearing, 
4-knife, 10%-in. wheels, $8.65 each; 
16-in. ball bearing, 4-knife, 9- in. 
wheels, $8.85 each; 16-in. plain bear- 
ing, 4- -knife, 9-in. wheels, $7.35 each; 


from jobbers’ stocks, 


16-in. ball bearing, 4- knife, 8-in. 
wheels, $8 each; 16-in. plain bearing, 
3-knife, 8-in. wheels, $5.85 each’ 


Grass Catchers.—Galvanized bot- 
tom, for 14 to 16-in. mowers, full 
packages, $8.80 doz.; galvanized bot- 
tom, for 18 to 21-in. mowers, full 
packages, $9.60 doz.: plain bottom, 
canvas, for 18 to 21-in. mowers, $7.60 
doz.; plain bottom canvas, for 12 to 
16-in. mowers, $5.90 doz. 


NAILS.—Prices unchanged after drop. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wire nails, 
$3.15 per keg base; cement coated, 
$2.40 per keg base. The extra for 
galvanized nails is now $2.25 for 1-in. 
we longer; $2.50 for shorter than 
-in. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common sash pulleys, 


50c. doz.; barrels, 54c. doz.; Common 
Sense, 2-in., 60c. doz.; barrels, 54c. 
doz.; No. 105, 52c. doz.; barrels, 48c. 


doz. 
SCREWS.—Better outlook on sales for 
the — quarter. 


quote from jobbers’ stocks, 
PP ng Chicago: Flat head, br ight 
screws, 80-5 per cent new list; round 


head blued, 78-5 per cent new list; 
flat head brass, 76-5 per cent new 
list; round head brass, 74-5 per cent 
—_ list; japanned, 74-5 per cent new 
st. 


SLEDGES AND WEDGES. — Prices 


have been unchanged for some time. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Striking or black- 
smiths’ sledges, 5-lb. and heavier, 


10c. per lb.; common wood choppers’ 
wedges, 7c. per lb. 
SOLDER AND BABBITT METAL.— 
The demand is holding steady. Prices 
are again reduced, due to decline in 
tin. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Warranted, 50-50 
solder, $34 per 100 1lb.; medium, 45-55 
solder, $33 per 100 lb.; tinners’, 40-60 
solder, $32 per 100 Ilb.; high speed 


babbitt metal, $20 per 100 lb.; stand- 
gee No. 4 babbitt metal, $12 per 100 


STEEL SHEETS.—Local prices are 
slightly lower, with concessions for car- 
load inquiries. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 28-gage galvanized 
sheets, $5.50 per 100 lb.; 28-gage black 
sheets, $4.50 per 100 Ib. 


STOVE PIPE, COAL HODS, ETC.— 
Volume of orders for immediate ship- 
ment is large. 


We quote from jobbers’ 
f.o.b. Chicago: 


stocks, 
Best full gage pipe, 
30 gage, 13c.; 28 gage, 15c.; 26 gage, 
lic. per joint. Corrugated elbows, 
30 gage, $1.35; 28 gage, $1.50 doz. 
Galvanized coal hods, 17-in., $5 doz. 


TRAPS.—Sales continue to increase. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Triumph No. 0, 


doz.; No. 1, $1.83 doz.; No. 1%. $2.75 
doz.: No. 2, $3.60 doz.; Triple Clutch, 
115X, $2.75 ‘doz.: No. 215X, 


$4.88 ‘ea 
Victor No. 0, $1.65 doz.; No. $2 


doz.; No. 1%, $3.05 doz.; No. 2, "é3. 97 
doz.; Oneida Jump No. 1, $2.38 doz.; 
No. 1%, $3.48 doz.; No. 2, $5.37 doz. 


WIRE GOODS.—No change after last 
week’s drop. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 8 black annealed 
wire, $3.05 per 100 lb.; No. 9 galvan- 
ized plain wire, $3. 50 per 100 Ib.; 
catch weight spool galvanized cattle 
or hog wire, $3.85 per 100 lb.; 80-rod 
spool galvanized hog wire, $3. 34 per 
spool. Polished fence staples, $4 per 
100 lb.; 12-mesh black wire cloth, 
$2.10 per 100 sq. ft.; 12-mesh galvan- 
ized wire cloth, $2.45 per 100 sq. ft.; 
14-mesh bronze wire cloth, $6.20 per 
100 sq. ft.; galvanized before poultry 
netting, 45-10 per cent discount; gal- 
vanized after poultry netting, 45 per 
cent discount. 


OIL STOVES. — Prices remain the wRENCHES.—The demand is very 


same. 

We uote from jobbers’ 
f.o.b. Chicago: Old line New Perfec- 
tion 2-burner stoves, $17 each list: 
3-burner, $22 each list; 4-burner, $28 
each list; new Improved New Perfec- 
tion 2-burner, $22 each list; 3-burner, 
$28.50 each list; 4-burner, $35 each 
list; Superfex 2-burner, $36 each list: 
3-burner, $45 each list; 4-burner, 
$58.50 each list. All subject to 30 per 
cent discount. ts of ten or more 
are subject to 30-5 per cent discount. 


SASH 
prices steady after recent drop. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 7 standard brands. 


stocks, 


CORD.—Sales are good and 


good. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Agricultural wrenches, 
60 per cent off list: Coes wrenches, 
40-10 per cent off list; engineers’ 
wrenches, 25 per cent off list; knife- 
handle wrenches, 40-10 per cent off 
list; Stillson, 70 per cent off list; 
Trimo, 65-10 per cent off list. 

Snap-On Wrenches.—No. 50, Radio 
and slentetont set, $4; No. 101 Master 
Service set, $15.25; No. 202 Heavy 
Duty set, $8.80; No. 303, Ford Master 
Service set, $14.85; No. 404, Universal 
Socket set, $7: No. 505B, Serew Driv- 
er set, $3. 40: No. 900 set square sock- 
ets, $3. 70. All Snap-On Wrenches less 
40 per cent. 


Reading matter continued on page 80 
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This Is the Roaster Season— 
Your Profits Are Waiting! 





Thousands of dealers have already enjoyed the vast profits of 
“Roaster Season.” You, too, should cash in! LIFETIME 
Roasters are selling better than ever. If you haven't your stock 
—order NOW! 


For an exceptionally saleable item we recommend the Oblong 
Roaster shown below. This is a heavy weight utensil, its extra 
strength lies in the beaded edge—top and bottom. You will find 


it a fast seller and a quick profit maker. 


LIFETIME Ware is a complete line—everything from the 
smallest ladle to a complete kitchen set. Made of heavy weight, 


. e ° * 
hard, cross rolled, flat sheet aluminum. It is a line of unusual Retail 
merit and durability. Four factories and our own rolling mill Price 


are at your service for prompt and efficient shipments. 
$3.75 


Aluminum Products Co. 
La Grange, III. 3 ———_______— 








Branch Offices— 

New York, 1133 Broadway 
Chicago, 111 W. Washington St. 
Los Angeles, 420 S. San Pedro St. 
Philadelphia, 403 Drexel Bldg. 
Oakland, 201 E. IIth St. 
Cincinnati, 6th and Vine Sts. 


DU.” Thee ee 





















ESISTERED 
TRADE 


















/ MARK 
MADE INUS* 
Oblong Roaster 
Three pieces—self basting— 


seamless—beaded edge, top and 
bottom. Size 14” x 16” x 18”, 
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New England Hardware Markets Continue 
Active—Sales Consistent and Prices Holding 


(Boston Office 


method of selling steel mill products has had little 
visible influence on the New England hardware mar- 

As a matter of fact many of the mills have not 
decided on a definite selling basis, and until they do will 
continue to do business at prices heretofore quoted. There 
is some doubt in the minds of many most vitally interested 
that costs on heavy mill material will remain practically 
on today’s basis, provided, of course, there is no general 
That is, it is figured the 
Pittsburgh mills will quote bars, etc., on a delivered base, 
equivalent to the old Pittsburgh base plus the freight. 
Chicago and Cleveland mills cannot compete, it is believed 
with Pittsburgh district for business in New England be- 
If there is an advantage 
to be gained in New England it will be on wire mill 


kets. 


slump in the market for same. 


cause of the freight differential. 


products. 


Shelf hardware jobbers report sales on about a par with 
those for the corresponding period last year. 


BATTERIES.—Both pocket flashlight 
and radio batteries are selling quite 
freely. Jobbers have ample stocks and 
prompt deliveries are being made to the 
retail trade. 
We 
stocks: 
Batteries.—Flashlight, in lots of six 
or more assorted unit packages in 
ene shipment, No. 935, 24 to the 
package, Stec. each net; No. 950, 36 
to the package, 9c. 
Radio.—Dry cell, in packages of 50, 
No. 7111, 29c. each net. No. 6, in 
lots of less than 12, 40c. each net: 
in lots of 12 to 50, $35.22 per 100; 
in larger lots, $30.22’ per 100. Cluster 
batteries, 6 to the unit, 12 units to 
the barrel, $1.60 each net; 8 units to 
the barrel, $1.98 and $2.34 each. 
BOLTS AND NUTS.—According to the 
latest information given out by the 
largest producers of bolts and nuts, dis- 
counts are to remain as heretofore, for 
the time being, at least. At some fu- 
ture date there may be a change in the 
cost to the jobber and retail dealer, but 
what that change will be, if there is 
one, has not been decided on by the 


mills. 


BULBS.—Flashlight bulbs, Nos. 
and 1162, heretofore listed at 20c. 
are now 15c., and Nos. 1180 to 
heretofore 15c. each, are now 12c. 
We 
stocks: 


quote from Boston jobbers’ 


1161 
each, 


1199, 


Boston jobbers’ 


Bulbs.—Flashlight, Nos. 1161 and 
1162, 12¢c. each list; Nos. 1180 to 1199, 
12c. each. Discount on 50 or more 
unit packages 35 per cent. 


CHOPPERS.—With the canning and 
mince meat seasons on in full swing, 
there is a much better movement of 
food and meat choppers out of retail 
stores, and this fact is reflected in the 
wholesale market. 


We 
stocks: 
Food Choppers.—Universal line, No. 
9, $1.25 each net; No. 1, $1.52; No Be 


quote from 


quote from Boston jobbers’ 


$1. 86; No. 3, $2.37. tusswin Jjine, No. 
1, $18. 23 per doz. net; No. 2, $22. 28; 
No. 3, $28.35 


Parts.—U niversal line, body, $1 to 
$2.25 each list; feed screws, 0c. to 
$1.30: cutters, 25c. to 30c. each; 
cranks (complete), 50c. to 60c.; clamp 
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‘|e date the elimination of the “Pittsburgh plus” 


busier. 


bookings will run ahead of October. 
taking futures a little more freely, and at the same time 
buying current needs in small quantities but frequently. 
There is a slow yet steady expansion in the movement 
of mill supplies out of jobbers’ hands, thus indicating a 
comeback in New England industries. 
also is selling in increasing volume but buyers are taking 
stock in a conservative way. 

New England’s textile industries are growing more 
active every week. Employees in many instances have 
accepted lower wages, but the fact they are better em- 
ployed than they have been before in months will give them 
more courage to spend some of the big savings made in 
previous prosperous years. 
Workers, in this case are receiving the old wage 
and in some instances more money than heretofore. 
the national election out of the way, New England retail 


The retail trade is 


Heavy hardware 


Our shoe factories also are 


With 


merchants expect a decided revival of business, now that 


September 


screws, 45c.; 
screws, 10c. 
cent. 

Meat Choppers.—Universal line, No. 
323, $2 each net; No. 331, $3.38; No. 
9 45 $3.72; No. 304, $5.91; No. 344, 

”. 


CLOCKS.—Local jobbers are putting 
out Thrift clocks in lots of 50 at 75c. 
each, which represents quite a radical 
drop in a cheap clock. It is quite an 
attractive proposition to the retail 
trade, as bookings by jobbers demon- 
strate. Higher priced clocks are in bet- 
ter demand. 


thumb nuts, 20c.; handle 
Discount, 25 and 10 per 


We quote from Boston jobbers’ 
stocks: 
Clocks.—New Haven line, Telltale, 


in case lots of 509, $1.24 each net; in 
less than case lots, $1.30; radium dial, 
in case lots, $1.98: in less than case 
lots, $2. Tom-Tom, in case lots of 
24, $2.15; in less than case lots, $2.20; 
radium, in case lots, $2.80; in less 
$2.85. Thrift, in lots of 12, 94c.; less 
than 12, 98ce.: in case lots of 50, 75e. 
Relay, in case lots a 25, $2.15; in less 
than case lots, $2.2 Vigilant, itt case 
lots of 50, $1.29; in te ss than case lots, 
$1.36; radium, in case lots, $2.13; less 
than case lots, $2.24. Tornado, No. 
- 4570, in case lots of 50, 95c.; in lots of 
12, $1: in lots of less than 12, $1.05. 


FENCING.—Jobbers are making quite 
a successful drive on fencing. Orders 
are being taken on a basis of goods be- 
ing shipped out after Jan. 1 with a 
March 1 dating.. 
We 
stocks: 


Fencing.—Blue Ribbon poultry, in 
10-rod rolls, No. 1424, $3.30 per roll: 


quote from Boston jobbers’ 


No. 1736, $4.25; No. 2048, 35; No. 2360, 
$5.90; No. 2672, $6.75. Square Deal 
fencing, No. 1836, $4.85: No. 1944, 
$5. “s _No. 2260, $6.80; No. 1548, $6; 
No. 1760, $6 95. Square Deal field, 
6-in. between stays, No. 832, $6.10; 
No. 636, $3.80: No. 846, $4.90: No. 


1047, $7. 90; 12-in. 
1047, $5. 70. 


GLOVES.—A few frosts have reminded 
retail dealers not covered that it might 
be well to get in under the tape on cot- 
ton gloves. In less than a month the 
public will begin buying in volume and 
in two months will be clamoring for 
such merchandise. 


We quote from 
stocks: 


between stays, No. 


Boston jobbers’ 


our three largest industries—the cotton and the woolen 
textile and shoe—are placing more money in circulation. 





Cotton Gloves.—No. 841, $1.70 per 
doz., net; No. 640, $1 75: No. 642, 
$2.30; No. 827, $2.75: No. 175, $3.56; 
No. 214, 3.00; No. 237, $5.50; No. 
322C, $4. 88; No. 402, $2.30; No. 468, 
$2.30: No. 410, $4.38; ve 492B, $2.30; 
No. 971, $1.45; No. 759, $1. 25: No. 
953, $2.90: No. 281, $4. 20, 


GUNS AND AMMUNITION.—So far 
this season local jobbers have sold more 
guns than last year. The showing, they 
believe, is due to the fact that retail 
dealers are buying from them instead 
of from the manufacturer, which is in 


direct contrast with conditions last 
year. 
We quote from Boston jobbers’ 
stocks: 


Ammunition.—Loaded shells, 25 and 
1 per cent discount; rim fire car- 
tridges, 25 per cent discount; center 
fire cartridges, 18 per cent discount. 

Drop Shot.—Smaller than B, $2.80 
per bag; B and larger, $3.05 per bag; 
Air Rifle, Boy Scout, shot, $4.85 per 


case. 

No. 12%, 
No. 26, $4.95; No. 12, 
$7.50; No. 27, $8; No. 
No. 107, $8.85; 
$18; No. 235, 





$4.05 each net; 
$6.12; No. 17, 
Shot guns, 
$10.50: No. 215, 
"No. 315, $21; No. 330, $21.85: 
No. 335 >», $24.30. Savage, bolt action, 
single shot, No. 04, $6; repeating shot 
gun, No. 21A, $41.75. Baker, Botavia 
leader, double barrel, $32; black 
beauty, double barrel, $50; Page & 
Lewis, 22 action, model D, $3.75. 
HEATERS.—One of the largest manu- 
facturers of heaters has had on display 
the past two weeks in the South Sta- 
tion, Boston, two tremendous ones in 
full operation and a bright young chap 
dressed in red jacket and blue trousers 
on hand to give out literature dealing 
with the heaters. The demonstration 
has materially helped the sale of all 
kinds and makes of heaters in this city, 
and business from outlying points also 
is on the increase. 


We quote 
stocks: 
Heaters.—Universal line, No. E9953, 


from Boston jobbers’ 


plain standard, 12-in. bowl, $6.38 each 
net; No. E9955, fluted, 12-in. bowl, 
$7.13; No. E9954, plain, 14-in. bowl, 


$7.88; tilting reflector, 10-in. bowl, in 
assortment only, No. 1 assortment, 
three heaters, one each royal blue, 


mahogany red, sage green, $10.50 per 


Reading matter continued on page 82 
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assortment; No. 2, three heaters, one 
each, old rose, ivory, French gray, 
$10.50. 


IRON AND STEEL.—Local jobbers are 
still doing business on the old basis, and 
according to some of the largest of 
them it begins to look as though their 
selling prices would not change for 
some little time to come even with the 
elimination of the Pittsburgh plus plan. 
A drop in mill quotations, due to the 
law of supply and demand, or an ad- 
vance for the same reason, will, of 
course, be immediately reflected in job- 
bing lists. 
We quote from Boston jobbers’ 


stocks: 
Steel—Soft steel bars, $3.26% per 
100-lb. ‘base; flats, $4.15; plain con- 


crete bars, $3.511%4; deformed con- 
crete bars, $3.51%; tire steel, $4.50 to 
$4.75; open hearth spring steel, $5 
and $10; crucible spring steel, $12; 
bands, $4:01% to $5; hoops, $5.50 to 
$6; half rounds, $4.90; ovals, $4.90; 


hexagons, $3.26%; cold rolled steel, 
$4.15 to $4.65; toe calk steel, $6; struc- 
turals, angles and beams, $3.36%; 
plates, $3.36% to $3.59. 

tron.—Refined irom bars, $3.26%; 
best refined, $4.60; Wayne, $5.50; 
Norway iron rounds, $6.60; squares 


and flats, $7.10. 

Differentials.—Quality, lots of less 
than 1000 lb. of a size, 50c. per 100 
aa lots of 1000 to 1999 lb., 20c. 
extra. 


N AILS.—There is a sufficient spread in 
wire nails offered by Chicago district 
and Pittsburgh district mills and in the 
freight rateg between these two points 
and New England to make it quite cer- 
tain that such merchandise will be 
bought and sold throughout New Eng- 
land as heretofore, namely, a Pitts- 
burgh price plus the freight. 


We quote from _ Boston 
stocks: 

Nails.—Wire, $3.80 per keg, base, 
from store: from mill in less than 
carload ‘lots, $3.05 per keg, base, and 
in carload lots, $2.80 per keg base, 
f.o.b. Pittsburgh. Galvanized wire 
nails, l-in. and longer, add $2.50 per 
keg; shorter than l-in., $2.75: cut 
nails, from store, $4.15 per keg base; 
hardened steel, $8.10; direct ship- 
ments from mill, car lots, $3.50, less 
than car lots, $3.65, f.o.b. Pittsburgh; 
Tremont, in less than car lots, $3.85; 
hardened steel, $7.60 f.o.b. Wareham, 
Mass.; galvanized, 4-pennyweight 
and smaller, $6.30 f.o.b. factory base; 
larger, $7.05; from store, 4-penny- 
weight and smaller, $6.80 base; 
larger, $7.55; cement coated nails 
from mill, in less than carloads, $3.75 
per keg base; in carloads, $3.45; hard 
steel nails, from store, $8.10 per keg 
base; from factory, $7.60: blued 3- 
pennyweight, light sterilized lath, 
$2.05 per keg. Galvanized roofing 
nails, ‘2- -in. head, $8.10 to $8.70 per 
keg net 


ROOFING MATERIAL.—Recent high 
winds experienced as far inland as the 
Springfield, Mass., district did a great 
deal of damage to roof covering, as is 
attested by a spurt in demands made on 
jobbers for all sorts of roofing mate- 
rials. The call for stormtight is far in 
excess of the fondest dreams of the job- 
bers. 


We quote from 
stocks: 

Roofing Paper.—Japroid line, slate 
surface, imprinted, $3.50 per roll; 
plain standard, $2.30 and _é $2.55; 
Leader, light (35 lb.), $1.70; medium 
(45 Ib.), $2.15; heavy (55 1b.), $2.65; 
Rockroid, light, $1.05; medium, $1.45; 
heavy, $1.60. 

Shingles. —Japroid line, lock top, $5 
per square; super giant, 12%-in., $9; 
individual, $6.25; super strip, $7; 


jobbers’ 


Boston jobbers’ 


strip, 10-in., $6. 
Paper.—Bermico sheathing, $85 a 
ton: Japroid sheathing, $67.50; tarred 


felt, larger rolls, $64.50 a ton; smaller, 
$65.50 a ton. 
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Roof Coating.—Stormtight, liquid, 
green and red, 5-gal., $3.40 per gal.; 
1-gal., $3.50; plastic roof cement, 5- 
gal., 32c. list; 1l-gal., 35c. Discount 
33% per cent. 

Roof Coating.—Liquid, black, in 
drums or barrels, $1 per gal., net; 
in half barrels or drums, $1. 07 per 
gal.; in 20-gal. lots, $1.20 per gal.; in 


15-gal. lots, $1.20; in 10-gal. lots, 
$1.20; in 5- -gal. lots, $1.27; in 1l1-gal. 
lots, $1.34. Other colors cost con- 


siderably more. 
Roof Cement.—Plastic, black, in 60- 


Ib. lots, $12.67 per 100 Ib.; in 25- ~ 
lots, $12.74; in 10-Ib. lots, "$14; in 
Ib. lots, $14.67; in 1-lIb. lots, $16.67, 


Other colors cost more 

Primers.—In 1-gal. lots, $1; in 5- 
gal. lots, 94c. a gal.; in 10- gal. lots, 
R4c. a gal. 

Roofing Cement.—In 1-lb. cans, 32 
to the case, 15c. per Ib. net; in 3-Ib. 
cans, 12 to the case, 13c.; in 5-lIb. 
cans, 12 to the case, 12c. 


ROPE.—Manila rope has been advanced 
2c. a pound by both manufacturers and 
jobbers. No change is reported in sisal 
rope, lathe yarn or twine. 
We quote from Boston jobbers’ 
stocks: 
Rope.— Manila, 2ic. per Ilb.. base; 
sisal rope, 17%c.; hay rope, 16c.; cot- 


ton rope, 52c 
Lathe Varn. —Sisal, C130, 15¢c.; D200, 


l6c. per Ib. 

Twine.—Hemp, in %-lb. balls. No. 
12, 40c. per Ib.: No. 18. 34c.; No. 24, 
32c.: No. 36, 31c.: No. 48, 30c. Cotton 
marsac. No. 1. 58c. ner 'b. Nashua. 
No. 2, 54c. Jute, 28c. Wool, in full 


bales, 17c. 

RUBBISH BURNERS.—People having 
returned home from summer homes 
have found the usual accumulation of 
rubbish to dispose of. Most cities and 
towns have rather drastic laws regard- 
ing fires on private property. Rubbish 
burners are quite universally approved. 
This fact explains in a large measure 
the increased demand for such things. 


We quote from Boston jobbers’ 
stocks: 

Rubbish Burners.—Cyclone, No. 2, 
$2.40 each net. 


SASH CORD.—Local jobbers have re- 
adjusted prices on sash cord, in some 
instances advancing them and in others 
dropping them, the swing in either di- 
rection averaging about 2c. a pound. 


We quote from Boston jobbers’ 
stocks: 

Sash Cord.—Acme. No. 6, 54c. a Ib.: 
No. 7, 52¢c.: Nos. 8, 9, 10 and 12, 51e. 
No. 7. in 1200 ft. coils, 52e. Sampson, 
No. 7. 838c.: Nos. 8, 9 and 10, 82c. 
Berkley, No. 7, 40c. 


SK ATES.—Dealers’ efforts to interest 
the retail trade in ice skates so far 
have met with indifferent success. 
Cooler weather, it is believed, will speed 
up sales, although it is generally con- 
ceded that retailers carried over fairly 
good stocks last season. 


We quote 
stocks: 

ice Skates.—Union Hardware. Co. 
line, No. 1624, 89c. a pair net: No. 
1624%, vig No. 1824, $2.06: No. 
1924%, $3.12. 

Hockey Skates.—No. 52414, $1.36 a 
pair net; No. 424%, $1 .74; No. 924%, 
oat 31. Canadian, No. 5%, $1; No. 7, 
1.6 

Ladies’ Skates.—No. 52. 97c. a nair 
net: No. 5624, $1.17: No. 524%L, 
$1.62: No. 562416, $1.14; No. 5724%, 
$1.92: No. 5924%, $3.50. 

Outfits.—Men’s, No. 72. $3.65 a 


from Boston jobbers’ 


pair 


net; ladies’, No. 74. $3.65: Men’s 
No. 130, $6: ladies’ No. 092. $659; 
all Goodyear welts. Tubular No. 
90, gray enameled, © $5.50; nickel 


plated, $6.50. 
SLEDS.—Shipments of sleds are going 
from jobbing houses, largely on orders 
placed by retailers months back. There 
is, however, some belated buying, al- 
though only in a small way. 
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We quote from Boston jobbers’ 
stocks: 

reg OR a ae Fliers, No. 1, $4 
each list; No. 2, $5; No. ‘ 
4, No. 5, .25; 
Racer, Jr., $5.50. Discount on store 
shipments, 334%, per cent; on direct 
factory shipments, 35 per cent f.o.b. 
Philadelphia. 

Firefly Line.—No. 9, $2.50 enh, 
list; No. 10, $3; No. 11, $3.75; No. 
$4.25, Discount, 40 and 5 per aBovy 

Paris Line.—Speedway, No. 99, $22 


per doz., list: No. 100, $24; No. 150, 
$30;. No. 200, $36; No. 250, $42; No. 
300, $50. Discount 40 per cent 


STOVE BOARDS.—Along with the bet- 
ter demand for stoves comes a good 
volume of business in stove boards. Re- 
tail dealers last year, in a majority of 
cases, cleaned up well on boards, and 
for this year are ordering fairly heavy. 


We quote from Boston jobbers’ 
stocks: 

Stove Boards.—Paper my crystal- 
ized, 28 x 28 in., $9.75 per doz. net; 
30 x 30 in., $11. 50; 32 x BD "ta. $13.50. 
Oblong, 30 . 42 in., $19.25. Wood 
lined, 28 x 28 in., $18. 50; 30 x 30 in., 
$21. 50: 33 ay 33 in., $25 25. 


TOYS.—Shipments from jobbers’ stocks 
to retail houses are in order, but only 
in a small way, for the average mer- 
chant has not purchased his toys as yet 
and the jobber is having difficulty in 
working up much enthusiasm. 


We quote from Boston jobbers’ 
stocks: 

Play Toys.—Tail-O-Wags, No. 420, 
$8.80 per doz. net; No. 430, $13.25; No. 
440, $16. Wheelbarrows, No. 615, 
$19.80. Sand wagons, No. 0, $16.50. 
Hay wagons, No. 610, $18.20. Foot 
Racers, No. 450, $1 6.50. 
No. 475, $45. Seesaw, No. 551, $54. 
Circle, $74.25; No. 510, $81. M 
oat, No. $46.20; No. 580, $69.30. 

A. ae Gilbert Co. a ig Erector sets, 
No $1 —: No. $3; No. 4, $5; 
No. 7 $10; No. 8, $08" No. 10, $50. 

Carpentry. —No. 701, $1.50 ea ach; No. 
702, $0.50.) N No. 707, $3.50; 765, 
$5. 50; No. 770, $10; No. 275, $25. 

Chemistry.—No. 5007, $1.25 each; 
ao, 5008, $3; No. 5009, $5; No. 5010, 


Ma a6. 2001, $1; No. 2005, $3; 


7 Bom 
zzles.—-No. 1029, 25c. each; No. 
1030. 50c.;""No. 1031, $1. 
Electrical Sets.—No. 3003, $3 each. 
Motors.—No. P58, $1.25 each; No. 
P54, $2: No. P56 $5. 
Transformers.— No. P60C, $3.50 
each. Discount, 33% per cent. 


TRAPS.—Business in all kinds of traps 
is on the mend. This is the time of 
year when field and other mice endeavor 
to get into houses, and it will not be 
long before game traps will be re- 
quired by the public. 


We quote from Boston jobbers’ 
stocks: 

Rat and Mouse Traps.—Genuine 
Marty French line, No. 1, 22-in. (24 
to crate), 3 crate lots, $20.22 per doz.; 
one crate lot, $21.78; broken crates, 
$23.34. No. 3, 16-in. (fifty traps to 
erate), 3 crate lots, $12.22 per doz.; 
1 oer ne” $13.14; broken crates, 
$14.1 No. 3%, 15-in. (72 to crate), 
3 siete lots, $9 per doz.; 1 crate lot, 
$9.68; broken crates, $10.38. No. 5, 
8-in. (150 traps to crate), crate lots 
$5.60 a doz.; broken crates, $6 net. 

Game.—Game, No. 0, single spring, 
with chain, $1.70 per doz. net; No. 1, 
$1.95; No. 1%, $3; No. 2, double 

with chain, $4.70; No. 3, 
$6.50; No. 4, $7.80. 


WEATHER STRIP.—A good business 
is doing in weather strip, say jobbers. 
Retail stocks are believed to be small, 
and it is also believed that more mate- 
rial will be consumed this season than 











ever before in the history of the local 
hardware jobbing houses. 
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Reliable Tools 


. . . . to sell at moderate prices 











DEALERS will find this a complete line of 


tools that will meet the requirements of house- 








, holders, farmers, amateur mechanics, etc. De- 
New Line— 

,, a sign, weight, appearance and price have all 
of — forged been carefully worked out. They’re right! 
tools— 

swe | CRECOITE 

GRASS SHEARS 

SHEEP SHEARS (Pronounced CRE-CO-ITE) 

MULE SHEARS 

GRASS HOOKS Below are three of our best sellers to this class 
Have you received of trade—the great masses who want service- 
your copy of our able tools at medium prices. There are other 
catalog yet? If not, : . . 
ile teem: tis ble fast-selling CRECOITE numbers, including 

men’s and boys’ axes. 














No. 112 Camp Axe 


No. 113 Nail Hammer 


[ye Oe _*) © Paes 
ee MABE Paty. 0m > eens - 


If Your Jobber Can’t Sup- bla fare sa ae ra aoe Satria 
ply You Write Us Today 


for Samples or Catalog H No. 110 Hatchet 


MARION TOOL WORKS, Inc. Marion, Indiana 


Subsidiary of Chicago Railway Equipment Company—30 Years of Steel Making 




















84 


Happy Batter Says: 


“I’ve kept my eyes 
on the hit column 
right thru the sea- 
son and I’m _ con- 
vinced it takes hits 
to make runs—runs 
to win ball games 
and good bats like 
the Louisville Mas- 
cot to make hits.” 


Happy Dealer Says: 


“That batter knows 
the game as the 
players know Louis- 
ville Mascot Bats. 
Believe me, I’m go- 
ing to ‘Play safe’ 
and keep these pop- 
ular bats right in 
the foreground till 
the umpires cease 
shouting ‘Play 
ball!’ These bats 
have sold well this 
season and I expect 
to sell even more 
next year.” 


HILTON-COLLINS CO. 
Louisville, Ky. 


Distributed by 
Louis Williams & Co. 
Nashville, Tenn. 
George Booth Rice 
1193 Broadway, New York City 
F. P. Dwyer 
410 N. Third St. 
Philadelphia, Pa. 
E. R. Walrath 
1701-20 W. Jackson Bivd., Chi- 
cago, Ill. 
Lippincott, Beall & Co., Ine. 
Sheldon Bidg., First & Market 
Sts.. San Francisco, Calif. 
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Coming Hardware Conventions 





AMERICAN HARDWARE MANUFACTURERS’ 
ASSOCIATION CONVENTION, Atlantic City, 
N. J., Oct. 14, 15, 16, 17, 1924. Hotel head- 
quarters, Marlborough-Blenheim. Fr. D. 
Mitchell, secretary-treasurer, 1819 Broad- 
way, New York City. 


ARKANSAS RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Little Rock, May, 1925. 
L. P. Biggs, secretary, 815-816 Southern 
Trust Building, Little Rock. 


CALIFORNIA RETAIL HARDWARE & IMPLE- 
MENT ASSOCIATION CONVENTION AND Ex- 
HIBITION, Civic Auditorium, San Francisco, 
March 11, 12, 13, 1925. LeRoy Smith, sec- 
retary, 112 Market Street, San Francisco. 


ILLINOIS RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Hotel Sher- 
man, Chicago, Ill., Feb. 17, 18, 19, 1925. 
Leon D. Nish, secretary, Elgin, Il. 


INDIANA RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Cadle Tab- 
ernacle, Indianapolis, Jan. 27, 28, 29, 30, 
1925. G. F. Sheely, secretary, 911-913 
Meyer-Kiser Bank Building, Indianapolis. 


IowA RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Des Moines, 
Feb. 10, 11, 12, 13, 1925. A. R. Sale, secre- 
tary, Hardware Building, Mason City. 


KENTUCKY HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Jefferson County 
Armory, Louisville, week of Jan. 19, 20, 21, 
22, 1925. J. M. Stone, secretary-treasurer, 
200 Republic Building, Louisville. 


MICHIGAN RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Grand Rap- 
ids, Feb. 24, 26, 27, 1925. Karl S. Jud- 
son, 248 Morris Avenue, Grand Rapids, 
manager of exhibits. A. J. Scott, secre- 
tary, Marine City. 


MINNESOTA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, St. Paul Auditorium, St. 
Paul, Feb. 17, 18, 19, 20, 1925. C. H. Casey, 
secretary, Nicollet Avenue and Twenty- 
fourth Street, Minneapolis. 


Missouri RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Statler Ho- 
tel, St. Louis, Jan. 26, 27, 28, 1925. F. X. 
Becherer, secretary, 5106 North Broadway, 
St. Louis. 


MONTANA IMPLEMENT AND HARDWARE 
ASSOCIATION CONVENTION, Helena, Feb. 13, 
14, 1925. A. C. Talmage, secretary-treas- 
urer, Bozeman. 


MOUNTAIN STATES HARDWARE AND ImM- 
PLEMENT ASSOCIATION CONVENTION, Denver, 
Colo., Jan. 27, 28, 29, 1925. W. W. Mc- 
Allister, secretary-treasurer, Boulder, Colo. 


NATIONAL FEDERATION OF IMPLEMENT 
DEALERS’ ASSOCIATION CONVENTION, Audi- 
torium Hotel, Chicago, Ill., Oct. 22, 23, 24, 
1924. H. J. Hodge, secretary, Abilene, Kan. 


NATIONAL HARDWARE ASSOCIATION CON- 
VENTION, Atlantic City, N. J., Oct. 14, 15, 
16, 17, 1924. Hotel headquarters, Marl- 
borough-Blenheim. T. James Fernley, sec- 
retary-treasurer, 505 Arch Street, Phila- 
delphia, Pa. 


NATIONAL RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Philadelphia, Pa., June, 
1925. Herbert P. Sheets, secretary-treas- 
urer, 130 E. Washington Street, Indian- 
apolis, Ind. 

NEBRASKA RETAIL HARDWARE ASSOCIA- 


TION CONVENTION AND EXHIBITION, Omaha, 
Neb., Feb. 3, 4, 5, 6, 1925. Convention 





headquarters, Rome Hotel, Exhibition, City 
Auditorium. George H. Dietz, secretary, 
414-419 Little Building, Lincoln. 


NEW ENGLAND HARDWARE DEALERS’ ASSO- 
CIATION CONVENTION AND EXHIBITION, Me- 
chanics’ Building, Boston, Mass., Feb. 23, 
24, 25, 1925. George A. Fiel, secretary, 10 
High Street, Boston 9, Mass. 


New YorK STATE RETAIL HARDWARB 
ASSOCIATION CONVENTION AND EXHIBITION, 
Buffalo, Feb. 10, 11, 12, 13, 1925. Head- 
quarters, Hotel Statler. Exposition at the 
Broadway Auditorium. John B. Foley, 
secretary, City Bank Building, Syracuse. 


NortTH DAKOTA RETAIL HARDWARE AS- 
SOCIATION CONVENTION AND EXHIBITION, 
Grand Forks, Feb. 11, 12, 13, 1925. C. N. 
Barnes, secretary, Grand Forks. Mr. 
Barnes may also be addressed for infor- 
mation in connection with the exhibit. 


OHIO HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, Columbus, Feb. 10, 
11, 12, 13, 1925. James B. Carson, secre- 
tary, 1001 Schwind Building, Dayton. 


OKLAHOMA HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Masonic Temple. 
Oklahoma City, Feb. 3, 4, 5, 1925. Charles 
L. Unger, secretary-treasurer, Oklahoma 
City. 

PENNSYLVANIA AND ATLANTIC SEABOARD 
HARDWARE ASSOCIATION CONVENTION AND 
EXHIBITIO, Philadelphia Commercial Mu- 
seum, Feb. 16, 17, 18, 19, 1925. Sharon 
F.. Jones, secretary, 604 Wesley Building, 
Philadelphia, Pa. 


SoutTH DAKOTA RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Sioux Falls, Feb. 24, 
25, 26, 27, 1925. Charles H. Casey, man- 
ager, Nicollet Avenue at Twenty-fourth 
Street, Minneapolis, Minn. 


SOUTHEASTERN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, Bir- 
mingham, Ala., May 12, 13, 14, 1925. Wal- 
ter Harlan, secretary-treasurer, 701 Grand 
Theater Building, Atlanta, Ga. 


SOUTHERN CALIFORNIA RETAIL HARDWARE 
ASSOCIATION CONVENTION, Los Angeles, 
March, 1925. H. L. Boyd, secretary-treas- 
urer, 435 San Fernando Building, Los An- 
geles. 


TEXAS HARDWARE AND IMPLEMENT ASSO- 
CIATION CONVENTION, Dallas, Jan. 20, 21, 
22, 1925. Dan Scoates, secretary-treas- 
urer, College Station. 


VIRGINIA RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Jefferson 
Hotel, Richmond, Feb. 10, 11, 12, 1925. 
Thos. B. Howell, secretary-treasurer, Rich- 
mond. 


WESTERN RETAIL IMPLEMENT AND HARD- 
WARB ASSOCIATION CONVENTION, Kansas 
City, Mo., Jan. 13, 14, 15, 1925. H. J 
Hodge, secretary, Abilene, Kan. 


WEST VIRGINIA HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Clarksburg, 
Jan. 20, 21, 22, 23, 1925. James B. Carson, 
secretary, 1001 Schwind Building, Dayton, 
Ohio. 


WISCONSIN RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, Audi- 
torium, Milwaukee, Feb. 4, 5, 6, 19265. 
George W. Kornely, exhibit manager, 1476 
Green Bay Avenue, Milwaukee. P. J. 
Jacobs, secretary-treasurer, Stevens Point. 
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of governmental administration, how- 
ever, to make these contacts as few as 
possible and to reduce burdens and an- 
noyances to a minimum consistent with 
‘conservation of the broadest public in- 
terest.” 

The retail druggists are certainly en- 
titled to a vote of thanks for secur- 
ing these very welcome assurances from 
the President. If Congress fails to 
make them good by judicious legisla- 
tion the retail merchants of the coun- 
try will know at whose door the blame 
lies. 

Refunding That 25 Per Cent 


The Treasury Department has re- 
cently completed the gigantic task of 
refunding some $17,000,000 to taxpay- 
ers who paid their 1923 taxes in a 
single payment in March of this year 
and who therefore have been entitled 
to the 25 per cent rebate authorized by 
Congress. More than 2,200,000 taxpay- 
ers paid their 1923 taxes in full on or 
before March 15 of this year. 

Only 1,900,000 individuals had se- 
lected the installment plan of payment. 
These taxpayers who made overpay- 
ments in March have been allowed to 
recoup themselves by reducing their 
later installments. 

More than 1,500,000 checks have al- 
ready been mailed in connection with 
these refunds and all the remaining 
items have been certified and approved 
except a few where there are complica- 
tions or discrepancies in the returns. 
This big job was completed in approxi- 
mately 90 days, in addition to the enor- 
mous volume of current income tax 
work. 

Secretary Mellon has paid a very high 
compliment to the employees of the In- 
ternal Revenue Bureau, who have ac- 
complished a task of unprecedented pro- 
portions. No order for overtime work 
was issued, yet in many offices through- 
out the country internal revenue em- 
ployees relinquished their vacations 
through the hot summer months and 
voluntarily worked at night without ad- 
ditional compensation in order that they 
might serve the taxpaying public. 


Aluminum Industry’s Big Gain 


The recent tremendous expansion in 
the industry engaged in the production 
of aluminum products, including cast- 
ings, bars, plates, sheets, household 
wares, etc., is reflected in the report of 
the biennial census of 1923, which re- 
cords an output valued at $106,930,000, 
an increase of 133 per cent as compared 
with 1921. The number of establish- 
ments engaged in this industry in- 
creased during the two years from 87 
to 119; the number of wage earners 
rose from 9584 to 16,288 and the wages 
paid from $10,835,597 to $19,843,546. It 
is interesting to note that the increase 
in the total value of the products far 
exceeds that in the number of wage 
earners or total wages paid. 

Of the 119 establishments reporting 


for 1923, 27 were located in Ohio, 14 
in Wisconsin, 12 in Michigan, 11 in New 
York, 9 in Illinois, 7 in New Jersey, 6 
each in Indiana, Massachusetts and 
Pennsylvania, 5 in California and the 
remaining 16 in Colorado, Connecticut, 
Iowa, Minnesota, Missouri, Nebraska, 
Rhode Island, Tennessee and Wash- 
ington. 


Growth of Silverware Production 


The Census Bureau also announces 
that the establishments engaged pri- 
marily in the manufacture of plated 
silverware reported for 1923 products 
valued at $53,640,000, an increase of 58 
per cent as compared with 1921, the last 
preceding census year. The principal 
products of establishments embraced in 
this industry are knives, forks, spoons 
and other flat ware such as plates, plat- 
ters, trays and saucers; hollowware, 
such as bowls, cups, tea and coffee pots, 
pitchers, tureens, and miscellaneous 
articles, such as novelties, toilet sets, 
salt and pepper tops, etc. 

The number of establishments in this 
industry in 1923 was 81, as compared 
with 66 in 1921; wage earners employed 
totaled 12,072 in 1923, as against 9535 
in 1921, while the wages paid in 1923 
totaled $15,583,004, as compared with 
$10,664,149 in 1921. 

Of the 81 establishments reporting 
for 1923, 30 were located in New York, 
27 in Connecticut, 11 in Massachusetts, 
3 in Pennsylvania and the remaining 10 
in Illinois, Indiana, Maine, New Hamp- 
shire, New Jersey, Ohio, Rhode Island 
and Virginia. 





New England Iron & Hdw. 
Outing Well Attended 


The New England Iron and Hard- 
ware Association held its annual fall 
outing at the Tedesco Country Club, 
Swampscott, Mass., on Tuesday after- 
noon and evening, Sept. 23. <A large 
number of guests, some of them from 
New York, attended. 

The chief feature of the outing was 
the annual golf tournament, more mem- 
bers participating than ever before on 
similar occasions. Prizes were donated 
by Charles A. Haines, Dodge-Haley Co., 
Boston, president of the association; 
Frank W. Brigham, Bethlehem Steel 
Co., Boston; Frank H. Colladay, Trum- 
bull Steel Co., Boston; Arthur Purnell, 
Youngstown Sheet and Tube Co., Bos- 
ton; and by the Standard Horse Shoe 
Co., Boston. Two prizes played for in 
former years also were up for compe- 
tition. 

A. Perley Chase, Chase, Parker & Co., 
Boston, with the best gross score, took 
the Haines cup. Murray Harvey, A. C. 
Harvey Co., Allston, Boston, with the 
best net score was awarded the Damon 
cup, which will have to be played for 
again, and the Brigham prize’ while 
George E. McClintock, John B. Varick 
Co., with the second best net score, was 
awarded the Loomis cup, which he re- 
tains. 








Steel Spindle Dampers 


People are overhauling their stoves 
for cold weather. New stove pipe and 
dampers will be called for. Keep 
stocked. 


Arcade Steel Spindle Dampers meet 
every requirement for quality dampers 
at minimum prices. 


Their features include: all-steel spin- 
dle combining strength with lightness. 
It pierces stove pipe easily and gives 
free action at all times. Nickel-plated 
coil handle which affords a firm and 
always cool grip. Blade will not break 
in shipment or in use. 


Your jobber will supply you. Write 
us today for catalog No. 30-C showing 
complete line of Arcade Hardware and 
cast-iron Toys. 





Arcade Manufacturing Company 


Freeport, Illinois 


ARCADE 


HARDWARE 
anda ‘TOYS 
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world devoted 
\ ~ | lothe manu- 
rl "al facture of 
. { } Jubular and 
es ~ \ a lunch Ruvets 
L-T 








Our prices are not fic- 
titious. [hey are based 
on actual costs. As we 
were the originators and 
pioneer manufacturers 
of Tubular and Clinch 
Rivets it is not too much 
to claim that with over 
90 years experience 
these costs are at as low 
a level as is consistent 
with the high quality 
which we have always 
maintained for our 
product. 


KARAT Te 


TUBULAR RIVET & STUD 
COMPANY 


BOSTON 
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Selling Tackle in the South 


By Commodore A. M. Brook, President 
Fort Lauderdale Anglers Club 


WENTY-SIX miles north of Miami, on the 

Dixie Highway, the wonderful New River flows 

through the city of Fort Lauderdale from the 
Everglades to the Atlantic Ocean. It is here that the 
king of all sport fish comes in countless thousands to 
spawn every year. And from the source to its mouth 
the river is full of tarpon ranging from three pounds 
to 150 in weight. There are times when one could 
not take a snap shot of the river without getting a 
tarpon in the picture. 

Possibly the greatest of all sport is casting for 
small tarpon with bass tackle using a three ounce rod 
and 18 pound test line. A 28 pound tarpon will give 
one a lively time to land him. They will strike a white 
plug or a white fly very readily and the writer has 








lost seven plugs and lines in one afternoon fishing. 
Fort Lauderdale has a live Anglers Club composed of 
men from many sections of the U. S. In fact, 22 
different States are represented by its members. Mr. 
Charles Flippen of the Flippen Hardware Co. is the 
official measurer of the Anglers Club and it is here 
that all the fish are brought to be weighed and meas- 
ured and entered for the prizes which are offered by 
the club for the largest fish caught during the season. 
Mr. Flippen is a most enthusiastic fisherman himself 
and holds the record for the largest Barracuda (Tiger 
of the Sea) caught on light tackle. The club has had 
this fish mounted and it is on exhibition at the entrance 
to Dixie Highway Bridge. 

Our picture shows tarpon caught by Mr. Charles T. 
Link, a prominent member of the Anglers Club. 
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Ingenious Paint Brush Rack 


HOMAS HARDWARE CO., Galion, Ohio, has a 
special paint brush rack which has been found 
very satisfactory. A large glass front cabinet 
accommodates 25 racks for brushes. Each rack is 
made from two lengths of 14-in. steel rods, which are 
inserted in 14-in. holes bored in the wall or back of 





the case. The holes are bored 2 in. deep and hold the 
rods very firmly. The rods are placed 2 in. apart and 
at the open end hold a small zine disc shaped like a 
shield. This disc bears the stock number and retail 
price. Cost price in code could be included if desired. 
To insert, brushes are turned sidewise. To remove, 
they are given a quarter turn and come out easily. 
Mr. Thomas has found this rack a good sales help. 











A Good Plan 


ELLING ammunition to the consumer before 
S he needs the merchandise can be done to 

considerable advantage, according to Paul 
N. Allen of Kirk & Allen, Jamestown, N. D. Mr. 
Allen says: “We have enjoyed a very nice busi- 
ness this year on gunS and ammunition. I am 
unable to say offhand just how many guns we 
sold, but we used something over 100,000 loaded 
shells and have made an excellent clean-up of 
the stock and have almost none on hand at this 
writing. 

“We sell a great many shells by the case in 
advance of the season, and this is auite a help 
in estimating our requirements closely. , 

“We have sold guns and ammunition to some 
of our old friends for many years, and we have 
always tried to please them in every way, es- 
pecially by carrying a good stock of the various 
loads, so when they come to us they are seldom 
disappointed. We find that usually a sportsman 
is very loyal to the store that treats him fairly 
and caters to his wants, and if he is treated well 
he will not leave you unless there is a reason. 

“A number of towns in this State had local 
fights on prices of ammunition but we kept out 
of this entirely and stuck to our established 
prices, which were fair, and as a result we sold, 
perhaps, almost as many shells as if we had cut 
the price and have made a fair profit on what 
we did sell.” 








The Nichols Co., of Burlington, Iowa, features small 
goods on tables extensively. Mr. Tom Nichols states 
that one table in the front of the store has increased 
sales 300 per cent on the items displayed. 





How 


Blackhawk “Specials” 


Loosen Up Business 





Tire service and _ garage 
men everywhere know 
Blackhawk “Specials’’—the 








When You gap wrenches 
lat save money on mean 
66 99 ° 
See a “Hex jobs. Every shop needs 
Think of many of them. 





The husky, heavy-duty 
Blackhawk “4 in 1” Uni- 
versal Rim Wrench shown 
below is one of our snappi- 
est - selling specials — a 
wrench that sells on sight 
to every tire man. Show it 
and sell it—it’s guaranteed 
to the limit. 

Write for discounts and 
catalog. Name your jobber. 


AMERICAN GRINDER 


Blackhawk! 








MFG. CO. 
Blackhawk “4 in 1” Dept. E Milwaukee, Wis. 
Universal Rim Sales Dept.: C. N. & F. W. Jonas, 


Chicago——-Los Angeles 

















Wrench—one of the 
handiest tools ever 
designed. Handles 
practically all rim 
bolt sizes from 
Ford to giant pneu- 
matics; 4”, 11/16”, 
34” and 7%”. Handle 
4” steel — i" 
heavier than ordi- 
nary wrench. Four- 
size socket head, 
one piece drop forg- 
ing. Built for en- 
durance—no springs 
or small parts to 
give way. Liberal 
discounts. List 
price, $3.95. 





Change socket in 1 second! © 
Click!—just a flip of the wrist 


—and required socket size 
snaps into place. Ball Socket 
prevents slipping. 





BLACKHAWK 


Welded@wrenches 


(Copy 1924 by A. G. M. Co.) 





— 
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BIG PROFITS 


made on 
| HOME COMFORT 


:WEATHERSTRIP | 


You'll make money by stocking this efficient and quick selling 
weatherstrip. Hundreds of your customers will want it when 
they see it displayed on your counter. Order a reel today. 


Small Investment—Big Profits 
You make over 100% profit on Home Comfort Weatherstrip. You 
buy it for 434c per foot, in soo tt. lots, and sell it for 10c. It is within 
easy reach of everybody's pocket book and quickly pays for itself 
in fuel saved. Hardware men particularly like it. It comes on a reel 
in one continuous length. This means no waste or lost profits in left 
over ends. No lost stock, as it is also moth and vermin proof. 

The Home Comfort Weatherstrip is a novel weatherstrip that has 
oved itself, over a period of years, to be the best strip on the mar- 
et. It provides an insulation for door and window contacts 
genuine cotton tufting covered with a rubberized fabric. The strip 
is cylindrical in shape with a flat nailing lap. 


6 Superior Features 
Weathertight: When in place the Home Comfort Weatherstrip 
forms a resilient caulk around window and door contacts. 

Flexible: It adjusts itself to wavy surfaces such as warped or settled 
doors and windows. This flexible strip follows the warped surface 
and fills up enlarged openings, or compresses, as the case may be. 
Easy to Apply: Simply tack on—turn the corners. No mitering, 
sawing, or taking out windows or doors when installing. 

Noiseless: The cushion effect of this strip absorbs and prevents the 
noise of rattling windows and slammed doors. 
Non-Conductive: Home Comfort Weather- 
strip contains no metal, therefore it is non- 
conductive of heat or cold. 

Waterproof: The rubberized fabric covering 
renders the strip impervious to moisture, ver- 
min or decay and prevents crystallization. 


Pat. Jan. 22, 1924-.The above cut Easy to Apply 


shows Wirfs’ Home Comfort ° : 

Weatherstrip applied to section Simply tack on—turn the corners. That is one 
a perfect weathertight contact. Ofthereasons why the Home Comfort Weather- 
er strip is such a big seller. Nearly anyone can 
WOME COMFORT, apply it. No expensive mechanic needed. No 
WEATHERS TRIP taking down of doors or windows; nomitering, 
__ no sawing, no waste. It is rustless, metalless, 
woodless, waterproof and flexible. Itis the 


only insulated cushion weatherstrip. 


Sells on Sight 


. This handsome display stand that demon- 
) strates the Home Comfort Weatherstrip will 
| be sent you with your initial order of 500 or 
more feet. 
f Put this stand on your counter. It will build 
we, Weatherstrip sales for you. Send in your order 
B now for this big money maker. We prepay all 
shipping charges. 
Here’s what one dealer says: “We appreciate your hand- 
ing Over your inquiries to us. Some nice orders have resulted and we are 
doing a big business on Home Comfort Weatherstrip.” 
Marshall Bros. Hardware & Lumber Co., Johnson City, Tenn. 

E. j. Wire Organization - St. Louis, Mo. 


Manufacturer and Patentee 


MAIL THIS COUPON 


E. J. Wires Orcanmation, 1285S. r7ru Sr., Sr. Louis, Mo. 
Please sendmea ....... foot reel of Home Comfort Weatherstrip at 4%c per 
foot. Toretail at roc per ‘foot. Enclosed find check, money-order, cash for $....< 


or more 500 ft. reels, 4 1-2c per foot.) 
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The Sporting Goods Department 


(Continued from page 54) 





hidden about the person and therefore not easily de- 
tected. Guns and rifles are not in this category. Swip- 
ing one of these on account of their being out of the 
glass case is hardly to be thought of. No matter 
whether they are in a case or not, they must be taken 
care of just the same. Sometimes, on account of the 
very fact that they are in a case encourages neglect 
because they are supposed to be protected against 
moisture, dust and handling. This false security too 
often is the cause of the bad condition found so 
prevalent. 

While I have consistently and persistently contended 
that goods related to one another, such as paints and 
brushes and similar merchandise must be shown in 
close proximity to one another, exception is taken to 
arms and ammunition. The reason for this is that 
persons buying such valuable articles should not be 
disturbed. 


Keep the Ammunition and Guns Separately 


For years, I have always arranged to stock shot- 
gun Shells in the base of the gun case, but have found 
after careful study that the advantages of having 
them near the shotguns was more than offset by the 
confusion when the hunting season is at its height. 
When showing a gun to a prospective buyer, other 
clerks crowd in, seeking the particular shell, other 
customers desire, and necessitating the request that 
the gun customer please step aside and permit the 
clerk to get at the shell stock. This, if it happens 
two or three times, will rile any man or woman with 
red blood. It is a foregone conclusion that when a 
customer buys a gun, he will also want ammunition, 
but it is not often true that a man buying ammuni- 
tion will want a gun. So, therefore, stocking ammuni- 
tion in a location slightly removed from the gun case 
is better. 

The base of the gun case is advantageously used 
for gun accessories, leather and canvas cases, etc., 
because when selling a shotgun or rifle, you have a 
very live prospect for a container, shell belt, ete. This 
contention is borne out by experience in busy stores 
and must not be confounded with conditions in stores 
where the’‘sale of guns and rifles is very small. In 
such stores, it is right to use the base of the gun case 
for ammunition. 


Knowledge of Merchandise Important 


To the hardware man who has no one in his store 
who is an addict to one or more sports, I want to give 
a grain of comfort because he has been told innumer- 
able times that in order to successfully operate a 
Sporting Goods Department, he must have expert trap 
shooters, fishermen, tennis players, golfers, hunters 
and of every other sport. Does the clothing sales- 
man have to be a Beau Brummel, the shoe salesman 
a six day walking champion, the piece goods sales- 
man in a dry goods store a tailor or dressmaker, the 
tool salesman a carpenter, machinist, auto mechanic, 
etc., in order to sell the goods? No—but they must 
know the goods they sell and that is possible for any- 
one if they want to know. I know a very successful 
sport goods department headed by a girl who does 
not fish, hunt, golf or indulge in other sports, but 
“She Knows Her Merchandise’”—and therefore sells it. 


Don’t Give Gratuitous Advice 


I have known good customers who were driven away 
from a store because the expert fisherman was too 
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proné to give advice without being asked. In a Boston 
store, I was present when a man walked up to the 
display of golf clubs, made a selection, handed the 
clerk $7.50 and asked to have the club wrapped when 
the man in charge, who was also a professional, said 
to the customer, “You don’t want that club—it is too 
light.” At which the customer said, “All right, I have 
heavier clubs at home but I happen to know what I 
want and didn’t ask your advice.” The Sporting 
Goods man who indulges in a particular sport is too 
apt to become a crank in that sport and too frequently 
wants to lord it over someone who differs with him. 
If the someone happens to be a customer who is set 
in his ways, there is danger of sparks flying. 

An all-round man who studies his lines is more de- 
sirable to have charge of sporting goods than a crack 
athlete or one who excells in any one sport. Of course, 
a knowledge gained by engaging in the sports does 
help, but it is far better to know the goods. 

The most satisfactory business is that of the kids 
who save up their nickels and dimes to buy their sport- 
ing goods. They don’t ask for club discounts or team 
prices, but come into the store day after day, plank 
down their dollar or two, take their packages under 
their arms and walk out, happy and contented. 

Encourage the youngsters to trade at your store 
and if you successfully do this, your Sport Goods De- 
partment will do much toward paying the rent. The 
Hardware Store has few lines that appeal so strongly 
to young folks. These in just a few short years are 
the people of the community. If you gain their 
friendship early, you can rest assured that when they 
get ready to establish their homes for themselves, they 
will also come to your store for their requirements. 








Mr. LLEW 8. SOULE, Editor, 
HARDWARE AGE, 
New York City. 


DEAR SIR: 

Inclosed find our check for $4.00 for which 
please renew our subscription to HARDWARE AGE 
for two years. This renewal extends from 
9/4/24 to 9/4/26. 

We find the HARDWARE AGE very helpful and 
look forward to its coming each week. Thank- 
ing you in advance for your prompt attention, 
we are 

Very truly yours, 
HUTCHESON HARDWARE Co., 


(Signed) E. M. Hutcheson. 





Mr. LLEW S. SOULE, Editor, 
HARDWARE AGE, 
New York City. 


DEAR SIR: 
I have always considered the HARDWARE AGE 
the best trade journal in the Hardware field. 
Yours truly, 
(Signed) H. T. HAMPTON. 











HARDWARE AGE 








TRADE 


aE zL 
“WY 





RITE us regarding 
our line of five 


Night Latches, with 
retail selling price 
ranging from 


75 cents 
to $3.00 


There are certain advantages of 
quality, price and advertising and 
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selling assistance, which are caus- 
ing the Fraim Night Latches and 
Padlocks to be carried by wide 


awake dealers everywhere. 
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Fraim No. 112 


Here is a recent addition—no hand- 
somer or more secure Night La‘ch is 
made. It is beautifully finished in an- 
tique copper, has 5 pin tumblers and 
is provided with four keys. 


Your inquiries will have our prompt 
and careful attention. 


E. T. FRAIM LOCK CO. 


LANCASTER, PENNA., U.S.A. 
Selling Agents in 


Boston Montreal Nashville 
Seattle Vancouver Atlanta 


Ogden,Utah Philadelphia New Orleans 
Winnipeg 


New York 
Chicago 
Detroit 
San Francisco Los Angeles Baltimore 
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TEGCO 
ee (ylass-Hardware= 


This new modern merchandise cre- 
ates new and profitable business for 
you. 








Here is a big win- 
ner— 


Genuine 


Hand-Cut 
Glass Knobs 





CELE LARC AML iene 


They are different. 
Clean, sanitary and 
pretty and cost very 
little more than 
common ones. The 
faces are cut and 
polished. 





For sale by all 
leading jobbers. 
Write us for 
name of nearest 
distributor. 


TIC 








This cut shows 
studded bottom 





ACCURATE 


(Patents applied for) 


Manufactured Exclusively by 


TECHNICAL GLASS CO., Inc. 


2050 East 48th Street Los Angeles, Calif. 
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Common Cordage Terms 


Cordage: A class or group of textile materials which 
have been manufactured either by hand or by machine 
processes of combining and twisting fibers into a form 
which has length and a diameter of not less than three- 
sixteenths of an inch. Also used loosely in a collective 
sense to include all sizes and varieties of cords, ropes and 
cables. 

Twine: Two or more yarns twisted together to be 
usually used for binding or wrapping purposes. When a 
single yarn is used as a finished product, it is also called 
a twine. 

Yarn: A combination of individual fibers drawn and 
spun from a sliver. 

Note: Yarn itself is not a finished product for common 
use, but is intended for further processing in textile manu- 
facture. When a single yarn is used as a finished product 
(for instance, binding twine) it should be referred to as a 
twine. Yarn itself may be plied any number of times, but 
it is called a yarn in cloth terminology as long as it is 
intended for further manufacturing. In cordage ter- 
minology, however, two or more yarns twisted together 
are called a strand. 

Strand: Two or more yarns twisted together for the 
purpose of further manufacturing into larger cordage. 

Note: Strand is not a finished cordage product, and two 
or more yarns twisted together are so called only when 
intended for or used in further processes of manufacture. 

Sliver: A continuous combination of fibers not twisted 
together, as found in the manufacture of yarn prior to 
twisting. 

Twist: The turns per unit length. 

Twisting: The process of wrapping one length around 
another or of wrapping several lengths each around the 
others. 

Turn: In cordage terminology, a revolution of the mate- 
rial of 360 degrees. 

Foreturn: The twist in the strand. 

Afterturn: The twist in the rope itself. 

Note: See Foreturn. It is the proper balancing of the 
forces of fore and after turns on which depends the quality 
of rope construction. The whole principle of rope making 
depends upon the proper opposing of twists. The yarn 
tends to untwist, but as it is twisted oppositely in the 
strand the two tendencies counteract. The strand is given 
an extra twist and the strands composing the rope are 
laid up with a twist opposite to that in the strands. When 
the rope is put into use, any inequality of forces counter- 
acting generally adjusts itself. 

Lay: The direction left or right with which the strands 
of a rope are twisted, together with the degree of hard- 
ness with which the strands are twisted. A term desig- 
nating the amount of twist in the several factors, as 
strands and yarns, of a cordage product which will pre- 
serve in the finished product a proper balance of the forces 
which result from the twist in these factors. 

Laying: The process of adding foreturn or twist to the 
strands or to the yarn, to compensate for the effect of 
reversing the twist in the next succeeding twisting process. 

Laid: The condition resulting from the addition of fore- 
turn or twist to the strands or to the yarn to compensate 
for the effect of reversing the twist in the next succeeding 
twisting process. 

Slack: A portion of a piece of cordage which is hanging 
loose or is not firmly extended. 

Taut: Tight. A rope is said to be taut when it is 
stretched to an ordinary degree of tightness. 

Kink: A short curl or loop in a rope, occasioned by an 
excessive lay or twist. 

Halyard: A rope or purchase employed to hoist or lower 
rigging. A joint term used loosely for all ropes or chains 
employed to support and work masts, yards, sails, der- 
ricks, ete. 

Staging: Plank platforms or single planks used to sup- 
port men while working.—The Cord Age. 
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Rack for F ishing Tackle 


HIL G. WUERTZ, East Cleveland, Ohio, is fond 
of fishing, which may account for his interest 
in building a very useful display rack which 
helps him sell fishing rods. The rack is suspended 
from the ceiling, with the width of two lengths of 1 
in. pipe, fastened to the ceiling with threaded sockets. 
Sockets at the lower end of the pipe supports hold 
the wooden base which is a board measuring 12 in. in 
width and 4 ft. in length. The length of your pipe 





























Get Ready for 


More Business— Now 

















Every indication—bank deposits, 
crops, farm prices, discount rates, 


supports must be determined by the height of : : ; 
“1 Sie cede, iten ane A, Len commodity prices, foreign develop- 


ceiling. At the Wuertz store these are 5 ft. long. 


A small strip of wood measuring 1 in. by 2 in. is ments, employment—leads to but one 
nailed along the outside of the base board, to prevent logical conclusion; sound buying 
the fishing rods from slipping. The base sockets are power and increased Fall and Winter 
placed back at a point 4 in. from the rear of the base. business can be looked for. 


Allowing for margin and socket room, the cross piece 
of pipe upon which the rods rest must be about 38 ft. 
8 in. This distance must be measured when you have 
your sockets in place on the base. T unions are used 
to connect the resting bar to the main supports. 
This device will add greatly to the appearance otf 
your store, and will enable you to make unusually 


Now is the time to arrive at a decision re- 
garding store rearrangement—and the in- 
stallation of Warren Fixtures, in prepara- 
tion for that increased business. 


attractive displays without taking up any room on Whatever the size of your store, there is a 
the floor. These racks may also be used advantageous- Warren Fixture combination precisely suit- 
ly for merchandise other than fishing tackle. Why ed to it—designed to simplify your methods 
not try them? of doing business and increase sales. 





They possess to an unusual degree the qualities 
of permanence and practical utility. Get ready 
for more Fall and Winter business—investigate 


PF orm Shows W here Warren Fixtures—now. 
M oney I Ss Spent We will gladly advise with you as 


{to store rearrangement 





William CC. Carr, hardware merchant, of 
Annandale, Cal., has a little, inexpensive form on 
which he and his salespeople note the sums they 
pay out. There are seven headings: Merchan- 


‘‘There is no substitute for Warren Fixtures” 


dise, refunds, used in store, sold at cost, sold at 9 
discount, hauling, labor and miscellaneous. By J. D: WARREN MFG. COMP ANY 
properly noting the sum paid out when it is paid 159 No. State St. Chicago, Illinois 


out the books can be easily and correctly entered 
at the close of the day’s business. Mr. Carr had 
a local printer print these headings in black type 
in spaces on some old forms that the printer had 
on hand, so that the cost was nominal. 
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EXCEPTIONAL QUALITY 


at profitable prices! 


Sometimes the fine appearance produced by K & E 
workmanship makes the customer apprehensive as to 
possible high price. But he is quickly reassured— 


K & FE MEASURING TAPES 


sell as low as others—the difference is in the Quality! Two 
profits for the dealer, a liberal one in dollars and cents—another 
as important, in Prestige! Send for latest Tape Catalogue. 


KEUFFEL & ESSER Co. 


NEW YORK, 127 Fulton Street General Office and Factories, HOBOKEN, N. 8. 


CHICAGO ST.LOUIS SAN FRANCISCO MONTREAL 
616-20 S$. Dearborn St. 817 Locust St. 30-34 Second St. 6 Notre Dame St. W. 


Drawing Materials, Mathematical and Surveying instruments, Meaguring Tapes 








ARMSTRONG’S 










ceCee 


Improved Nipple Holder 


No. 20 for No. 2 Stock 
Range %4,—1” Right or Left 
No. 30—for No. 3 Stock 
Range 1—2” Right or Left 


The right nipple is always on the job 
when you carry one of these tools. 


The Armstrong Mfg. Co. 
Bridgeport 
Conn. 
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Try This Window Screen Table 


TAMBAUGH-THOMPSON  CO., Youngstown, 
S Ohio, offer an idea for an efficient window screen 

table. An ordinary table is used, measuring 8 
ft. in length and 4 ft. in width. The table is marked 
off at 1 ft., at 3 ft, 5 ft. and 7 ft. At these points 
the pipe racks are placed. Each pipe rack consists 
of two sockets, two elbows and three pieces of pipe. 


—— 
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Half inch pipe, sockets and elbows are used. All top or 
cross pieces are the same length, which is 3 ft. 8 in., to 
conform to the table width of 4 ft. This measurement 
allows sufficient margin space all around. The side 
supports vary. The first one is 12 in. high (or long) ; 
the second is 18 in.; the third is 24 in. and the fourth 
is 30 in. Screens are of graduated size and may be 
placed according to their height. 

Should your table differ in dimensions your pieces 
of pipe must be cut to conform. 





What Charles Goodyear Did 


By Mark Stuyvesant 


‘ 


O a New Haven hardware merchant belongs the 

credit of the discovery of vulcanizing which made 
a useless substance so useful. Charles Goodyear ran a 
little and highly unprosperous hardware store. He 
was born in 1800, the same year that the first rubber 
was brought to the United States. It came from South 
America, where it is the sap of a tree. The Indians 
made rough shoes of it and a few were sold in the 
United States, but they were of no value. 

In 1831 an inventor produced some rubber cloth, but 
it melted and stuck in hot weather and cracked in 
winter. Goodyear,.in the room at the rear of his 
hardware store, began to fool with rubber. It is said 
that he accidentally dropped some sulphur and rubber 
on a hot kitchen stove and accomplished by chance 
what his experiments had failed to do—to weld or 
vulcanize rubber. 

This was in 1839. Mr. Goodyear and his brother 
went into the business of making rubber. They were 
able to turn out shoes that would hold together, cloth 
that was waterproof and rubber blankets. 

Goodyear took out sixty patents on his rubber in- 
ventions, but most of them failed to attract the public. 
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He earned a fair living, that was all. In 1851, after 
a series of experiments to make rubber hard, he suc- 
ceeded. Then it became possible to make such things 
as combs, buttons, bottles, inkwells, pen holders, etc. 

Rubber goods now began to be in demand, but Mr. 
Goodyear was a poor business man, and he died in 
poverty. 

Today great rubber factories bear his name. The 
uses of rubber are boundless. Five or six million 
motor cars are traveling on rubber tires. Its use in 
such inventions as the telephone, its quality of non- 
conducting electricity, made it invaluable in the de- 
velopment of the electrical age. Hundreds of millions 
of pounds of rubber are used annually, and many mil- 
lions of acres in Brazil and Peru are devoted to the 
growing of rubber trees. 

In recent wars the rubber blanket and the rubber 
coat prevented untold suffering and probably saved 
hundreds of thousands from dying of exposure. What 
a blessing it would have been in the campaigns of 
Napoleon and in all the great wars of the past. Even 
in the American Civil War rubber was comparatively 
unknown, and few of the soldiers were able to use it 
to protect themselves from the elements.—Cleveland 
Plain Dealer. 





Handling Heavy Rope 


HE conventional practice in the handling of 

heavy rope is to bring it up from the basement 

through holes bored in the sales floor. This often 
necessitates a false floor a few feet below the base- 
ment ceiling. Frank Berman, Inc., Jamaica, N. Y.., 
has worked the opposite way. Mr. Berman does a 
large heavy rope trade with contractors, and carries 
four sizes as part of his regular stock. 

Mr. Berman has built four rack supports in the upper 
floor of his store room. The rope comes through the 
ceiling and is fastened to wooden wall cleats, at a 
height convenient to handle. The racks are simple. 














Two wooden supports, 3 ft. high made from 2 x 4 
stock, are fastened to the floor with angle irons. They 
are placed far enough apart to permit a piece of 
inch pipe with a coil of rope to be suspended between 
them. Grooves cut in the support tops permit a rest- 
ing place for the pipe. To prevent the pipe from turn- 
ing when unrolling the rope, taper pins are driven 
through the pipe into the wood. Thus the rope is free 
to unwind at the will of the salesman below. 

The reels are of common spool type. Rope comes 
in coils, but Berman rewinds the coils onto the spools. 
He carries %-in., %-in., *4-in. and l-in. sizes. The 
four racks are arranged in a convenient row, so are 
the wooden wall cleats. 

A device of this kind is efficient in operation, pre- 
sents an attractive business like appearance, and will 
more than repay any hardware dealer for the time 
and effort involved in its construction. 
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Waren a hardware man comes 
into The Mechanics & Metals 
National Bank of New York he 
is at home. Here he meets 
friends who know how he does 
business, who know v hat he 
wants and who know how to 
provide for those wants. 








Let us demonstrate our knowledge of your 
business the next time you come to the city, 
or write us and permit us to visit you, 











THE 


MECHANICS & METALS 
NATIONAL BANK 


OF THE CITY OF NEW YORK 
Deposits June 30, 1924, $288,000,000 

















SECOND Point 


of the Clemson Star 


AAENSTAR 


“HACK SAW 
lee 


CLEMSON STEEL 


Special Tungsten Stee] made to 
exact specification and correct 
manufacturing processes is the 


basis of STAR efficiency. 


Makers Since 1883 


CLEMSON BROS., INC. 
Middletown, N. Y. 


WE HAVE SOMETHING TO TELL YOU ABOUT 
HACK SAWS. WRITE FOR BOOKLET. 
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Manufacturers of 


BOLTS NUTS WASHERS 
RIVETS SPIKES 
PLAIN AND UPSET RODS 
IARROW TEETH, HINGES 


WAGON IRONS 
SINGLETREE TRIMMINGS 
FLOOR IIOOKS 
CAR FORGINGS 
GENERAL FORGINGS 
ANCHOR SHACKLES, CHAIN LINKS 
POLE LINE MATERIAL 
COTTON TIE BUCKLES 
BAR STEEL, CONCRETE BAR, ETC, 
“TYRONE BRAND” 
PICKS, MATTOCKS, GRUB HOES 
CROWBARS, WEDGES 














General Office and Works, Pitchargh, Pa. 
Eastern Office: 50 Church St., New York City 
Pacific Coast Office: Monadnock Bldg., San Francisco, Cal. 
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THE NEW G-W 
SIDEWALK ICE CHOPPER 


All-Steel 
Practically Unbreakable 


Here's a tool your trade will like. Just the 
thing for fall and winter business, too. 


This new G-W Sidewalk Ice Chopper is 
far superior to the ordinary wood handle 
type of chopper. Made of steel through- 
out—practically unbreakable! Blade of 
special alloy steel, 44” thick, welded to a 
hollow steel handle. Write for circular and 
prices. 


Our complete line of ice 
tools is described in Cata- 
log No. 70. Have you a 
copy? 





“a Main Office 
7 Hill St., Hudson, N. Y. 
New York Chicago 
Boston Pittsburgh 
_— 2289-R 

















A Letter to the Sales Manager 


(Continued from page 57) 





prompt collection of accounts, however small, plays in 
the game of financing an enterprise. 

That is really the most important point of view of 
the credit man. Your teaching to salesmen is as one 
of them, who has the right point of view, and who 
has doubtless been a success in business. They will 
understand you. It is my belief that outside men 
should be familiar with matters of this kind as well 
as with teachings such as your article so well puts 
forth. 

Really, Mr. Sales Manager, you are doing the hard- 
ware business a wonderful service in your writings. 
I hope they will be read with the attention and 
thoughts they deserve. 

The salesman’s cooperation in collections is, from 
the credit man’s angle, something that ought to be 
taken for granted. We don’t ask him to do the actual 
collecting but to keep us informed of developments 
and promises of payment so that the credit depart- 
ment can handle these cases intelligently. This much, 
I say, we should be able to take for granted. It will 
do good for salesmen to give some consideration to 
the credit man who tries to pass all their business and 
keep them satisfied and then tries to collect all the 
accounts to keep the boss satisfied. While we may 
get the help of the boss in satisfying the salesmen, 
we want the help of the salesmen in pleasing the boss. 

In conclusion, may I mention a point that might well 
be impressed upon the traveling representatives of 
today. Times have changed. The day of the man who 
sold goods exclusively, and who specialized to the point 
of narrowmindedness is over. Present conditions with 
ever increasing competition and increasing cost of 
doing business, calls for a different type of man. Every 
up to date employer will insist upon being represented 
by outside men of the executive type. The modern 
salesman is to be all around business man, whose 
duties include first the sales of his wares, and secondly 
a proper representation of his firm in all its branches, 
credits, collections, and claims. This type represents 
the valuable man in the business world. To my mind 
the salesman should take pride in being a good busi- 
ness man. Isn’t it a fact that those salesmen that 
do are the ones at the head of the sales lists? 

Respectfully yours, 
M. T. D’ ANDREA, 
Credit Manager, 
CHAS. J. SMITH & CO., 
Wholesale Hardware, 
130-132 Worth Street, New York City. 








Indiana Group Meeting Schedule 


‘Dist. Place Date Hotel Time 
2. LaPorte ....Oct.28...Kettle & Spoon 
7 Restaurant ..... 7.00 p. m. 
3. Elkhart ....Oct.29...Hotel Elkhart...... 7.00 p. m. 
4. Kendallville .Oct.30...Gawthrop Inn..... 7.00 p. m. 
=, }  * om A & i eee 7.00 p. m. 
6. Logansport .Oct. 22...Elks Cafe......... 7.00 p. m. 
6A. Wabash ....Oct.23...Hotel Indiana...... 7.00 p. m. 
7. LaFayette ..Oct.21... 
8. Frankfort ..Oct.16...Coulter Hutel...... 7.00 p. m. 
9. Muncie ....Nov. 5...Elks Club, 220 W. 
SD: ends oe eed 7.00 p. m. 
12. Terre Haute.Oct.15...Terre Haute House 7.00 p. m. 
13. Worthington Oct. 14... 


pam 
~ 


New Albany.Oct. 9...Tavern Hotel...... 7.00 p. m. 
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“Rabbit” Collections 


We know that collecting time is here. 
in the air. All the summer long we have dragged 
ourselves around, cussing and fuming and panting 
like a lizard on a hot rock and refusing to do any 
more than we had to. But along about the first cool 
night it’s different. The first morning we wake up 
and find that sometime during the night we have 
pulled the old reliable family blanket around our 
necks we know then it’s time to get busy. That’s the 
signal to get down to work. The weather has some- 
thing to do with it, but it’s not so much the weather 
as it is something in the air that tells us that business 
is picking up. It’s the remembrance that cool weather 
and collection time come together. Going back to 
early memories, I recall that cool weather meant a 
period of activity. When the weather got cool the 
cotton began to move—when cotton began to move it 
was collection time. 

It has been said that goods are not sold until they 
are paid for. If that’s the case we are due to do a 
powerful lot of selling this fall. This matter of sea- 
sonal collecting has always been a terrible burden in 
the South. As bad as it is, it’s not nearly so bad 
as it once was. We do not carry the full accounts that 
we did a few years ago but even at present we ac- 
cumulate too heavy a load during the summer 
months. No matter how hard one may try, it is always 
the case that we load our books with “fall payment” 
accounts to such an extent that it is a serious problem 
even when crops are good and a tragedy when they are 
bad. 

I read an article the other day which referred to a 
certain class of collections as “Rabbit Collections” and 
it struck me that it was a pretty apt description of 
our system of doing business. 

When you are out hunting and run across a rabbit 
you will invariably find him doing one of two things. 
He will either be squatting down panting, all out of 
breath and wondering which way to jump next, or he 
will be tearing across the field like mad. In all my 
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wide and varied experience as a rabbit hunter, I never | 


once saw a rabbit sitting down calmly and contentedly 
with his legs crossed nor yet sauntering across the 
field in a gentlemanly, dignified manner. No sir— 
he is either squatting and panting or running like 
lightning. That’s the way we run the hardware busi- 
ness. During about four months we squat and pant 
over our collections. We see the bills receivable 
mount up and wonder which way we will jump if we 
fail to make a crop. Beginning about April 1, we 
begin to put the accounts on the books and month by 
month we watch ’em grow, getting bigger and bigger 


every month. All we can do is squat and pant and | 


wonder. 
Then along about Sept. 
around like mad to get our money out of the cotton 





15 we begin tearing | 
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72% Greater Holding Power 
Than Wire Nails 


READING IRON COMPANY 
Reading, Pennsylvania 


Also makers of headless cut foundry nails 
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| Wood Screws, Machine Screws, 
Cap Screws, Set Screws, Stove 


Bolts, Sink Bolts, Hanger Bolts, | © 
Nuts, Rivets, Burrs, Specialties 





\ 








pote tutntetatett-{-1-f eT a nen nerve’ innings | 





3 
em 
a 


RUE economy in the selection of Screw or Bolt Products 

consists in using those that are exactly suited for their 
particular service and that possess unexcelled quality and 
accuracy. 


REED & PRINCE MFG.CO, 


WORCESTER, MASS..U.S.A. 
WESTERN BRANCH arCHICAGO-12] NORTH JEFFERSON ST. 
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Is made with an extremely hard, sharp, du- 
rable flint quartz, fixed to tough flexible long- 
fibre paper, with first-quality hide glue. 


Nete microphotograph above, of the sharp, 
even grits, used and the picture below show- 
ing an enlargement of a bit of our paper about 
the size of a flax seed. 


Ruff-Stuff is a scientific product made under 
watchful laboratory control, by men of many 


years experience. 


Send for free sample book and illustrated price 
list. 


Wausau Abrasives Company 


1017 Harrison Boulevard 
Wausau, Wisconsin 














Clapped on all his sail. 
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crop. This rush continues for a few months and then 
we start squatting and panting all over again. 

I hope to live long enough to see this squat and 
run system superseded by a system less slipshod and 
less dangerous. I would like to see the adoption of a 
definite 30 days credit system under which we could 
collect promptly and thereby pay our debts and take 
our discounts. However, I’ll say that I do not expect 
to live that long. 

Of course, every account on your books is against 
an “honest” man. They always are when they start. 
I’ll admit I am not very thoroughly sold on this honesty 
proposition. My twenty years as a lawyer, ten of 
which were actually spent in the court room, and my 
years of experience with and observation of all sorts 
of men, have robbed me of my childish belief in 
universal honesty. I have come to believe that the 
average retail account is paid more through motives 
of policy than motives of honesty. 

This subject is mentioned to lay the foundation for 
the next point which is—accounts will be paid more 
certainly and more promptly if a definite date is agreed 
on when the sale is made or if your store has a definite, 
firm and consistent credit policy. 

Whether a man meets his obligations through policy 
or through honesty, he will be more apt to pay when 
he promises to pay or when he knows he is expected 
to pay, than he will when there is no pay-day fixed. 
That same “policy” or “honesty” which prompts him 
to pay will prompt him to pay on the agreed date. 

Loss by bad accounts is a very serious thing. You 
lose more than profits when you lose an account. To 
illustrate, suppose your net profit to be ten per cent. 
You lose an account of $100. This means you must 
advance credit and supply merchandise to the extent 
of $1,000 on this same ten per cent basis before you 
have your $100 back.—L. P. Biggs in “The Nail Head.” 





How It Worked 


John 

Little 

Started business 

On a much restricted 

Plan, for he had but little 

Capital and he was a cautious 

Man; but he kept his eye on every- 

Thing and every detail knew, and his 
Business started growing, and it grew 

And grew and grew, till the Little place of 
Business was a place of much renown—the 
Solid, old reliable in-sti-tu-tion of the town. 


James Bigger entered business on a most gigan- 
Tic scale. He loaded up both hold and deck and 
But he couldn’t look 
To details and he couldn’t watch each leak, 
And his capital slipped from him, and 
His business, so to speak, leaked 
Out before he knew it, and a 
Pity ’tis, no doubt, Mr. 
Bigger’s big, big busi- 
Ness slowly, surely 
Petered 
Out. 
—Arthur J. Burdick. 
Reprinted by permission of The Saturday Evening 
Post, copyright 1923, by The Curtis Publishing Co., 


Philadelphia. 
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**Allith”’ Trolley 


Track Door 


Hanger 


**Sixty-One” with 
“Sixty” Track 


For Straight Sliding 
Barn, Garage and Warehouse 
Doors 


No. 61 Hanger has positive lateral adjust- 
ment, roller-hearing steel wheels, one-piece 
malleable frame, hinged malleable pendant 
and two steel aprons. 

No. 60 Track, with its concave treads, is 
stronger and permits easier and straighter 
running of the hangers with less friction than 
other types of trolley track. 

This outfit is illustrative of our complete line 
of hangers, tracks and brackets of the trolley 
track type—comprising a range of sizes and 
varieties suitable for carrying all kinds of 
sliding and folding-sliding doors—equipping 
them in the better way that characterizes 
all A-P hardware. 

Ask your favorite hardware source regarding 
A-P products—or write us. Catalog upon 
request, 


Allith-Prouty Company 


Danville, Illinois 


Representative Jobbers Distribute A-P Products 
throughout the United States 
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Now You Can Sell 
Hatching Certainty 


For the first time in the history of 
artificial incubation, it is now made 
possible and practical to cut out the 
speculation. 


This company has developed a won- 
derful improvement in the New Queen 
Air-Cell Control. It has taken the guess- 
work out of hatching. 


Queen Incubator 


With Free Chick-Chart 


To the purchaser of every Queen Incubator, we 
supply a Queen Chick-Chart, by the use of which 
we Can guarantee every Queen Incubator to hatch 
full hatches of strong,*healthy chicks. 


The system is wholly automatic and accurate— 
all the operator has to do 1s to follow simple 1n- 
structions and secure remarkable results. 


The new Queen System is revolutionizing the 
merchandising of incubators, as it puts the re- 
sponsibility for hatching entirely upon the manu- 
facturer and the user. 


Don't let your customers waste time and eggs 
on cheap incubators. Sell them Queens and they 
will be certain of big hatches of chicks that live 
and grow into early broilers and laying pullets. 


Ask us for full information and also details as 
to how we help you sell more machines. 


QUEEN INCUBATOR CO. 
1124 N. 14th St. Lincoln, Nebr. 
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John H. Graham & Co., 113 Chambers Street, New York 


HARDWARE AGE 





A Size For Every Demand 


In the 6, 8, 10, 12, 15, 18 and 21 inch size Coes Steel Handle 
Wrenches every dealer can adequately meet every demand. 


Every now and then most dealers look up their stock. It 
isn’t a question of quality with Coes Wrenches—simply a 
matter of replenishing your supply when certain sizes step 
out and you overlook ordering. 


The time to order is before a certain size is all gone—the 


place, your Jobber. 


COES WRENCH COMPANY 


“In business since 1841” 
Worcester Mass. 


SELLING AGENTS 
J. C. McCarty & Co....... 29 Murray Street, New York 


Fenwick Freres, 8 Rue de Rocroy, Paris, France 
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| the advantages enjoyed by dealers who stock Edwards Display Card 
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Card illustration is 
our No. 130E. 
assortment of 


sellers. Can 
tailed at 60c¢ 


Size of card 16% in. 


x 10% in. 


An increased number of sales and quick turnover! 


Assortments of Padlocks. 


> 


Made of steel with a fine enamel finish these cards have an 


attractive appearance unusual in the hardware field. 


practical, durable and cost no more than the old cardboard cards. 
Typical of the Edwards Line is Lock No. 1090 shown in the lower 
right corner of this advertisement. It is sturdy, compact and offers 


ample security wherever used. 


Card assortments made up of Edwards Popular 
Priced best selling padlocks are carried by lJead- 
ing jobbers. If your dealer does not carry them 
write and we will give you the name of one in 
your locality who can supply you. 


THE O. M. EDWARDS CO., INC. 


Main Office and Factory 
SYRACUSE . : >. Ee No. 1090 





Customers Are Quick to Buy 


Attractively Displayed Goods 
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GRIFFIN— 


the hinge noted (or cle 
Casting beauty and enduring 
Hrength—that is made 
(rom the finest oteel of 

our oun rolling millo and —— cain singes ar 
produced with Che prectee ct ines and designe 


of all types of building 


uniformity of ma tomatic construction. We also Manufacture 


Cellar Window Sets, 








id Griffin Hinges are Hasps and Safety Hasps, 
machinery. made entirely in our Door Handles and Door Holders, 
own mills—each butt Brackets, Push Plates, 
wrapped in moisture Drawer Pulls, Door Stops, 
proof paper and packed Sash and Screen Lifts, 
one pair in a box with Barrel Bolts, Corner Braces, 
screws to match. Corner Irons, Washers, etc. 


GRIFFIN MANUFACTURING CO. 


A5, Warren St.. New York ERIE P PENNA. aw. Lake St.,Chicago, Iil. 
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The “Customers” Who Send a Friend 


Some of those “Customers” we have been mentioning 
here week after week are getting into action. We under- 
stand they have been boosting “Perfect” Screen and 
Hardware Cloth. All the neighbors are talking about its 
: quality and fine appearance and passing it on to their 
: friends. 
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It started some time ago when our Dealer Friends in- 
sured themselves against dissatisfied customers by selling 
better Wire Cloth. 


} 
3 
And now all their efforts are being rewarded by repeat 


sales and new customers. 


If you are not meeting these folks ask your Jobber to 
tell you about “Perfect.” ! 
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LUDLOW-SAYLOR WIRE CO. 
St. Louis, Mo. 
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WOOD SCREWS 


IRON, STEEL, BRASS, BRONZE AND MONEL 
IRON RIVETS—ANY STYLE HEAD TINNERS’ AND COOPERS’ RIVETS 











PIPE COUPLINGS 


STEEL AND BRASS FINE WIRE 


BESSEMER AND BASIC 
MONEL WIRE 


STEEL WIRE 














RESISTANCE WIRE _Z/ BRIDGEPORT. CONN. ee 
THE BRIDGEPORT SCREW CO., Bridgeport, Conn. 


Representatives: 
George E. Quigley, Detroit. 
Dan M. Bell, Dallas, New Orleans. 
Milton Pray Co., San Francisco, Los Angeles, Seattle. 

















DISTINCTIVE 


Builders’ Hardware 


The bright orange label on which the word FrantZ is 
prominent means much to the Builders’ Hardware con- 
sumer. Each label is backed by an iron clad guarantee 
and the best Hardware that money can produce. It’s 
repeat sales that dealers want. FrantZ Hardware satis- i 
fies every customer and brings him back for more. 

The photo below shows one corner of the department in 
which all FrantZ goods are carefully made ready for ship- 
ment to dealers everywhere. 


Drop us a card saying, “Saw your ad in Hardware Age,” 
and a copy of our 1925 catalog, just off the press, will 
be mailed to you free of charge. 


[mre co. 


MFG. CO. 
** Distinguish the Hardware by the Label’”’ 
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In Household Specialties 


—one pleasing product sells another 
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THIS LABEL COVERS A COMPLETE LINE 





a sTAINS—foor, auto, screen 
enamel, etc., of a quality that 


brings repeat business. 


Many of our dealers sell the full line 





of Sranparv Wearproof Paints and 





Varnishes as well. 


PAINT AND VARNISH DIVISION 


STANDARD PLATE GLASS COMPANY 


PITTSBURGH ° BOSTON : BUFFALO? CINCINNATI 
Established 1887 
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Extension Trestle 


Painter’s Trestle Close Toy 
Fruit 


TLL LET Lie 









































Yn 4” ¥| Spruce Up and Sell Spruce Ladders 


Single Extension 
Extension Taper 
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See the Painter, Carpenter, Plumber, Mason, Farmer and Housewife 
Sell them Ladder or Step Ladder 


W. W. BABCOCK CO. Bath, N. Y. 
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The Everlasting Metal 
Once Adorned the Shrine of Kings— 














In the bygone days when a gift to Royalty was 

a privilege, the wise subjects brought ornaments 

. FT of Brass to lay before the King. In the early days 

a A ee : , ae SE of our first civilization the merchants gathered 

in a market place and only the men of wealth 

could buy this cherished metal—a gift fit for 

the eyes of a King—an offering that would be 

sealed later in the silence of his tomb and remain 
a symbol of endurance! 























No. 3731—Combination Glass and 
Brush Holder Solid Brass. 
Highly Polished Heavily Nickel 
Plated Surface. 


No. 3766 — Wall pe 2 Dish, 
ished Heavily Nickel Plated 


Surface. 





TODAY—The merchants do not gather in the market place but Brass remains the cherished 
metal for endurance and permanency. The refined taste is no longer limited to barons of 
wealth. 

“RINGCO” Bath Room Fixtures are made to adorn the homes of moderns—nearly 300 dis- 
tinctive designs to meet every requirement. 

Every item is Nickel Plated, Highly Polished over a foundation of Solid Brass. Their 
quality helps to make the sale. 


It will pay you to write for our catalog. Nearest office will gladly mail you one. 


AMERICAN RING COMPANY Branch Offices: Boston—170 Summer St. New York—2 Hudson St. 


San Francisco—116 New Montgomery St. 
Waterbury Connecticut Chicago—29 B. Madison St. 





Wrought Brass. Highly Pol- 














The Story That Created Widespread Interest 


From the first to the last chapters, the serial story, 
“Forty Years of Hardware,” by Saunders Norvell, 
published in Hardware Age, created widespread in- 
terest in the trade. 

This sincere interest increased from week to week 
and long before the concluding chapters requests 
from many companies were received to have these 
stories published in a book. 

Following our announcement that seaee stories 
would be 


Ready in Book Form in November 


came many letters of appreciation. Manufacturers, 
Jobbers, Salesmen, Dealers and Clerks all voiced the 
same opinion—that Mr. Norvell’s articles were help- 
EEE ful and extremely interesting. 
Saunders Norvell It is the kind of book that you will want to place in the hands 
of your promising employees for the practical suggestions it,con- 
tains. It is an education in merchandising. 

Three dollars per copy, sent with your order will insure prompt 
delivery as soon as the book is published. Remit to 





HARDWARE AGE, 239 West 39th Street, New York City 
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No other torch 

offers you such 

Selling Features 
as these 


FORSTNER 
Labor Saving 


All the fine outstanding features 
found on the No. 45 are exclu- 
sive patents by Turner. No 
other torch has them—no other 
torch brings your trade such 
working advantages, nor you 
such selling advantages. Write 
your jobber TODAY for a sup- 


ply of Turner—the torch with Bores Any Arc 


the Safety Valve, Intensifying > 
Baffle, Separate Needle System of Fuel Control and of a Circle 
Regulation, Seamless, Solderless Brass Tank, and 
Pistol-Grip Handle. It is FEARLESSLY GUAR- 
ANTEED. 






No. 45 (1 Quart) 


The Forstner Auger Bit, un- 
like other bits, is guided by its 
circular rim instead of its center 
consequently it will bore any are of 
a circle, and can be guided in any 
direction regardless of grain or knots, 


And Turner Plumber Furnaces SELL 








JRL DMA, leaving a true polished surface. Takes 
aS & = the place of a chisel, gouge, scroll-saw, or 
Edgewood Ave., Sycamore, II. lathe tool combined. ‘For core boxes, fine 
and delicate patterns, veneers, screen work, 
The World’s Largest Exclusive Manufacturers of Blow Torches, scalloping, fancy scroll twist columns, newels, 
Fire Pots and Brazers ribbon molding and mortising. 
District Representatives: Send for Catalogue. 


San Francisco: Rice-Hitt Co., 623 Larkin St. 
Los Angeles: Rice-Hitt Co., 324 N. San Pedro St. 
Seattle: Rice-Hitt Co., 1427 L. C. Smith Bldg. e " L. 


New York: The Turner Brass Works, 108 Charlton St. 
TORRINGTON, CONN. 














| Growing demand for 


W. ROSE Tools 


is the result of our use of choice ma- 
terial and skill. 


Wm. Rose & Bros., °°" P3.” 


Selling Agents 


Wiebusch & Hilger, Ltd. 
New York 
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Quick Turnover! 





Bicycle - 
3 Year 


W arranty 


LOVELL MANUFACTURING CO. 


Boston, 52 Pearl St. 





Anchor *« Brand! 


Ball Bearing Clothes Wringers =< 


Guarantee 
5 Year 


Send for Price List 


ERIE, PA. 


New York, 86 Warren St. 


Largest Manufacturers of Clothes Wringers in the World 
Chicago, 52 E. Lake St. 















Just off the press. The 
latest edition of our 
general catalog. Send 
for it. 


There is a Kimball Elevator built 
for every requirement. Light dumb 
waiters or heavy elevators, lifting 
upwards of 30,000 pounds, high 
speed passenger elevators, hand- 
power and electric elevators of all 
sizes and types are built and in- 
stalled by 


KIMBALL BROS. CO. 


1117-41 9th St. 15 E. Fayette St. 





Council Bluffs, Iowa Baltimore, Md. 
KANSAS CITY DULUTH 
DETROIT MINNEAPOLI 
SOUTH BEND DENVER 
ST. LOUIS SALT LAKE 
CLINTON DALLAS 
DES MOINES OKLA, CITY 


NEW ORLEANS FORT SMITH 


a 








Of. 


Everyone in the 
Hardware Trade Wants 


to know how to achieve the 
greatest possible success in this 
growing business. The story 


By SAUNDERS NORVELL 


now being published in book 
form, relates the personal ex- 
perience of Saunders Norvell! 
and tells how he rose from 
stock clerk to the President of 
a nationally known hardware 
company. 

Orders are now being re- 


ceived. Price $3.00 per copy. 


Remit with order to— 


HARDWARE AGE 
239 WEST 39th ST., NEW YORK CITY 





October 9, 1924 




















“IT’S MORE THAN JUST A RAKE” 


me “OLE OLSEN” 


WOOD LAWN RAKE 


SAVES THE LAWN—MAKES YOU MONEY 
Prices Quoted on Application 
THE PIQUA HANDLE & MFG. CO., PIQUA, OHIO 
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NLS igs Have You Ordered 
= Crown Tree Holders? 


a af 
The Demand Is Greater Now Than Ever 


Ry etl 
—y Ah ~ 
All records broken in 1923 


: ren, 
ENS 






SIZE 
3 in. The only Holder that has stood the 


test of practical use over 30 years 














Graceful—Attractive—Substantial 


Quickly Adjusted, Prevents Accidents, and with 
Ordinary Care Lasts a Lifetime 


=> Order Now—Don’t Get Caught 


SS NGS SS -- NORTH BROS. MFG. CO., Philadelphia, Pa. 











“UNITED” PRODUCTS 










— a« n Collapsible 
rT REFUSE 


| nil 
see BURNER 


Built from the best 
grade of basic steel 
wire. All inter- 
sections are elec- 
trically welded 
under pressure. 
This is the most ° 

ractical method of Sot Mgnt Late ace 

pose customers — explain that 
joining steel and one turn of the key back- 
wire. ward locks the bolt and in- 
side knob so teh bolt cannot 
be forced back, or the door 
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CAPACITY—Built square,-having one-third more ca- 
pacity than a round burner of corresponding size. 





COLLAPSIBLE—Folds flat for shipment and storage. 
Takes cheapest freight rate. 


EFFICIENT—Raised on legs. Draft at bottom, sides 
and top. Maximum combustion obtained. 


SAFE—Waste matter completely destroyed. Spreading 
flames and blowing embers reduced to negligible degree. 





We also make other wire specialties. 


Write today for catalogues. 


UNITED STEEL and WIRE CO. 
30 Fonda Ave. Battle Creek, Mich. 








opened from either inside or 
outside without the key. 

Can also be operated same as an 
ordinary night latch. 

Besides a complete line of Padlocks 
we also make 1000 different patterns 
of quality Key Blanks. Send for 
Catalog 6 and Prices. 


i INDEPENDENT IOCKCO,4® 


Leominster Mass., U. S. A. 


Manufacturers of Cylinder Locks, Padlocks, and Key Blanks. 
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Heller Shelving in Payne-Oummings Hardware Oo., North Adams, Mass. 








Quicker Selling 


The speed with which you can serve a customer is a 
factor that brings him in to you again. With Heller 
Swing Door Cabinets you can do more than serve a 
customer promptly, you can also create a prosperous 
appearance that advertises your service to every shop- 
per. Because Heller equipped stores are so thor- 
oughly prepared for quick selling, they get the busi- 
ness. Write for catalog No. 26-A TODAY. 


W. C. HELLER & CO. 


Main Office and Factory Eastern Display Roome 
700 Wabash Ave. 20 Vesey St. 
Montpelier, Ohio New York City 
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No. 3002 Self-Tightening 


vent the nails from slipping in driving. 
edges of strap do not cut the hands. 


THE STANLEY WORKS 


New Britain, Conn. 


Seattle 


Manufacturers of Wrought Hardware and Carpenter’s Tools 


STANLEY 


Made of Stanley cold rolled steel. The ribs pre- 
Round 


New York Chicago San Francisco Los Angeles 
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with This New Display Board 





Above illustrates the Display Board which we 
are furnishing FREE with Special Display As- 
sortment. 

This attractive Display can be obtained at no 
cost to you—with our Display Assortments No. 1 
and 2. 
ground of black sateen—mounted with the seven 
BATHWHITE Fixtures, which makes a selling 


help which will surely create sales for you. 
“Good Goods, well displayed, are half sold.” 


Write Us Now for Information About Special 
Offers Which Include the Above Display Board. 


QUICK—EASY SELLING 
of BATHWHITE Fixtures 


BATHWHITE FIXTURES 


Board is made of 3%” material with back- 


E. H. TITCHENER & CO. 
Dept. No. 4, Binghamton, N. Y. 


Also Manufacturers Bathwhite Cabinets. 




















A standard and complete line, so 
you can supply every need of the 
poultry raiser. Fountains, feed- 
ers, hoppers, leg bands, incubat- 
ors, brooders, etc. A fine line 
for you to handle. 


New Catalog is now ready. 








HOEFT & COMPANY, INC. 


405 N. Ashland Ave., Chicago, . 
Western Branch—217 N. Alameda St., Los Angeles, Cal. 


Star Fountain 
For Mason Jars 

















ss LADDERS 

2 OEY ~ Will pay for themselves in a 
ELST Lie AR short time by enabling you 
Pia au =the ne to wait on more trade, save 
ete: — ee the wear and tear on your 
cane’ : nee fixtures and goods, as well 
————— win as bring the appearance of 
ee — your store up to date. 

eas or as Write for catalogue show- 
eee —— ing a large number of styles 
ee 6 oe suitable for all kinds of 
SON 5 O j shelving. 
_—_-§—*—|_ + Milbradt Mfg. Co. 
————— 2411 N. 10th St. 
ara fs St. Louis, Mo. 




















WATCH 


for timely 
hints on 
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GREATER SALES OF 
SPORTING GOODS 
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“ IMPROVED ” 


GUARANTEED 


JERSEY 
Shoe Lasts and Stands 


They are lock bearing and absolutely the 
best of their kind. 

If you are stocking lasts and stands similar 
to the JERSEY it will be to your interest 
to get in touch with us before placing your 
next order. 

We will show you that you will increase 
your sales on Lasts and Stands by stocking 
JERSEY. 





STAR HEEL PLATE Co. 


Louts Sacks, Inc. 


357-391 Wilson Ave., Newark, N. J. 








No. 12, 1 inch 


terms on request. 


Elastic Tip Co. 


370 Atlantic Ave. 


Boston 





For the Sharp Ends 
of Rocking Chairs 


have quickly found favor with the 
trade. A positive protection against 
the sharp ends of rocking chairs. 
Durable and easily 
fitted to the rocker. 


Catalog, prices and 


Mass. 


hair 
ips 





No. 13, % inch 











HOSE 
CLAMP 


Adjustable to Ltt arr ose of arty Size 


The automotive industry was 
quick to recognize the exceptional 
advantages of Universal Hose 
Clamps. 


Their ‘“‘size adaptability,’”’ ease of 
installation, leak preventive serv- 
ice, and their inherent quality, 
stamped them with the mark of 
dependability which the industry 
has learned to look for and ex- 
pect year after year. 


And Universal Clamps _ have 
never disappointed. 


Made from cold rolled steel wire 
—not strap—these clamps have 
smooth edges which cannot hurt 
or injure the hose, And every 
clamp is “electro,” not “heat,” 
galvanized. 


In addition, every clamp has its 
patented bead which makes a 
leak impossible and the _ scores 
between holes = ieee for a 
quick, clean breako 


Look for the name Universal on 
each clamp and box. Specify the 
genuine and get complete satis- 
faction. 
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Patents Granted 
March 20, 1917, 
March 1, 1921 


UNIVERSAL INDUSTRIAL CORPORATION 
HACKENSACK NEW JERSEY 
Known to the trade for years 


Used by the trade for years 











ing. strength. 


right and left. 


Manhattan Bridge Plaza 











CARY’S 
Saw Edge Joint Fasteners 


Cary’s Continuous Cutting Edge Saw 
Tooth Fasteners are made of the best 
quality Cold Rolled Strip Steel, insuring 
a perfect fastener that will not bend 
while driving. You will not find frac- 
tures between the corrugations. 
effort is made to have the corrugations 
uniform so that they have equal draw- 


hese fasteners are the only fasteners 


manufactured with a continuous cutting 
edge, the patents, process and machines being owned by ourselves. 


Made in various widths and corrugations, 


Also Manufacturers of Steel Mats 


CARY MANUFACTURING CO. 


CARY’S 


Universal 
BoxStrapping 


Made of soft steel through 
which nails can be driven 
easily. Put up in coils of 
300 feet and packed 20 coils 
in a case. Every coil is 
equipped with our patent 
metal hanger which makes 
it a complete reel. 


Special 





also in coils wound 


Brooklyn, N. Y. 
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Fine Precision Tools 


Two generations of metal workers 
have come to know Starrett Tools as 
the best they can buy. They're good 


tools to sell. 
Write for Catalog No. 23“A” 


THE L. S. STARRETT CO. 


World’s Greatest Toolmakers 
Manufacturers of Hacksaws Unexcelied 




















Russell Jennings 
Auger Bits 


Two styles of shanks—three threads for 
boring all woods 


Patented by Mr. Russell Jennings in 1855 


Russell Jennings Mfg. Co. 


CHESTER, CONN. 

















INVISIBLE HINGES 


In making cabinets of many kinds it is desirable to use 
hinges that leave no projections. 


For this purpose Soss Invisible hinges 
are used. They have all the rugged- 
ness of the common hinge, but cannot 
be seen at all when cabinet is closed. 
They can be easily installed by any- 


one who can bore a hole. 


There is a size and style for each 
purpose. Just the thing for radio and 
music cabinets, etc. 


SOSS MFG. CO. 
S S 775 Bergen St. Brooklyn, N. Y. 























- DIETZGEN 


) Measuring Tapes and 
Folding Rules 


are widely used by the build- 
ing trades. Quick sellers with 
Drawing Tables, good profit. Catalog on request. 
Boards, Scales, 

T Squares, Tri EUGENEDIETZGENCO. 


angles, Curves, Chicago NewYork San Francisco New Orleans 
Instruments, etc, Pittsburgh Philadelphia Washington 

















| PAINE STOVE BOLTS 


As Good as the Best 


~ One hundred bolts and nuts 
in a strong, substantial box. 


In bulk if you wish. 
Prompt deliveries. 
Sold to jobbers only. 


Samples and discounts on request. 
No charge. 


THE PAINE COMPANY 


2949 Carroll Avenue, Chicago, Ill. 
33 Warren Street, New York, N. Y. 





























LIC-WID-LES DOOR CHECK 


Needs no attention and meets every emergency to which a door 
check and closer is subjecte 





Dealers! Jobbers! 
Let us tell you about our Real proposition 


The No-Liquid Door Check Co. Columbus, Ohio 




















A Type for Every Service 
: THE GOULDS MANUFACTURING COMPANY 


Seneca Falls, N. Y. 





ULDS 
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More Skiing Every Winter on 


Northland Skis 


More sales each season. More 
satisfied customers. More Profits. 
Order today for the coming sea- 
son’s supply of Northland Skis. = 

Deliveries as you request. Attrac- 
tive prices. A new illustrated 
catalog of skis, snowshoes, tobog- 
gans and accessories on request. 


Northland Ski Mfg. Co. 


“World’s Largest Ski Manufacturers” 











22 Merriam Park, St. Paul, Minn. {| 
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U. S. HEADQUARTERS 
IMPORTED 
Fire Arms and Ammunition 








, Distributor of Leading Domestic Firearms and Anmansne 
Sole Authorized Importer of the Genuine, Original 


“ MAUSER Rifles, MAUSER and LUGER Pistols i 
fer ‘“‘Luger’ Pistols in 6”, 8”, 10”, 12”, ” an 

tang 7. oy W. ML’ od Mauser, Luger, , Rifle and Automatie 
Pletal Metallic Ammunition; ‘‘Koeln-Rottweil’’ Precision Shot Shells; 
“Automatic” 16-gage Shot ‘Guns; Cal. 32—10- shot sane Police 
Rifle; ‘‘Merkel-Suhl’’ famous Shot Guns; ‘“‘Over and Un Shot 
Guns; Combination “Over and Under’ Shot Gun and 30/30 Rifle; 
Famous ‘‘Drilling’’ Three Barrel Shot Guns and Rifle ; Small Calibre 
Rifles, Shot Guns; Small Calibre ‘“‘Over and Under’ Guns, ‘Gallus 
Famous Spanish Revolvers: Revolver Ammunition; Leather and Canvas 
Holsters, Cartridge and Shell aol . Cases and Covers Pde and 
Marine Glasses: Binoculars, Telescopes, Compasses; Shooting Accessories. 
Repair Parts for MAUSER and LUGER ARMS 

ER 224 East 42d Street, New York 






















HAVE cold-drawn (Allen process) sockets, guaranteed unbreakable 
in practical use. Box Sets and Bag Sets, in the handiest possible 
combinations for mechanics and car owners. Features and prices 
in new Allen catalogue; send for copy if you sell—or use—wrenches. 


THE ALLEN MFG. CO., (eR ee SON 








Bells and Bell Toys 
For 
HARDWARE, SADDLERY 
and TOY TRADE 


Also for the manufacturers of 
Electrical Bells, Telephones, 
Clocks, Recorders, Registers, 
Typewriters, etc., etc. Special 
sizes made to order. 


The N. N. HILL BRASS CO. 


East Hampton, Conn. 











r Vv 
TERS SOLT CLIPPERS 
Mw wIRE CUTTERS 


POPIF| 





For cutting bolts, rods and 


assurance of _ reliability — 
protection against inferior 
material and poor workman- 


ship. 

very PORTER tool is 
built for efficiency and dur- 
ability. 
H. K. PORTER, Inc. 
iim! EVERETT, MASS. U.S. A. 


























THE HAMMER 
HOLDS 
THE TACK 











Robertson “Horse Shoe Magnet Hammers” 


a high grade line with a good profit to dealers and 
jobbers. Catalogues and discounts on_ request. 
Silver Medal (Highest Offered) Panama-Pacific Exposition 
ARTHUR R. ROBERTSON, 94 Portland St., Boston 





























Heavy Duty Socket Wrenches 





Offset intl 


WEA /(e)-lel ow tl ot 
Pens 24° ee, 














Extra strong construction with extra depth sockets— 
heat treated. 
Plain lacquer finish—twenty-six standard sizes. 


Ask for Catalog No. 500. 


WALDEN -WORCESTER 


INCORPORATED 
WORCESTER, MASS. 

















KEYCO sire WwrencHes 


The ne tEY, 


Burrs 


TONE 
‘any 4, Co. 





PATENT APPLIED FOR 


“Keystone quality.” Made from Alloy Steel, heat treated 
by our own process. The most durable Wrench on the 
market. Light in weight, can be used with one hand on 
pipe, nuts or studs. Fully Guaranteed. Packed 12 to a 
Carton. Write for Discounts. 


The Keystone Manufacturing Co. 
Buffalo, N. Y. 
Sales Representatives—Surpless, Duna & Ce. 
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DEALERS WANTED EVERYWHERE Iron Fence, Gates 


Lawn Vases 
Settees 
General Iron 
and Wire Work 
CHAIN-LINK 
WIRE FENCE 
Ask for Catalog 


htt 
i 
pe ctl 


THE STEWART IRON WORKS CO., Ine., 225 Stewart Block, Cincinnati, 0. 
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MANUFACTURERS OF 


BRAIDED CORDAGE £= 
AND COTTON TWINES 4) 


SASH CORD, CLOTHES 
LINES, SMALL LINES 


ETC. SEND FOR WALGE 
MASS 














BROWN & SHARPE 


MACHINISTS’ TOOLS 


The first choice of skilled mechanics for three generations 


WE PROTECT THE DEALER. 
[BS 


BROWN & SHARPE MFG. } eae 
Providence, R. I., U. S. 





BOSTON 
Plain or ame, in 


STRATTO - 
HANDLES 


For Small Tools, Utensils, Blectrical Goods, Ete. 
Enameling, both baked and air dried. 


STRATTON MFG. CO., Stratton, Maine 











Waste — Mops — Wicking 
Cleaning Cloths 


Caulking Cotton — Chemical Cotton 












MASCO Send for samples and prices The Conn Valley 
PRODUCTS Mfg. Co. 
MASSASOIT MANUFACTURING CO. 
— oS oa Fall River, Mass., U.S. A A Labor Saving Tool Centerbrook, Conn. 
New York Office . - ~ 350 Broadway ' U. S. A. 








Plug Counterbore 


Made in two sizes, 
3p and lf, inch. 
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QUALITY SPEED 
UNIFORMITY er ed SERVICE 
“The Toots in Lhe Piuil Bor” 

AMERICAN SAW & MFG. CO. SPRINGFIELD, MASS. — 


HACK SAWS - BAND SAWS — SCREW ORIVERS - GLASS CUTTERS 


PREPS SSCSOSS SSCS SES SESCSESCOS SESE SHE HEHE He Sosee 
eeeeeeeooe 4 


GLass “J .E NOX” cutters : 








_ Makers of Every 
ea NNN ind of Sere 
Nut and_ Bolt. 


The Corbin Screw Corporation 
The American Hardware Corporation, Successor 


229 High Street New Britain, Conn. 
Western Factory: Dayton, Ohio 








"THE FOWLER & UNION 


HORSE NAIL CO. 


HORSE SHOE NAILS 
OF HIGHEST GRADE 


Plan 
1000 MILITARY RD., BUFFALO, N. Y. 












NEELAM! 7 


Made entirely of wrought steel. 
Literature ? 


J. H. WILLIAMS & CO. 
“The Wrench People” 
BUFFALO 


New York Chicago 











PE ’ tit LiL thin A 


PADLOCKS 


A rp > FOR EVERY CONCEIVABLE PURPOSE 
| HT il anal FRAIM-SLA YMAKER 


! i 
i ul Necree HDW. CO., INC. 
hrc ES: ze | Pa., U. S. A. 


4 










Lancaster 


SAMPLE 


FREE 








A Faster Selling Mop Offers More 


Profit and Quicker Turnover— 





- Convince yourself by selling xSQUEEZ-EZ 
/ The mop that wrings by a twist of the 


handle. K » 
Wi f ine ead oe A ie a seller for home use. 
i il i) SQUEEZ-EZY MOP CO., INC. American Shearer Mfg. Company 
we WMH TAY) DL New Orleans, La. Nashua, N. H. 





PRIEST'S CLIPPERS 


have been the standard 
since 1865. Style shown 
our Shaver No. oo is a big 














Ezyrun Ball Bearing Pulleys 


Meet the demand for better pulleys. Will 
take any size clothes line—Long wearing, 
Rustless, Noiseless—Are easily operated and 
cannot freeze. Completely enclosed. Line 
cannot tangle or slip off. If your Jobber does 
a  /. them, write us for prices and 
eta 
BROOKLYN PULLEY CoO., 
85 Sth Ave., Brooklyn, N. 














By Saunders Norvell 


Price $3.00 per copy. 
Hardware Age, 239 W. 


Order now. 
39th St., New York City 
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The Best Buy 


Double Needle Torches have many 
improved, patented features that 
give the user the maximum ser- 
vice. The burner has the greatest 
generating power, producing over 
300 degrees more heat, burning 
low test fuels. Fully 60 per cent 
of burner troubles are overcome. 
Tank is of brass, strongly braced, 
and pump and other fittings are 
the best. Will outlast two ordi- ~ 
nary Torches. No. 208 is quart, 
210 pint and 206 two quart size. 
Jobbers supply at factory prices. 
Get a catalog. 


CLAYTON & LAMBERT 
MFG. CO. 


10619 Knodell Ave. 
DETROIT, MICH., VU. S. A. 
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No. 208 
DETROIEMICH.US? 


PATENTEO 






—_ ne 


No. 208 Torch 
Ask for latest price. 


American Steel & Wire 


Company 

~~ Pittabures 
Denver, Dallas 

U. 8. Steel Products Oe. 

Sen ; — Los Angeles 











BARBED: Ellwood Glidden, Am. Glidden, Am. Special, 
Waukegan, Baker Periect, Ellwood Junior, Lyman 

NAILS, SPIKES, STAPLES TACKS, Hot Galv’d Nails 

ZINC | INSULAT FENCES: American, Royal, Antheag. 
ation e we 

ARROW T-STEEL POSTS 

CONCRETE REINFORC 


EMENT 
BALE TIES: Old reliable brands 
TELEPHONE WIRE 
WIRE for every purpose 


Quick Delivery. Write us for selling plans. 
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sional barbers, as 
well as many home users, 
find complete satisfaction in Koken Razor 
Strops. A profitable line of ready sellers 
listed in our catalog. Write for it. 


Koken Companies, St. Louis, U.S.A. 
SPRL A OE IDE LTE SELLLAL TOE AEE SSE ASE RI 


Packed in 1 or 2 doz. 10c. pkts. to a Carton 


wi 
St: 


TICE m5 
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Advertised for 
24 Years. 
Great Demand 
Good Profits 


The Original 
Strong Crystal 
Glass Heads. 


HARDWARE AGE 


111 








JIUPERIO 





Hex Mesh 
POULTRY NETTING 


G. F. Wright Steel & Wire Co. 
WORCESTER, MASS. 











A New Quick Seller 


‘THE makers of Gorton’s ‘“‘No Bones”’ 

Codfish, Gorton’s Ready-to-Fry Cod- 
fish Cakes and other famous fish pro- 
ducts, largest users of codfish in the 
world, now make a clear, pure, codfish 
skin glue. In one-ounce Bottles and 
Tubes, half-gill, gill, half-pint, pint, 
quart and gallon Cans. If your jobber 
is not yet supplied, get in touch with us. 


Ltd. 













Gorton-Pew Fisheries Co., 
Gloucester, Mass. 











ALL KINDS 


TOT YY 


TOWER MFG. CO. 


MADISON, INDIANA CINCINNATI, OHIO 

























The Kind 
Customers Attractive 
Ask For. Counter Displays. 
Moore Moore 
Push-Pins Push-Less ‘Hangers 


“Glass Heads—Steel Points’? ‘“‘The Hanger with the Twist”’ 


To “Hang Up Things” in Homes, 
Offices and Schools. Ask your jobber. 
Moore Push-Pin Co. (Wayne Junction) Philadelphia 



















CUSHION 
TIRE 


STORE LADDERS 


Insure perfect shelf service for any line of mer- | 
chandise. Deep tread steps, properly spaced, with 

convenient full length handholds on both sides of ; 
ladder permit mounting or descending with ease. { 
Both hands free to remove or replace stock without ; 
danger of falling. Cushioned Tired Trolley and 

Truck Wheels eliminate noise and prevent vibra- . 
















tion. Erection as simple as A, B, C. Utilize 
small space. Make top shelves safely 
available for stock purposes. One 

style—neat of design—nicely 
finished—any height ceil- 
ing. Thousands in 


use. Circular on 


’ 



























HARDWARE AGE 











An Effective Low Cost Contact with Hardware Man- 
ufacturers, Manufacturers’ Agents, Jobbers, Jobbers’ 
Salesmen, Retailers and Retail Salesmen. 

No illustrations accepted for these pages. 

Allow seven words for Keyed Boz Number Address. 


Each 


1 inch ‘Box’ 





portul 


Solid, Minimum 50 words........ccccccceccscccccceschb.00 


Each additional 
4 insertions, 10% off; 8 insertions 
Remittance Must Accompany er 

50% off the above rates for Positions Wanted Advertisements 
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additional TTT TT TCT iT TTT TP rire eee .06 
All Capitals, Minimum 50 WOES. cccccccccccccesececeseces oO 
Each additional word.... eeeree eeeeeneeeeeeeeeee eee ee ee -08 


5.00 


__ PTT TTTT TTT TTT TTT TT TTT Te 4. 


15%. 





Busi Scientia 


Help Wanted 


Positions Wanted 





sale or trade. 
Chicago on the 


HARDWARE STORE for 
Twenty-four miles north of 
North Shore. Have a long lease. Suburb of 
10,000, and only one other hardware store. Will 
sell at bargain to dissolve partnership. Address 
Box G-307, care of Harpware AGE, New York. 





FOR SALE: A clean stock of general hard- 
ware and fixtures, inventory about $12,000, in 
a thriving city of 15,000 people. For full in- 
formation address Box G-306, care of HARDWARE 
Ace, New York. 





FOR SALE—First class hardware business in 

owing town in Fairfield County, Connecticut. 
| ot nd can be sold either with or without real 
estate and on liberal terms. For particulars 
write P. O. Box 463, South Norwalk, Conn. 





DESIRE to purchase a well located hardware 
store in New Haven or vicinity or any part of 
Connecticut or out on Long Island. Please state 
how long established, population, rent, cash re- 
quired, reason for sale and competition likely to 
be encountered. All communications confiden- 
tial. Address Box -325, care of HarDWARE 
Ace, New York. 





Help Wanted 





WANTED for Permanent Position: Orient, 
high class, thoroughly versed and experienced 
all-around hardware man. Give complete record 
of employment, including firm, positions, salary 
and term of service. State salary expected. Ad- 
dress Box G-304, care of Harpware Ace, New 


York. 





WANTED: Builders’ Hardware Man by large 
Texas jobber. Must be capable of listing from 
plans and managing finishing hardware depart- 
ment. State past experience and references in 
reply. Black Hardware Co., O. Box 697, 
Galveston, Texas. 





WANTED: FIRST CLASS SALESMAN to 
take charge of retail sales. Must have thorough 
knowledge of hardware and kindred lines, know 
how to display and advertise goods, must be re- 
sourceful, with ambition and proven ability and 
thoroughly conversant with modern business 
methods. For such a man we have good open- 
ing. Give full information as to experience, 
references, age, whether married or single, and 
wages expected in first letter. Address Box 
G-326, care of Harpware Ace, New York. 





WANTED: Experienced hardware man for 
large retail hardware store. Must be energetic 
and willing to work. Must have good references 
as to character, ability, etc. Apply Erickson 
Bros., 101 Midland Ave., Arlington, N. J. 





AN UNUSUAL OPPORTUNITY is available 
to a high grade, reliable man to call on hard- 
ware jobbers and do sales promotion work for 
an established advertised oi] stove and range 
manufacturer on salary and commission basis. 
} Acquaintance with hardware trade desirable but 
not essential. Include complete details in first 
letter which will be kept confidential. Address 
Box G-295, care of Harpwarp AGr, New York. 





HARDWARE MAN, experienced in all de- 
partments, wholesale or retail, is now open for 
a connection. Best of references as to honesty, 
energy and buying and selling ability and quali- 
fications for detail work gladly furnished. No 
objection te hard work or long hours. Address 
Box G-328, care of Harpware AGE, New York. 





Sales Accounts Wanted 





» 








SALES MANAGER—We have room in our 
organization for a sales manager who is thor- 
oughly familiar with builders’ hardware. Man 
employed in such capacity with hardware manu- 
facturer preferred. Excellent opportunity with 
fast expanding concern. Address Box G-319, 
care of HarDWARE Ace, New York. 





WANTED—High class Mill Supply and Hard- 
ware Salesman, having acquaintance with Mill, 
Store and Garage trade between Appleton and 
Wausau, Wisconsin. Good opportunity for right 
man. Address Sales Manager, care of Northern 
Hardware & Supply Co., Menominee, Mich. 





SALESMAN to sell Builders’ Hardware to re- 
tail hardware stores. State experience and sal- 
ary expected. Address Box G-315, 
HARDWARE AGE, New York. 


care of 








WANTED: A salesman who knows hardware 
and mechanics’ tools to sell standard factory 
lines to the wholesale trade in southern territory 
east of the Mississippi River, for an established 
sales organization. Must have experience in sell- 
ing. State age, compensation desired and experi- 
ence. Address Box G-323, care of HARDWARE 
Ace, New York. 





Positions Wanted 


POSITION WANTED with some good Retail 
or Wholesale house. Have had sixteen years’ 
experience in running a retail hardware store. 
A willing worker and ambitious to do bigger 
things. Highest business references as to char- 
acter, ability and qualifications. Address Box 
G-316, care HARDWARE AGE, New York. 








SEASONED and EXPERIENCED SALES- 
MAN with very broad acquaintance amongst 
buyers in hardware, sporting goods, electrical 
and automobile accessory jobbing houses is open 
for a proposition October 30. Ambitious to 
make connection with one of the leading manu- 
facturers that can use a high class salesman. 
Wants only a connection with a first class 
house. No objection to traveling. Address 
B. M., care of Harpware Acez, Otis Building, 
Chicago, Il. 











HARDWARE MEN WHO WANT experience 
that fits them to sell or improve their selling 
want Norvell’s ‘‘Forty Years of Hardware.” It 
is crammed with good selling ideas. Ask any 
five hardware men about it and then order your 
copy ($3.00). Harpware Acre, New York. 





EXPERIENCED SALESMAN in hardware, 
tools and electrical goods, wishes position with 
factory making a high grade line of goods. Ex- 
perienced in foreign and domestic territory. Ad- 
dress Box G-324, care of Harpware AcE, New 
York. 


State references and full particulars. 








SUCCESSFUL HARDWARE SALESMAN 
wishes to establish Manufacturers Agency with 
office in Houston, Texas, by January Ist, 1925. 
Manufacturers of Oil, Wood and Gas Stoves, 
Crockery, Leather Goods and kindred lines, and 
also importers of Hardware Specialties, Guns 
and Ammunition, looking for representation in 
this territory are asked to communicate with me. 
Will cover East, Central and South Texas. Ref- 
erences given. Address Box G-321, care of 
HARDWARE AGE, New York. 





OLD ESTABLISHED merchant firm in Lon- 
don are open to accept Sole Agency for Hard- 
ware goods of interest to Builders and Iron- 
mongers. Advertisers have ample accommodation 
for carrying large stocks, and experienced repre- 
sentatives working the greater part of England. 
Winstone & Co., Ltd., Cross Street, Moorgate 
Street, London. 





THREE efficient and experienced salesmen are 
ready to take the field and call on retail and 
wholesale and department store trade in the East. 
Have office in New_York. Want a good staple 
line of Tools and Hardware Specialties to sell 
to this trade. Full particulars requested in first 
letter. Address Box G-327, care of HARDWARE 
AcE, New York. 


Sales Representatives Wanted 


Salesmen interested in attractive assortment of 
dog collars, dog harness, etc., to sell direct to 
retail trade. Recently organized manufacturer of 
long experience in this line has good territory 
open for the right men. Only er workers and 
those with representative lines need apply, giving 
all details, territory, etc., in first letter. P. , 
Box 130, Patterson Post Office, Baltimore, Md. 











WANTED: Experienced salesmen who are 
now selling the hardware and general store 
trade in Eastern Ohio, Eastern Pennsylvania, 
New York, Michigan and Indiana. The line is 
stamped ware made by an old established manu- 
facturer possessing a reputation for making a 
high grade product. The right men can make a 
very profitable contract. Address Box G-313, 
care of Harpware Ace, New York. 


A  SALESMAN’S OPPORTUNITY — An 
established well rated manufacturer whose prod- 
ucts are sold through leading jobbers and retailers 
and are now adding a new line is seeking high 
grade salesmen well acquainted with the trade in 
their territories. Liberal commission. Excellent 
future. Position permanent. Year round seller. 
Address 
Box G-293, care of HarpWaRE Ace, New York. 

















Get The Fighting Spirit 


Your business paper-—HARDWARE AGE—brings to 
you each week the latest selling hints. 
that “inspiration” and “determination” are just as 
essential to business success as is ability. Get in 


We realize 


the habit of reading your trade paper carefully 
from cover to cover each week; get the fighting 
spirit it instills and your books will show a better 
balance at the end of the year. 
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is the total number of replies for 1924 which have been received up to the closing date of this 
issue and forwarded through this department to advertisers using Box Numbers. This does not 
include replies that have gone direct to advertisers using their signature. 





Sales Representatives Wanted 





Experienced salesmen wanted to carry an old 
and well known line of heavy and shelf hardware 
as a side line on a liberal commission basis. 
Territories open in the following states: Arkansas, 
Missouri, Iowa, Minnesota, Oklahoma, Kansas, 
Nebraska, North Dakota, South Dakota, New 
Mexico, Colorado, Wyoming, Utah, Arizona, 
Nevada, Idaho, Montana. In reply state experi- 
ence, age, lines now representing, etc. dress 
Box G-299, care of Harpware Acz, New York. 





WELL KNOWN established manufacturers’ 
representatives want y a Chicago manufac- 
turer of a nationally advertised kitchen specialty. 
Give full particulars and references in first let- 
ter. Territory open: Pennsylvania, Western 
New York, Ohio, West Virginia, Indiana, Michi- 
an, Kentucky, Mississippi, Louisiana, Texas, 

innesota, Iowa, Nebraska and Dakotas. Ad- 
von Box G-317, care of Harpware AcE, New 
ork. 





Sales Representatives Wanted 


Sales Representatives Wanted 





Salesman—Attractive side line, liberal commis- 
sion, sell patented garden implement to jobbing 
trade. Illinois, Indiana, Michigan, Georgia, Ala- 
bama, Florida still open. State experience, age, 
etc. Address Box 156, care HarpWareE AGE, 
1420 Widener Bldg., Philadelphia, Pa. 


PATENTED DEVICE, sells to all hardware 
stores. Excellent side line. Vest pocket sam- 
le. Moss-Schury Mfg. Co., Guaranty Trust 
ldg., Detroit, Mich. 


SALESMEN TO SELL ON COMMISSION: 
Hardware, Tools, Regular Goods, Specials, and 
ob Lots, one for each of the following locations: 

hiladelphia and Eastern Pennsylvania, New 
Orleans and vicinity, California. No objection 
to side lines, providing they do not conflict. 
Will pay commission ‘on mail orders as well as 
orders taken. We have customers in all terri- 
tories. Address Box G-236, care of HarDWARE 
AcE, New York. 








SALESMEN to sell our complete line of 
brooders and poultry supplies on liberal commis- 
sion. Also edbird Speedsters, Scooters and 
Thermic Jugs as side line for Christmas busi- 
ness. Will send sample Scooter post paid for 
$1.25. Royal Mfg. Co., Toledo, Ohio. 





AN ATTRACTIVE SIDE LINE: For sales- 
men covering outlying and country towns with 
auto and well acquainted with the trade, to sell 
staple line of hardware as a side line on a com- 
mission basis. Give references and details. Ad- 
dress Box G-294, care of HARDWARE AGE, New 
York. 








TRAVELING MEN WANTED who cap en- 
joy and increase their sales from Saunders Nor- 
vell’s ‘“‘Forty Years of Hardware.” It is 
crammed with sales inspiration, background and 
ideas. $3.00 a copy. Order your copy now 
from HarpWARE AGE, New York. 














i Cicsne Bich Geade Punches 


o}-3 -le)-1) | ta ot oe 
NEWAFK,N.J 





and Upholsterers’ 


Besides Punches Our Line Includes: 


A varied and attractive line for the Hardware Trade. 
and Plumbers’ Tools of superior quality. 
The above tools will please your customers as well as our famous Round and Oval Punches. 
Remember we have had 94 years of successful manufacturing experience, 
skilled workmen and use the finest quality of materials in making our products 
We stand back of every tool we make, ‘Try us. 


Cc. S. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 


Also: Leather Workers’, Trimmers’ 


employ only 


Write for Catalog and Prices. 








—— 








| The “TORREY” 
A Real Man’s Razor 


Send for Catalogue of Full Line 
J. R. Torrey Raxor Co., Worcester, Mass 








“They Have a 
Bull Dog-Grip”’ 


Manufactured by 
U. &. Clethes Pin Co., Montpelier, Ve. 


Pittsburgh, Pa. 





Seles Dept. 
1018 Umien Bank Bidg., 








Economy 
Hose Attachments 
Fer cenneeting hese to smooth 
faucets. Slips on and off easily. 


Beonomy Mfg. Co. 
5860 Germantown Ave. 
Philadelphia, Pa. 


ELEVATORS 














Dum bwaiters 
fer Hous Ban Store or Warehouse, 
Write for particulars. State your 
requirements as to size, capacity 
and lift. 


fhe SIDNEY ELEVATOR Mfg.Ce. 
Sidney, Ohie 














American Can 
TONTAINCAS OF Tite PLATE BLACK IRON GALVANIZED 1 co] 





American Can Company 


SILVER LAKE 


SASH CORD 


NET WEIGHTS FULL LENGTHS 
Sliver Lake Co., Newtonville, Mass. 














Molasses and 
Dairy Gates 
Perfection Pattern 
Made in All Styles 


Syracuse Stamping 
New York 


Oil, 





Syracuse, 


CARPENTERS’ 


—CHALK— 
STANDARD CRAYON CO. 


Danvers, Mass. 


—— AXE Sy 


Fh emeses since 1912. Axes since 1880. 


RIXFORD sett ttengate.ve 
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BALE TIES 


Best Made — Prompt Shipment 


Baur Bale Tie Co. 


INDL«a‘NAPOLIS, IND. 








J. L. THOMPSON MFG CO. 
Waltham, Mass. 


Tubular and Bifurcated 


— RIVETS — 


‘ELEVATORS 
DUMBWAITERS 





} Write for eur catalog 
Energy Elevator Co. 
211 NewSt., Philadelphia 








Stone Working 
Tools agd Supplies 


Trow & Holden Co. 
Barre, Vt. 

















HARDWARE AGE 


THE ADVERTISERS’ INDEX is published as a convenience and not as a part of the advertising contract. 
No allowance will be made for errors or failure to insert. 
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INDEX TO ADVERTISERS 


Every care will be taken to index correctly. 








Allith-Prouty Co. 
Aluminum Preducts Co 
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Shearer Mfg. Co 
Steel & Wire Co 
Swiss Magneto Co 
Wire Fabrics Corp 
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Babcock Co., The W. W 
Baur Bale Tie Co 
Boston Woven Hose & Rubber Co 
Bridgeport Hdwe. Mfg. Corp 
Bridgeport Screw Co 
Brooklyn Pulley Co 
Brown & Sharpe Mfg. 
Buhrke Co., R. H 
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Cleveland Metal Products Co 
Colt’s Patent Firearms Co 
Connecticut Valley Mfg. Co 
Continental Wood Screw Co 
Corbin Screw Corp 
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Diener Mfg. Co., Geo. W 
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Disston & Sons, Henry 


Economy Mfg. Co 
Edison Elec. Appliance Co 
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Fraim-Slaymaker Hdwe. Co 
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Gifford-Wood Co. 
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Gold Medal Camp Furniture Co........... 24 
SEE GO, xc cccrcccuetoesctseeseees 14 
Gorton-Pew Fisheries Co., Ltd............- 111 
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EE A. Winn seeding geht ts seabeee usual 106 
Meme, Bites BOGE Beco ccccccvccesevesss 23 
I 
meee Tae GOA, «6 cd osc cc ess ceenees 105 
Indiana Steel & Wire Co................. 40 
International Silver Co................... 2 
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Jennings Mfg. Co., Russell............... 108 
K 
EE ee ee 92 
rn i cc ccweede veces eereeess 109 
i Sn Ce ce ecwceneesecsseeeees 104 
ee SE, BBc cc vcccccccesiceees 111 
Kokomo Stamped Metal Co............... 30 
L 
EP en ee 25 
Gn ccc ecbasessevedcsusvaws 104 
Ludlow-Saylor Wire Co................+.. 99 
M 
McKinney Manufacturing Company...... 67 
i ee ee aes ss 83 
rn Cs cnccncebbesereserncds 110 
Mechanics & Metals Nat’] Bank........... 93 
OT TT TTT TTT H 
Milbradt Manufacturing Co............... 106 
Moore Push Pin Company................ 111 
Murray Products Co., The............... 20-21 
Myers & Brother Co., F. E............. 36, 111 
N 
National Carbon Company............... 44 
National Manufacturing Company........ 46 
New Haven Clock Company.............. 38 
No-Liquid Door Check Co................ 108 
North Bros. Manufacturing Co........... 105 
Northland Ski Mfg. Co.....c.cscscccseeee 109 
O 
Oliver Iron & Steel Company............ 94 
Oneida Community, Ltd.................. 116 
Osborne & Company, C. S............... 113 
Pp 
PER GE ictccccccocucesostecnuees 108 
Piqua Handle & Manufacturing Co....... 104 
Ph: Titi: MMs chine ab wae © cones 6 Gewese 109 
Pees Gs BORGER, Bic ccccccocscccse aod 
Progressive Manufacturing Co........... 103 


! 





SE NOD Geico ckcce ccd decstaces 97 
bh 
RE 95 
ee SS Gino ccc nvoscewceses 95 
se one pegeeees 77 
Richards-Wilcox Manufacturing Co....... 69 
Rixford Manufacturing Company......... 113 
ES a a 109 
Rome Manufacturing Company........... 81 
Se Ge I, Wns o acecucceéaevessen 103 


Russell, Burdsall & Ward Bolt & Nut Co. 34 


S 
Se 107 
Samson Cordage Works.................. 110 
CE re ee 35 
Ee See 24 
Sidney Elevator Mfg. Co................. 113 
ee Se I. cvcecectasseweese’ 113 
Simonds Saw & Steel Company.......... 12 
6 oc ccupsbevenwssesduees 22 
ee ee, SD . .. on cp ecenscosseecees 108 
I ED Gs c cdc cesses codvcesescs 110 
Standard Crayon Mfg. Co................ 113 
es ree GD Gis cc cv cccsccccueses 101 
Re ee 8-9, 106 
eee Gram, Gas Bac cv cccccccececsos 108 
Sterling Wheelbarrow Company.......... 115 
Stewart Iron Works Company............ 110 
ee 109 
Stratton Manufacturing Company........ 110 
Syracuse Stamping Co., The............. 113 

- 

Technical Glass Company................ 90 
Thomson Mfg. Company, Judson L....... 113 
ee ae se ES 6 oc bce eces sods ces 106 
Bs I. ov cccccscccccuceses 111 
Torrey Razor Company, J. R............. 113 
Tremont Nail Company.................. 104 
Trow & Holden Company................ 113 
Tubular Rivet & Stud Co................ 86 
Turner & Seymour Mfg. Co.............. 32-33 
eG nwt eFée deeded dvcnces 103 

U 
Union Hardware Company............... 13 
U. S. Clothes Pin Company.............. 113 
United Steel & Wire Company, Inc....... 105 
Universal Industrial Corp................ 107 

V 
Vaughan & Bushnell Mfg. Co............ 3 

WwW 
Walden-Worcester Co., Inc............... 109 
EE Gd Gs We Misc cccccecicwsceces 91 
Wausau Abrasives Company............. 96 
yy: CE Eines wp 6060 bes caeeed vous 26 
ee es a eeneeeeeee se 7 
I oo. Cui weededecéebexeees 37 
Wickwire Spencer Stee] Corp............. 43 
Williams & Company, J. H............... 110 
ee SA, Gis Des ons x cvssvecccces 88 
Wolverine Supply & Mfg. Co.............. 28 
Wright Steel & Wire Co., G. F............ 111 
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WAREHOUSE STOCKS 


Located at ners the purpose of giving 
quick service and to facili- 


MILWAUKEE 
tate delivery these stocks are 
NEW YORK maintained at the points 
shown. This is particularly 
BOSTON valuable in the matter of re- 
pair parts. It is an advantage 
CLEVELAND to you to know that you can 
DETROIT get quick shipments from 
nearby points. 
— Avail yourself of this 
ST. LOUIS “Sterling Service.” 


Write for Catalogue 37 and Special Dealer Prices 
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HARDWARE AGE 








Sharp, Stainless Knives Have the (all 


ORE and more dealers are now making a real feature of the 
Community Prarte Dinner Knives with stainless, rustless blades. 
The demand is growing apace. On your next order why not specify 
Stainless’? ? 
And on that next order don’t overlook the Bird of Paradise —latest, 
and perhaps most distinctive, of all (Community designs, 
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